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from 
THREADWELL 


.-.- pioneer in special purpose taps 


Acme Taps are nothing new with 
Threadwell. We have made them suc- 
cessfully for years. Recently, however, 
we have had an influx of inquiries on the 
subject. This prompts us to give warning 
to potential users of Acme Taps: 


THERE IS NO GENERAL PUR- 
POSE ACME TAP The very nature 
of the thread is not conducive to free 
cutting. The thread is coarser; the 29° 
form is hard to relieve; chips caused by 
deep, coarse threads block lubrication; 
lead screws are often needed to control 
tap travel. 


HOWEVER Threadwell Engineers in 
many cases have designed single pass 
Acme Taps with outstanding success, 
replacing sets of two, three and more. 
We insist, however, that each Acme Tap 
must be designed for a specific appli- 
cation. 


SUGGESTION 'f you have a cus- 


tomer or prospect who is considering 
Acme Taps, go over his prints with your 
Threadwell Representative. You'll save 
your time and have a better chance at 
the sale because Threadwell will not 
make an “Under designed” tap or sell 
more tap than is needed, 


THREADWELL TAP & DIE CO. 
GREENFIELD, MASSACHUSETTS 


an affiliate of tut 
Ceonerermation 
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THEY LAST LONGER: 


—America’s Quality Pillow Blocks 


For 37 years Dodge Pillow Blocks with Timken Bearings have been 
proving their superiority under extreme service conditions in all kinds 
of applications throughout industry. 

They are noted for their ruggedness. They are built to outlast the de- 
mands of the jobs on which they are used. And they carry their loads— 
radial and thrust, or any combination of the two— with minimum attention. 


Dodge takes no chances with the fine precision built into these pillow 
blocks. They are painstakingly assembled, expertly adjusted, pre-lubrica- 
ted and SEALED at the factory. You slip them onto your shaft in mint 
condition—and they stay that way! 
There are 5 types of Dodge Pillow Blocks with Timken Bearings— es ag a! a aineatibesedtacan 
Type E, Double Interlock, Type C (all with shaft sizes from 1-7/16" te percussion drill. 
4-15/16”, and down to 1-3/16” in Type E), Special Duty with shaft sizes 
to 12” and All-Steel—2-15/16” to 10”. A great distributor line! 


Dodge Manufacturing Corporation, 500 Union St., Mishawaka, Indiana 


Dodge Type C Pillow Block with Timken 
Bearings in cement plant — one of 4 in use on 
elevators since 1930. 


Dodge Special Duty Pillow Blocks with Tim- 
ken Bearings used on a skip hoist bull wheel 
for a blast furnace. 


DODGE PILLOW BLOCKS 
with 


TIMKEN BEARINGS 


THE TRANSMISSIONEER is featured in 
Dodge advertisements, which appear in 
leading industrial publications. Prospects 
are directed to “call your local Dodge 
Distributor” for information and assist- 
ance on new cost-saving developments in 
power transmission machinery. 
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1 Time Saving Guide to the Contents of This Issue 





DON’T SCATTER YOUR SHOTS 50 


Once again, ID presents its “scatter charts” to help distributors judge their own 
performance. These four charts show the various relationships between annual 
dollar sales volume and (1) dollar value of inventory, (2) number of invoices 
billed, (3) number of outside salesmen, and (4) number of employees. Derived 
from distributors’ replies to the most recent Annual Survey questionnaire, the 
charts will enable a distributor to discover if his performance is below or better 
than the average. He can, for example, plot his own relationship (say, number 
of invoices billed to annual dollar sales) on the chart and find out if this 
relationship falls above or below the “average line.” Or, he can work the other 
way and find out how many invoices, he should, on the average, be billing for 
a particular sales volume. A comparison between the current charts and those 
published by ID in 1954 is made showing changes occurring in the relationships. 


SELLING NEW PRODUCTS TAKES TESTS, TIME 54 


Even with good planning and organization, Cleveland salesman Robert Lang had 
to spend some four months on preliminary trials before the sale of a new grinding 
wheel was final. The assignment was to work with technical people at Weldon 
Tool Co., which was encountering problems in the machining of a steel used in 
the production of end mills. Because he is in the habit of keeping close tabs on a 
customer's requirements and problems, Lang was able to bring a new kind of 
grinding wheel to the attention of Weldon’s purchasing agent. To the plant 
people he presented a wealth of test information, and assisted in making plant tests. 


NEEDED: PROFITABILITY ANALYSIS 56 


Cost accounting for product, territorial and customer profitability is a means 
for distributors to pull out of their doldrums as a poor earning group, says 
Robert M. Fridrich of Orr Iron Co., Evansville, Ind. Fridrich assures manu- 
facturer-suppliers technique’s use will not result in “witch hunt” because findings 
can be applied only to distributor's own business and comparison with cost 
results of distributors with dissimilar markets and other variables are meaning- 


less. Use of cost accounting is urged as “self-analysis” to uncover source of profit 
leaks and indicate areas for improvement of operations within a distributor 
firm. He cites how his own firm stressed volume and gross profit before using 
cost accounting but, upon using cost analysis, learned top salesman in both 
categories turned out to be losing money for firm. Paying commissions without 


the use of cost figures to determine profitability can also be quite dangerous. 
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WHEN SALESMEN DISCUSS SELLING: PART TWO 60 


Last month, in the first part of this two-part feature, salesmen for Warner 
Hardware in Minneapolis discussed, in broad terms, the unique aspects of 
industrial supply selling, and some of the problems and approaches involved in 
this type of selling. This month, in the transcript of the second “Conference” 
sales meeting in this series, Warner salesmen illustrate some of the generaliza- 
tions made during the first meeting in terms of specific customer problems and 
applications. For example, salesman John Schultz suggested—and soid—a barrel 
tumbling application on the basis of his knowledge of customer operations and 
new developments in the field; Harold Solensten sold the vernier calipers on the 
basis of “fingertip” knowledge of the product; and Ron Perry sold a portable 
band saw on the basis of his knowledge of the costs of labor for a particular 


operation and his ability to “wear well” with a particular shop superintendent. 


THE TOUGH, EMBARRASSING QUESTION 64 

There is quite possibly no more embarrassing experience—for a salesman, a 
| I £ ex] 

politician, or anyone—than the completely unexpected question that doesn’t 

have a ready answer. In this month’s problem case, salesman George Cuttingham 
, } : £ 

runs into just such a question—and suddenly finds his brain on a treadmill. 


OTHER FEATURES 


Ideas and Opinions Price Index 
Trends and Prospects é Business Outlook 
Industry Statistics : Editorial 

Supply Sales Trend ; ID News Index 


Vext Month: SELLING ON THE CRUCIAL FIRST CALLS 


A new plant has just set up shop in your territory, manufacturing, among other 
things, emergency lights and sirens. As an industrial supply salesman, what do 
you try to learn—or sell—on the crucial first and second calls on this plant? 
Essentially, this was the problem presented to 8 midwest distributor salesmen, 
whose actual first and second call interviews with personnel at this actual (and 
typical) small plant will be featured in our September “Selling” issue. Also 
included in this 32-page feature will be background information on each situation 


so salesmen can prepare their own sales presentations, plus detailed information 


on the plant itself for sales managers to use in setting up their sales meetings. 
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TAP & TOOL CORP. 


&Ynee oon. ww v 
“6-32 NC 
Tap Orite ~~. ot thread 
#36 (.'o65) 77 
#35 (.1 TO) 69 
#33 « tea» 62 


SOSSNER 
#6-32 NC GH1 
SPIRAL POINT 


LIST #102 


You don’t need a decoding book 
or a magnifying glass... 
to KNOW what's in this box! 


Tap size, GH limit, Flute style and 
Chamfer are all clearly displayed on a 
Color-Coded label. PLUS — a choice 

of Tap Drill sizes. 











Avoid confusion, cut down selection 
errors and save time. Write us for 
information about the unique features 
of SOSSNER Taps. 


Sold Through 


Industrial Distributors TAP & TOOL CORPORATION 
27 Broadway, Lynbrook, L.I., N.Y. 





SOSSNER ADVERTISING 


appears in these leading 
METALWORKING PUBLICATIONS 


Machine & Tool The Tool & Manufacturing 
Biue Book Engineer 


Western Machinery 


Modern Machine 
and Steel Worid 


Shop 


Thomas' Register 
Machinery of American Manufacturers 


Over 200,000 users will see 
each SOSSNER story 
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DURKEE 
ATWOOD 


Bs 


MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-ATWOOD solves them! 





When you stock and sell V-Belts, you want to be able to 
offer your customers full-rated power transmission and long, Industry’s most 
trouble-free life. Power Drive problems vary from industry complete 

to industry and machine to machine, whether OEM or re- V-Belt Line 
placement. Durkee-Atwood meets any V-Belt needs with DA 358 V-Belts + DA 


the right belt, a belt made with the newest high tenacity Loe iy arltiple V-Belts 


fibres, carefully engineered and thoroughly tested for perform- p i ~~ © peed eer 
ance. Durkee-Atwood distributors benefit from a complete Double V-Belts «, FHP V- 
. ° ° ° ° . - t- 
line and from the thorough drive design assistance provided ee Railroad. Belting 
them and their customers . . . For quality, profits and cus- Sturdy-Link Belting. 


tomer satisfaction, look to Durkee-Atwood. 


Look for the On Your V- Belts 
> ATwoo 26) 
HY 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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This is one product story you don’t want to keep 
under your hat when you carry the finest industrial 
blades on the market—Nicholson or Black Diamond. 
There’s a full line—hand hacksaw, power hacksaw 
and band saw types, all designed to give finest 
performance and long, economical service. There’s 
a continuing replacement need for these blades 
among your regular blade customers and there’s 
a tremendous potential market among your other 
customers and prospects. Your customers trust the 
Nicholson and Black Diamond reputation... they 
know the blue chip quality the name stands for... 
and they know you and your valuable loca! service. 
Nicholson File Company, Providence 1, Rhode Island 
Files + Rotary Burs + Hacksaw and Band Saw 
Blades + Ground Flat Stock + Industrial Hammers 


ox. NICHOLSON = 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World 


of Business 





Computer Refuters 


Since it's August, may we be per- 


mitted some thoughts which run 
counter to the strictly-business cur- 
rent? 

Last 


carried a debate among the country’s 


month’s American Salesman 
more high-powered sales chiefs on the 
sorry state of salesmanship from both 
the sales manager’s and salesman’s 
standpoints. A lot of dire things were 
said, including a_ strongly-phrased 
statement by E. B. Weiss, vice-presi- 
dent of a big New York advertising 
agency, that “the contemporary sales- 
man is teetering on the brink of ex- 
tinction.” 


Well. talk that 


other time, when the golfing’s not so 


let’s about some 
good. 

We were more taken with the state- 
ment of another participant in this 
debate, Robert S. Larkin, manager of 
chain store sales for Philip Morris, 
Inc.: “The good salesman is seldom 
the limitations Mr. 
Weiss talks about. We have salesmen 


who get to know warehouse superin- 


constrained by 


tendents well enough to learn about 
sudden drains on stock even before 
the IBM machines, thus latching on 
to a re-order.” 

How about that? No sooner does 
the electronic data processing revolu- 
tion start gathering speed like a hot 
rod on a quiet street than we find it 
standing there, stupefied, with egg on 
its silly face. The swelling march of 
the data processors toward their cy- 
bernetic horizon has been stopped 
dead in its tracks by an American 
salesman exercising his God-given 
presentiments, hunches, intuition, in- 
stincts, and native good sense. 

So, while the great hosts of scient- 
ists are toiling to transistorize all the 
they'll 
probably never be able to program a 
fast-footed, quick-witted, 


transactions of commerce. 


dev ice as 
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or resourceful as that bundle of mo- 
tivational drives known as the sales- 
man. 

Looks as though Mr. Weiss is hoist 


by his own closed loop. 


Business Education Il 


It was in April that we remarked 
on two hefty reports criticizing the 
the 
After extensive study, the Ford 


state of business education in 
U.S. 
Foundation and Carnegie Corpora- 
tion concluded that all but a handfull 
of college schools of business were 
failing to equip voung men ade- 
quately for 
bility. 
Comes now John E. Horne, admin- 
the Small 


Administration, with the opinion that 


management responsi- 


istrator of Business 


“oreater management education in 
small business is vital to the future of 
small business and the nation’s 
economic growth.” 

Speaking at the University of Dela- 
ware in Wilmington to the 6th annual 
of the National 


for Small Business Management De- 


conference Council 
velopment, Horne said that changed 
and expanded consumer needs result- 
ing from the impending population 
increase, and from movement of 
people from city to suburb, city to 
city, and state to state, are among the 
factors affecting 


most significant 


small business’ future—and manage- 
ment’s job. 

As evidence of the need for greater 
management education in small busi- 
ness, Horne cited the number of small 
firms that fail each year because of 


He 


“Today, as perhaps never before in 


management difficulties. said: 
our history, the small businessman 
who is content with the training and 
experience he already has, may soon 
find that competitors have left him 
far behind.” 


As the People Go 


“Ever since the industrial revolu- 
tion, city fathers and their associates 
have believed firmly in the maxim 
that industry attracts people. From 
here on out, the situation will tend to 
reverse itself: Industry will go where 
the people want to live.” 

So said Dr. George Cline Smith, 
vice-president and chief economist of 
F. W. Dodge Corp. (which recently 
joined McGraw-Hill), to the annual 
meeting of the American Industrial 
Development Council. 

According to Dr. Smith, industrial 
location in the ‘sixties is going to 
assume new patterns because of the 
influence of some new forces. 

He pointed out that heretofore 
there was always something of a 
“classic westward movement” char- 
acterizing population movements in 
the United States. But he produced 
statistics showing that while Dela- 
ware grew 40% in the past decade, 
Oregon grew only 16%, and Florida 
grew 80% and California 50%. 

“Why.” he asked, “is the vast in- 
terior of the nation growing much 
more slowly than the coasts? Why 
did Arkansas actually lose population 
while Louisiana gained sharply? Why 
New 

the 


England lagging 


Middle Atlantic 


is northern 
behind 


states ¢ 


badly 


The answer, says Smith, lies in new 
that 
treatises on 


factors “won't be found in 


orthodox population 
trends or industrial development.” He 
listed a few: increased leisure time, 
air conditioning, improved farm pro- 
ductivity, and education. 


More 


dominates the list of influences. As 


leisure time pretty well 
Smith says: “When workers put in a 
seven-day week, it didn’t particularly 
matter where they lived—they weren't 
going to be home much anyway.” 


continued 





Time To Deal Yourself In! 


























SOCKET SCREW PRODUCTS 


ofrp ttre! 


* 


Now’s the time to get aboard the Blue Devil line, 
especially if you’ve gone just about as far with your 
present socket screw set-up as you can. Blue Devil 
the hot line today because it’s got so many plus- 
eatures exclusive door-opener items, top quality 
anufacturing, close factory support, convenient 
regional warehousing and constant promotional 
MEMBER ASMMA 
lrum-beating for you. Why not get all the facts today? 


SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue + Chicago 31, Illinois * Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES «+ DETROIT NEW HAVEN + NEW YORK CITY 








Ideas and Opinions 


starts on page 7 





But with the typical work-week 
10 hours (or even less), workers want 
to live climates where they can 
spend more time outdoors, preferably 
where they can get to sun and water. 
Thus, the population movement has 
been “coastward and_ southward.” 
industry is tend- 
rather than 
the other way around. Too, air con- 


And, consequently, 
ing to follow population, 


ditioning is making many of these 
climates bearable. 

He points out that the “continued 
administrative predominance of New 


York and Washington” 


rapid growth in Connecticut, New 


explains the 
Jersey, Maryland, Virginia. 

One of the results of these popula- 
tion movements, Smith says, is the 


growing “homogeniety” in produc- 


“Look,” he 


says, “at a map of branch plants of 


tion and distribution.” 


any large manufacturing company, 
and you will find them scattered 
across the nation pretty much in ac- 
cordance with the distribution of 
population.” 

Further, once a company has ac- 
cepted population movement as a 
major determinant in its location, it 
‘can go back to the more orthodox 
locational factors of freight rates, 
labor costs, business tax, and regula- 
tory environment, raw materials, in- 
dustrial water, plant sites, and all the 
other things they once considered to 
be of first importance.” 


Sales/Changes 


National Industrial Conference Board 
has completed a survey of 168 U.S. 
firms showing that they have made 
significant changes in their sales and 
marketing organizations over the past 
few years. “Prompting most of the 
changes,” says NICB, “is an_ in- 
creased emphasis on the broader con- 
cept of marketing, as contrasted with 
sales administration.” 

NICB adds: 


“Renewed concern 


continued on page 14 
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HOSPITALS FOOD PLANTS 


BAKERIES 
DAIRIES 


DRY CLEANERS 
MANUFACTURERS 


LAUNDRIES 


BOTTLING PLANTS 


MACHINE SHOPS 


GARAGES 
CANNERIES 


air compressor distributors ~ 
can knock on every door—confidently 


An Ingersoll-Rand air compressor 
distributor has more to sell—and 
more people to sell to. With the 
most complete line of air com- 
pressors in the industry, you can 
meet the growing demands for air 
under pressure in all types of 
installations. 


air-cooled air compressor 
Y% through 20 hp 


You can get the facts on the profit- 
able Ingersoll-Rand distributorship 
by writing to Sales Manager, Mer- 
chandising Division, Ingersoll-Rand 
Co., 11 Broadway, New York 4, N.Y. 


high pressure air compressors 


Ingersoll -Rand 


11 Broadway, New York 4, N. Y. 


non-lubricated air compressors 


243A3 
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Air Hoist—Lightweight, compact. 
Explosion proof motor. Infinite 
speeds. Roller or link chain, 
pendant or pull-cable control 
Capacities: 4 to 1 ton 





Load King Wire Rope or Link 
Chain Electric Hoist— Two brake 
safety feature. Weather resis- 
tant. Capacities: 4 to 2 tons. 








Pul-Lift— Ratchet 
tion. Self-actuating load brake. 
Fracture resistant safety hooks. 
roller chain models. 
Capacities: % to 15 tons. 


Link or 





Tractor Trolleys— Motor driven. 
Push button control. Pulls any 
type of equipment. Capacities: 
Up to 5 tons. 


handie ac- 








WITH YALE, 
YOU 
SELL THE 
ECONOMY 
OF THE 
RIGHT HOIST 


As a Yale Hoist distributor, you can offer each customer the 
hoist his job calls for—not a compromise that almost fills 


the bill. 


Your customer gets the right lifting power, the right sturdiness 
for the load, the right features, the right level of maintenance 
costs, the right operating economies. And the right price for 
his application from the broadest line in the industry. 


This means a strong distributor-customer relationship that 
lets you build a reputation for service . . . a repeat business 


... and good profits. 


Yale Materials Handling Division, 
Philadelphia 15, Pa., Dept. H-104. 
A division of The Yale & Towne 
Manufacturing Company. 





HAND, AIR, AND ELECTRIC 
HOISTS * TROLLEYS 


YALE & TOWNE 

















Load King Hand Hoist—Portable, 
highly efficient, fast hoisting. Revo- 
lutionary Synchro-matic load brake. 
Ball bearings on all rotating shafts. 
Capacities: 2 to 12 tons. 




















Midget King Electric Hoist—New 
link chain model picks up loads not 
directly under hoist. Safety limit 
stops. Roller chain model availabie 
Capacities: % to 2 tons 





Close Headroom Load King Trolley 
Hoist—Adjustable, lightweight, effi- 
cient. Supplied with plain or geared 
trolley. Capacities: % to 12 tons. 





if 
ad 





Cable King Electric Hoist—Heavy duty. All 

types of suspension. Two brake safety. Air 

ne assures long life. Capacities: %4 to 
ons. 
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a message to owners of 


MARVEL HACK SAW MACHINES 


If you are the owner of a MARVEL Hack Saw Machine, check the name on the blades being 


used in it. If they are not MARVEL Blades, the chances are very good that you are not get- 


ting all the cutting-off speed, accuracy, and economy you paid for when you bought a 


MARVEL Saw. (‘S> Consider this fact. The hack saw blade is the cutting tool that actually 


does the cutting job. If the machine is expected to deliver its full efficiency, the blade must 


possess a ruggedness comparable to that of the machine. (BD sn it logical, then, 


that the blades you use be as carefully selected as the machine itself? Here is another fact: 


The Marve. High-Speed-Edge Hack Saw Blade was designed specifically to withstand 


the heavy feed pressures and high cutting speeds your MARvEL Hack Saw can deliver. 


FPP on MarvEL UNBREAKABLE Hack Saw Blades can be safely tensioned taut enough 


to provide the maximum rigidity of the cutting tool necessary for accurate cutting-off; and at 


Advertising To 
Help You 
Sell 


CF > 
; , 
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a 
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BS Late 


A} 
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ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Avenue * Chicago, lilinois 
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the same time, protect both the operator from 
injury and the machine from damage that so 


frequently occurs with “breakable” blades. 


Why not be certain your MARVEL saw is delivering the high performance 
you had originally purchased, by using the only blade capable of utiliz- 
ing the power and accuracy built into the machine? MARVEL Hack Saw 
Machines and MARVEL High-Speed-Edge Blades are an unbeatable com- 
bination. MARVEL High-Speed-Edge Hack Saw Blades are stocked and 
sold by leading Industrial Distributors everywhere. 


Better Machines-Bettor Blades 





How Federal- 
train your 


Federal-Mogul Service 
furnishes the only 
comprehensive 

ball- and roller- 
bearing courses 1n 

the industry. Here’s 
what they can mean to 
you and your men... 


and to your customers 
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Mogul Service helps 
men by mail 


Effective product training. Federal-Mogul Service 
trains your men in the important why’s and where- 
fore’s of oil-seal, ball- and roller-bearing design and 
application. They learn hard facts in the easiest 
possible way—and they do it by mail. There’s no 
time lost from the job. Helps your men actually 
become better Bearing Specialists themselves. 
This course is unique: it’s the only one of its 
kind available. 


An educated sales punch. You end up with a sales 
team that knows the product. This is important. 
They can quickly point out features and advan- 
tages... can tell a customer the best solution, and 
tell him with authority and confidence. These are 
decisive factors that tip sales your way. 


And this is backed solidly by ... 


Local Federal-Mogul Service. In your area, your 
Federal-Mogul Service District Manager is almost 
autonomous. As a matter of fact, he is Federal- 
Mogul Service. He can make any and all decisions 
concerning your account without calling in the 
factory or central office. 


No OE conflict. Like Federal-Mogul Service, the 
industrial specialist attached to your district has 
no OE responsibilities. His sole job is to assist the 


Bearing Specialist—to work for him and with him. 


Ready-made inventory experience. You profit 
from the priceless experience of a Federal-Mogul 
Service Branch that knows the fast-movers in your 
area. They keep you supplied without unloading 
last year’s has-beens on you. 


Finally, you sell the best .. . 


Bower Roller Bearings, both tapered and straight, 
have genuine design features that not only work 
but make selling easier. 


BCA Ball Bearings provide new and modified 
bearing designs . . . let you recommend the right 
bearing for the job. 


National Oil Seals come in Micro-Torc® leather 
and Syntech rubber for the widest possible coverage 
with the best possible seals. 


Call today and talk to your Federal-Mogul Service 
District Manager. He stocks the complete Bower, 
BCA and National lines locally—can give you spot 
delivery in nearly every unit you need. He'll be 
glad to fill you in on your profitable future as a 
Federal-Mogul Service Bearing Specialist. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 13, MICH. 
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Get fast ram approach, save time 
with new 2-speed hydraulic pump 





EXAMPLE OF PUMPING SPEED: 
One pump stroke moves 
2’-dia. ram piston 4.9 
at low pressure (0-200 























Pump, valving and controls mount on com- 
mon cover plate; use with other reservoirs. 


* Delivers a big 7.35 cu. in. of oil per stroke 
at low pressure (0 to 200 p.s.i.) 


* Delivers .294 cu. in./stroke from 200 to 
10,000 p.s.i. for high force requirements 


* For operating both single and double-acting 
cylinders 


Here is a compact, precision-built 10,000 
p.s.i. 2-speed hand pump with the ability to 
deliver exceptionally high volume at low 
pressure for fast ram approach and return. 
Handle high-force requirements, yet waste 
no time getting the ram to the work! Choice 
of 2-way or 4-way control valve, mounted 
easily on cover plate; no exposed piping. 
Unit weighs only 34 Ibs 

Write for complete information « 
on the new OTC * Dualmaster”™ 

pump. Distributor ships open in 

some States. 


PRECISION HYDRAULICS DIVISION 
.*"*"c, OWATONNA TOOL Co. 


373 CEDAR ST., OWATONNA, MINN. CABLE: TOOLCO 


” 
2 
i>] 
t 
- 


DESIGNERS AND MANUFACTURERS OF QUALITY HIGH PRESSURE HYDRAULIC COMPONENTS 
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over such historical sales problems as 
keen competition, ricing, and profit- 
able sales volume has caused many 
companies to gear up for a harder- 
hitting, faster-moving, and more ef- 
fective sales operation.” 

Recognition of the marketing con- 
cept represents closer coordination of 
line sales management with such 
related functions as product planning 
and testing, advertising, marketing 
research, statistical analysis of sales, 
forecasting and measurement of mar- 
ket potential. 

Specialized selling has gained favor 
in some companies, NICB reports. 
“Approximately 17% of the firms... 
have recently adopted some form of 
specialized selling. The two most 
common forms are (1) product spe- 
cialization, where the salesman repre- 
sents only one or perhaps several 
related producted lines, and (2) cus- 
tomer specialization, which may take 
several forms such as separate sales 
units to serve different industries or 
different channels of distribution.” 

On the other hand, the search for 
more effective market coverage and 
sales effort at lower cost, has caused 
a few other companies to move in the 
other direction—from_ specialized 
selling to a general sales force. 

Price competition, revealed as a 
problem of great concern to many 
companies, is being met in these ways, 
the NICB survey reveals: 

¢ Gearing for a better job of selling 
on a quality and profit basis rather 
than just taking orders. 

* Increasing frequency of customer 
contacts and seeking new markets and 
new products where price competi- 
tion may not be so fierce. 

* Passing up large volume, narrow 
margin sales that reduce profitability 
and eliminating low volume and mar- 
ginal items. 

¢ Reinforcing the company image 
as a leader in those fields in which the 
company participates, and providing 
new, distinctive products with sales 


continued on page 18 
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you get greater 


opportunity for profit, serve customers 
better with JOHNSON (“eit 105” 
bronze bars 




















Now famous Johnson quality solid and tubular bronze bars are being 
produced by a continuous casting method in 105” lengths to enable 
you to increase your profits and to better serve your customers. 

The new CONTINUCAST bars give you greater freedom of 
range for cutting to customers’ requirements since you can cut 
this long bar in multiples of a variety of lengths with less waste. 
Inventory is also simplified. 

You can now offer your customers improved quality at competi- 
tive prices because the continuous casting method improves the 
physical qualities of the Johnson alloy 72 (SAE 660). The distri- 
bution of lead and other elements is more uniform. This improves 
machinability, makes for longer tool life. CONTINUCAST bars 
also provide greater tensile, yield, impact and fatigue properties. 

Johnson CONTINUCAST 105” Bronze Bars are available in 21 
sizes of solid bars from 14” to 3” in diameter, and in 118 sizes of 
tubular bars which range from 14” to 244” ID and from 1” to 3” OD. 


/ 


And, a new cost-saving line of thin-wall bars of 4” and *%.” 
wall thickness in stock lengths of 105”, 5214”, 2614” and 13” 
is now available. 


It will pay you to stock a complete range of Johnson 
CONTINUCAST Bronze Bars—be ready to serve your customers 
and enjoy the increased volume of profitable business made 
possible by this new line. *Trademark 


Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 


tL = dh. 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 








| Ce RT TS AIT: 
Score with the leader in 
sonic energy cleaning! 


SELL DENDIA 


-SOM 
SONIC ENERGY 
CLEANERS! 











COMPACT SONIC ENERGY CLEANER 


* NEW “PLUS” BUSINESS * TOP PROFIT MARGIN 
* HIGH VOLUME POTENTIAL * BRAND-NAME SUPPORT 


Here’s a great new opportunity for you in a As the pioneer and largest producer of sonic 
profitable, fast-growing market—sonic energy energy cleaning equipment, Bendix provides 
cleaning. With Bendix, you sell a complete powerful, door-opening, product-brand sup- 
product “‘package’”’ backed by fresh new mar- port. Your advantages with Bendix will add 
keting tailored for the industrial distributor. up to profitable, high-volume “‘plus’’ business. 


EO A a Se Ta 
FOR THE REASONS WHY OUR INDUSTRIAL DISTRIBUTION IS 
GROWING NATIONALLY, CHECK THESE DISTRIBUTOR BENEFITS: 
TAR OA EH RS A Lc ce SSS 


e A sales policy that recognizes the importance of the industrial distributor. 
e A marketing “‘package”’ designed to give the industrial distributor quick 
inventory turnover and profitable repeat sales. e A reliable product line, 
fully warranted and backed with a Bendix lifetime guarantee on critical 
components. e Assured factory stocks and service. e Efficient distributor 
sales campaigns. @e Standardized application and product use information 
for individual territories. e Bendix national advertising support plus direct 
mail programs through distributors. e Effective field assistance. e Continual 
product development. 


For additional information, phone, wire, or write... 


Pioneer-Central Division 


DAVENPORT, IOWA 
Attn: Manager, Distributor Sales, 
Sonic Energy Products 
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Should it be politics, religion or 
le affaires de coeur. But when 
it comes to drill bushings 
everyone is agreed— 
American Drill Bushings are 
best by a long shot. 


nearly 


American provides fastest delivery service— 
vorld’s largest inventory of over 
bushings—fills 


stocks the w 


36,000 sizes of drill 


/ 


Lt 


HEADLESS 
PRESS FIT 


HEAD 


SLIP 
RENEWABLE LINERS RENEWABLE PRESS 1 FIT 


DISTRIBUTORS: 
Send for 

your copy of 
American's 
new calatog. 
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UN.A-LOK 
LINERS 


oI 


---A. S. A. and American Standard Sizes--- 


iis aesseaceae 


UN-A- LOK 
GROOVE DELT-A-LINER 


SERR-A-GRIP 


ANON 
herele 





DELT-A 


SERR-A 
DELT-A-GRIP GROOVE 


ings outsell all others. 
American distributor, you are losing money! 
Write now for complete information. 


orders with armnazing speed 
even on specials. American 
Drill Bushings are 100% Con- 
centricity inspected and guar- 
anteed. 

Small wonder American Bush- 
If you are not an 


FOR PLASTIC TOOLING 


HEX-A-GRIP HEX-A-GROOVE REDSKIN CERM.A-GRIP THERM-A-GRIP 


DRILL BUSHING CO., 5107 PACIFIC BLVD., LOS ANGELES 58, CALIFORNIA 
TELEPHONE LUdiow 3-1122 / TWX 1315 - FAX LOS ANGELES 
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ANOTHER 


NEW we-atts 


LOWER 


4 TIMES FASTER 


THAN ANY OTHER CABLE 
RATCHET WINCH-HOIST 


With Each 
Stroke 
Of The 


HANDLE 


"Pat Pending 


si 
NY 


NOTHING ELSE LIKE IT 
ON THE MARKET! 


Over 10 Years Experience 
Pioneering Aluminum 
Cable Ratchet Hoists! 





(CREATES) 


“PROFITS 
DEMAND 


~ REPEAT 
ORDERS 


(Through 
Cuctomer 


_L. Satisfaction) 


Superior to anything on the 
market. Simplified design with 
fewer parts. Detachable high- 
speed cable wind-up handle. 
Highest quality flexible air- 
craft cable. Safety handles 
design tested for overload to 
protect operator. Guaranteed 
one year against defective 
parts. Also especially cor- 
rosion-proofed models for use 
in chemical plants, mines, etc. 











Stock And Sell The Most Asked 
For Cable-Ratchet Hoist 

© Lightweight 

e Versatile 

e Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 
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appeal. 


¢Weeding out small accounts 
Ww here service costs are excessive and 
reducing manufacturing costs where- 
ever possible to make possible lower 


prices at a profit. 


Knowledge 


Midst all the chatter, informed and 
otherwise, about the need for busi- 
ness education and for the business- 
man to widen his knowledge of his 
operations, we can’t resist this little 
observation by a late, great English 
man of letters, Arthur Quiller-Couch: 

“Against knowledge, I have, as the 
light cynic observed of a certain 
lady’s past, only one serious objec- 


tion—that there is so much of it.” 


Manufacturers /Distributors 


Herewith some ordered thoughts 
on the manufacturer-distributor rela- 
tionship by H. Merrill Bowman, vice- 
president of T. B. Wood’s Sons Co., 
as enunciated to the last convention 
of the Mechanical Power Transmis- 
sion Equipment Distributors’ Asso- 
ciation: 

¢Compatible interests must exist 
between distributor and manufac- 
turer in products, sales, markets. 

¢ Definition of manufacturer’s sales 
policy should be provided in writing. 

¢Both members must consciously 
work at providing a prompt, two-way 
flow of information—“work at com- 


munications—like two-way radio 
prompt, authentic, frequent.” 

¢ Both members should strive for a 
long-term relationship. 

¢ Because the relationship depends 
on people mainly, it’s essential that 
manufacturer and distributor get to 


“You 


can’t learn to love a corporation, but 


know each other on this basis. 


you can enjoy and respect the people 
ae 
in if. 


D.A.C.M. 
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ARMSTRONG 


WRENCHES 





ARMSTRONG 


MADE SC Ayn 











Types and Sizes for 
Every Industrial Use 


With ARMSTRONG Wrenches, you have the 
most complete line of industrial wrenches . . . 
a line that misses no sales . . . a line that needs 
no fill-in. Advanced in design, strong beyond 
need, accurately machined and beautifully 
finished, ARMSTRONG Wrenches are quality 
tools, that give complete satisfaction and build 
repeat business. Widely and continuously 
advertised, they are universally accepted as 
the finest wrenches obtainable. They are the 


logical line for Industrial Distributors. 
Write for General Catalog and check your wrench stock. 


Specify “ARMSTRONG” when ordering wrenches. 


ARMSTRONG BROS. TOOL co. 


5205 W. ARMSTRONG AVE. © CHICAGO 46, ILL. 
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Charles Fowler and W. D. (Holly) Hollingworth discuss spec- 
ifications and technical data for Union Unisyn conveyor 
chain. This Delrin flat top roller chain reduces breakage and 
eliminates corrosion problems for many food, beverage and 
pharmaceutical conveyor applications. 


THE CASE OF THE VANISHING COOKIES 





Every night a fantastic amount of bakery goods 
vanishes from a San Francisco bakery. 

Charlie Fowler, H-R distributor, says it is an 
‘inside job with outside help” from Union Chain 


Charlie Fowler, owner of Charles A. Fowler Co., 
San Francisco, an H-R Distributor for Union Chain, 
has a dry wit and long experience with chain. 

He explained to us that Union Chain was responsi- 
ble for the nightly disappearance of thousands of 
pounds of bakery goods from a local bakery. We bit. 
“So simple,” he said, ““even number one son under- 
stand. Just call me Charlie Chain.” Then he showed 
us the picture of a specially designed loader-unloader. 
““Ah-so, most clever unit. Uses Union drive and con- 
veyor chain. Enables one man to handle loads as 
high as 8,000 pounds quickly and easily.” 

He added that the “‘loot’”—thousands of pounds 
of bakery goods—is distributed nightly to stores in 


Sacramento, Santa Rosa and Redwood City. 

The application of Union conveyor chain (style 
2080, with modified attachments) was made with the 
technical assistance of Fowler salesman Art Schwerdt, 
and H-R consultant W. D. (Holly) Hollingworth. 

Charlie Fowler thinks very highly of the technical 
backup and cooperative service provided by Holly 
Hollingworth and the Hewitt-Robins organization. 
It’s the appreciation of one old pro for another. 
Charlie and Holly have been solving chain problems 
together for a good many years now. 

To see how H-R’s Teamwork for Service can help 
you, we suggest you write Hewitt-Robins, Stam- 
ford, Connecticut. 
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Charlie and Mechanical Superintendent Dave Petty of a local 
steel plant watch white-hot ingot being automatically posi- 
tioned on roller conveyor, 20-in.-width, driven by Union 
chain ASA 120. Ingot was picked up from reheat furnace 
and will be conveyed to traveling tilting table and on to 
three-high 24-in. billet mill to be rolled. 
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At the Fowler warehouse in San Francisco, which serves the 
western construction industry, warehouseman Wayne Shackel- 
ford readies a shipment of heavy Engineering Class Union 
Chain. Fowler Co. also serves pulp and paper, steel and 
general manufacturing industries in the region of Northern 
California and Nevada. 








NOW 
BARNES 
HOLE SAWS FOR 


ADDITIONAL PROFITS 


For increased sales and profits of 
Barnes distributors, we now add 
quality Hole Saws. Sell them with 
Barnes Hacks and Bands for addi- 
tional volume and profit. 


For Quality, Profits and Cus- 
tomer Satisfaction, Look to Barnes. 


W. ©. BARNES CO., INC. 
1297 TERMINAL AVENUE 
DETROIT 14, MICHIGAN 
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NICHOLSON FILE 
QUALITY IN 
HOLE SAWS 


COMPLETE LINE OF Carbon and High Let a Nicholson representative discuss 
Speed Steel Shatterproof Hole Saws, the sales features of this new line with you. 
Taper Adaptors and Mandrels with High 
Speed Steel Pilot Drills. 

A Natural to be sold with Nicholson 
Hacksaw and Band Saw blades: 
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Another big distributor profit-maker: 
BRISTOL socket screws with NYLOK* 


socket pipe plugs. 

You can recommend Bristol socket screws with Nylok 
for your customer’s critical applications— where extra hold- 
ing power and extra reliability are required. Mention these 
big Nylok features to your customers: 





Now, Bristol brings you the opportunity to sell its complete 
line of socket screws with famous Nylok self-locking inserts. 

Included are: Bristol Multiple-Spline and hex socket set 
screws, socket-head cap screws, flat-head socket cap screws, 
button-head socket screws, socket shoulder screws, and 


1. Bristol Nylok socket screws LOCK: 


The patented Nylok principle relies on a. 


tough nylon pellet—permanently em- 
bedded in the body of the screw—that 
must be compressed when the screw is 
inserted, setting up a counter force and 
creating a strong metal-to-metal engage- 
ment of the threads opposite the pellet. 


And remember, the entire Bristol socket screw line is now offered 
. . Hex, Bristol-originated 
. set and cap screws (1960 or ’36 Series) 
. miniature button-head and flat-head screws. . 


with this sales-making Nylok feature . 
Multiple-Spline sockets . . 


2. Bristol Nylok socket screws SEAL: 
With ordinary screws, fluids can leak 
along the threads, following a spiral path 
between the thread faces which are not 
subjected to load. This can’t happen with 
Nylok screws because the nylon pellet 
completely fills the gap between thread 
faces, acting as a dam to fluids. 


. everything. 


— 
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3. Bristol Nylok socket screws ADJUST: 
Nylon pellet provides same locking action, 
regardless of whether the screwis seated. 
Nylok eliminates lock or jam nuts and 
their wrenches or keys. Resiliency of the 
nylon pellet makes it possible to change 
adjustments with ease and accuracy, time 
after time. 


It’s a continuation of Bristol’s long-standing 
program for more distributor sales and profit 
possibilities and greater customer satisfaction. 


A.O.10 


*T. M. Reg. U.S. Pat. Off., The Nylok Corporation 


Distributor opportunities are still open in a few localities. Inquiries welcomed. The 
Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...hy the makers of famous Bristol Precision 


sce Bristol's Hex Socket Screws 
*—; re) ee : 
if UO WoW a4 


“Made in sizes as small as No. 0 in Alloy Steet and Stainless Steel. Cap screws up to 14” diameter. 





THE 


BRISTOL 


COMPANY 


Socket Screw Division 
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How Kuplex Slings 
are assembled —locally— 


IN 15 MINUTES! 


Essential components for assembling 
a’ KUPLEX Sling—Kupler, Load Pin, 
Retaining Disc 
Accoloy drop-forged and Chain —~ 
shaped section 
Masterlink 
(magnafiux tested) 


stil. 


|Mey-lemellamts 
Li dalg-7- lel -1e! 
Drop-forged through Kupler 
Accoloy Kupler Retaining Disc and Chain after ee 
(magnaflux tested) closed in Load itis looped over 4 

Pin Groove Masterlink 
completes the (not shown) 
assembly _ 


Y 


Accoloy 125 chain 


> 


Drop-forged 
Accoloy KUPLEX 
Hook 
(magnafiux tested) 


A sure-fire way to increase your sling business at a profit—become an 
authorized American Chain KUPLEX distributor and assemble Accoloy KUPLEX Sling 
Chains to your customers’ specifications. You can assure them 24-hour delivery, for you 
can actually assemble a KUPLEX Sling from matched components in 15 minutes. 

Customers like this speedy service and buy more complete slings instead 
of making their own. Besides, you can give them a test certificate with each sling. And if 
KUPLEX ever needs repair, it’s an easy matter to fit in a matched component. 

With a stock of the four components shown at left above, KUPLEX dis- 
tributors can assemble single, double, 3-leg and 4-leg slings in six different chain sizes 
(14” through %’” ) almost as fast as the order can be written. Each component is made 
from heat-treated Accoloy steel and proof-tested at twice working load limits. 

Learn how you can become a KUPLEX distributor. It’s a money-making 
line. Contact the acco sales office nearest to you (see listing below). 


KU PLEX Sling Chains 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore. *San Francisco 

*indicates Warehouse Stocks 
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KEEP JOBS MOVING WITH 
THERMOID INDUSTRIAL RUBBER PRODUCTS 


Stock and sell Teruo BIG Thetting— 
over 64 types for every industrial application 


When it comes to belting and hose, Thermoid Big T industrial 
distributors are in an outstanding position for more sales, more 
profits, greater coverage, with no turn-downs for lack of products 
to fill customer needs. 


WHY?—Thermoid’s belt line is the industry’s broadest and Ther- 
moid research constantly develops outstanding new products. 


Examples: Woven carcass belts—PLASTICOAL, impregnated with 
polyvinyl chloride before and after weaving gives longer wear, 
greater flame resistance. Specifically for mine usage. 
TUFFMASTER, rubber covered woven carcass for above ground 
use in abrasive operations such as primary crushers, etc. 

Both belts are heat set under tension for less than 3% stretching 
and have all the other advantages of woven carcass, i.e., superior 
fastener holding, troughability, edge wear and rip resistance. 


Thermoid is the only company which supplies both types. 


Plied belts—SHOCKMASTER, an exclusive belting, combines very 
high impact resistance with a flexibility that provides excellent 
alignment and troughing and permits its use on undersize pulleys 
without undue fatigue. Ideally suited for abrasive materials. 
Every plied belt in the Big T line is available in the exclusive 
step-back ‘‘Coledge’’ construction and in three cover grades, 
natural, GRS and reclaimed rubber. 


These are only a few examples of the belts available. Thermoid also 
makes hose for every petroleum, construction, industrial and spe- 
cialty application. With a line like this you increase sales, increase 
profits, because you have, or Thermoid will design to special order, 
any belt or hose to meet the most difficult needs of 
your customers. Call or write today to learn more 


bout tl ivant f handling the TI hermc 
abou 1e many advantages of handling 2 1er- Tenth 


moid Big T industrial rubber lines in your area. 


H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 


AT THERMOID DIVISION 
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NO ONE CAN SELL FASTENERS 
like the PHEOLL DISTRIBUTOR 


Although they’re exceedingly brand-conscious, manufacturers usually 
do not buy fasteners by brand-name alone. 


Then why do we say no one can sell fasteners like the Pheoll distribu- 
tor? Because the things a manufacturer does concern himself with in 
fasteners are the qualities Pheoll provides better than any other source. 


Instant Availability—over 5 billion fasteners in stock at all times pre- 


clude distributor and customer shortages. 


Uniform Quality—controlled throughout, from incoming raw material 
right through to the shipping container. 


Engineering Know-How—in both ferrous and non-ferrous puts Pheoll 
in the forefront as the prime research source for new, money-saving 
fastener ideas. 


These qualities in a fastener source by any other name would still add 
up to More Profit Per Call. As it stands— Pheoll is the source! 





PHEOLL DISTRIBUTOR POLICY 


1. Selective Selling — mutual de- 
finition of OEM accounts, selec- 
tivity in geographical territories. 


2. Referral Program — continued 
referral of inquiries and orders 
for all-sized accounts. 


3. Inventory Protection — annual 
review of fastener inventory 
based on turnover. 

4. Competitive Pricing — consist- 


ent, spelled-out pricing to sup- 
port Pheoll Distributors. 


5. Sales and Engineering assist- 
ance provided in the field with 
Distributor salesman. 


6. Cooperative Advertising and 
Sales Promotion — helps Pheoll 
Distributors—at the local level. 


7. Factory Training—available for 
Distributor personnel. 


8. Pheoll Distributor Advisory 
Council—provides mutual under- 
standing of distribution objec- 
tives and operating policies. 











PHEOLL MANUFACTURING COMPANY, INC. 
5700 West Roosevelt Road . Chicago 50, Illinois 


[FILS iLL 


INDUSTRIAL DISTRIBUTION 


HEADING THE FASTENER INDUSTRY FOR OVER 50 YEARS 

















A leading distributor tells us: 


“For us to operate profitably, our product lines must 
match the needs of the industries we serve. Because our 
customers want the best, we can afford to offer only the 
highest quality . . . lines that are known and accepted.” 


Says: Mel Tompkins, President, 
Allied Arkansas Bearing, Little Rock, Arkansas 


“With Gates we can offer 


what our customers want... 
and the quality they demand!” 


“Gates has always been one of our top lines and for good reasons. 
Gates is well known in this area. Our customers know they can count 
on Gates quality ... and on our service to back it up. Our selling job is 
simplified and our sales of Gates have grown steadily.” 


The Gates Rubber Company 


Denve r, Colorado Building the future on 50 years of progress 


BP 29 
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You've never seen a tool post grinder so compact... 
so easy to use! The motor's inside the quill! 


[he minute you see the Gilmore T-P Tool Post 
Grinder you'll wonder why no one ever thought of it 
before! It does away with the need for a bulky electric 
motor and dangerous belts. Gives complete visibility 
for internal grinding. Uses the same quill for both 
internal and external grinding. Has a unique adjustable 
eccentric—can be moved from one size lathe to 
another without fuss or bother! Just one bolt adjust- 
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Gives full visibility for 
inside grinding! 


AILABLE! 
SHIPS — nonee this great 
re reading - 


now 


DISTRIBUTOR ‘ht now 
Your cutee ps ide Pp ners ids, Tool Post 
new 


srinde! = of 

grin » Oo 

time to become : list price 

is the sealer! With 4 tremendous 
eal i 


Grinder ¢ profit 


€680.00 youl 


Manufactured by 


GILMORE 
INDUSTRIAL 
GRINDERS INC. 


Developers of the 
6523 Eppes St 


Portable Grinder 
Houston 17, Texas 


no dangerous drive belt or pulleys! 


ment secures quill and eccentric in support block and 
also mounts support block on lathe compound. 

What makes all this possible? One thing is a 
one-horsepower adjustable speed air motor, enclosed 
in the quill. It's the most compact tool post grinder 
motor, and is completely out of the way. Lets a 
machinist adjust a taper attachment, for instance, 
without getting a belly full of motor! 


li aN 
\ he | —_ 
IH} %" | 
)) f/ v 
) fy 
y) Uf / i in| 


| 


| Unique adjustable eccentric gives 
full %” vertical quill adjustment! 


No bulky electric motor! And 


GILMORE INDUSTRIAL GRINDERS, INC. - 6523 Eppes St. - Houston 17, Texas 


I’m interested in knowing more about the Gilmore T-P 


Too! Post Grinder, and how | can become a distributor! 


ADDRESS 


COMPANY 
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FOR THE AUTHORIZED BEARING DISTRIBUTORS WHO 


-y Delco 


When your customer needs bearings he doesn't want talk, promises, alibis—a machine is down and he wants 
the right replacement bearing to get it going again—fast! e As a Delco New Departure/Delco Hyatt authorized 
distributor you can fill any customer's needs, because your own fine stock is backed up by millions of bearings 
in the United Delco national supply network—and any one can be delivered within hours! Day or night! 
e United Delco also helps you serve your customers’ needs by providing sales engineering service, and 
complete, easy-to-use cataloging. e Watch the trade magazines for more and more Delco New Departure 
and Delco Hyatt advertising. Ask your own United Delco representative about new merchandising 
programs for you to use... make sure you know all the ways he can work for you. Simply say Delco for 
Delco New Departure and Delco Hyatt Bearings, distributed nationally 
through Umited Delco 


UNITED MOTORS SERVICE, Division of General Motors 
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SHIPPING 
SOMETHING 
FRAGILE? 


CALL THE GENTLE MEN OF AIR CARGO Tender treatment of delicate 
shipments is a KLM specialty. KLM has been flying cargo internationally 
Jonger than any other airline... over 42 years, in fact. And all the years 
of service have taught KLM people the best ways to deliver cargo in a 
hurry, at low cost...intact. Call your KLM Cargo Representative. He’ll 

send your order to any overseas city. He’ll make all the necessary 


decisions, accept complete responsibility, keep close watch over a 
your shipment till it’s delivered. He’s the answer man of cargo— _——— 
the biggest reason why KLM is cargo choice of the world. ¢ 

KLM Royal Dutch Airlines, 609 Fifth Ave., New York, N.Y. Vf 6 
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how much band saw mileage do you get? 





“Not enough!” This is the most frequent answer. Why? Our recent field 
survey shows wrong blade type or wrong specifications are used in over 
50% of band saw cutting. What's the solution? Choose one of THREE 
proven band saw blades LENOX has developed to cut rapidly, efficiently, 
and at lower costs. These LENOX blades, cover the complete range of 
today’s cutting needs. 


HIGH SPEED STEEL— Used on automatic cut-off equip- 
ment in full production work. This band will rapidly cut most of the 
tougher steels. 


MASTER-BAND—A special alloy steel band for standard 


equipment, used in cutting at semi-production or production rates. Also 
used on some automatic cut-off applications. 


DIEMASTER— Regular metal cutting, cut-to-length bands or 
coil stock. Used for general purpose cutting or where only 1 to 2 bands 
per week are used. 


Interested in increasing your band saw mileage? Start by getting a true 
appraisal of your cutting operations. Write: American Saw, Cutting 
Analysis Department. Submit a brief description of your machine, ma- 
terials being cut, and type of operation. Recommendations and sales 
engineering help are furnished without obligation. 


THE TOOLS IN THE PLAID BOX 


ILEEINIO2X« 


AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD 1, MASSACHUSETTS 
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Your customers will appreciate 


TIME-SAVING 
UP TO 50% 


in working 
Metals * Wood 
Glass * Fiberglass 
Laminated 
Materials 
Some Plastics 


BURRING, CLEANING, FINISHING, POLISHING, in one operation 


You, Mr. Dealer, you, Mr. Salesman, can render your customers an appreci- 
ated service NOW; write yourself substantial new business, set up mushrooming 
repeat sales. Introduce your customers to 


The Revolutionary New Concept of Abrasive Applications created by BRIGHTBOY 


Your customers must see Brightboy’s unique working action to 
believe it—abrasive and rubber functioning simultaneously, 
speedily. Countless case histories attest to Brightboy’s excep- 
tional success. To Brightboy’s amazing versatility which far 


transcends the scope of conventional abrasive applications. 


JOB-MATCHED STOCK ITEMS in wheels, sticks, rods, blocks and 
points are specifically suited to your customers’ production. You 
can ship speedily from stock, or draw on our factory stock for 
direct shipment to customers. Wide range of Silicon Carbide 
and Aluminum Oxide textures, extra fine to extra coarse—in soft, 
semi-firm, firm and tough rubber binders—for machine and 
manual operations. The only complete, comprehensive line of 
soft rubber bonded abrasives. 


LEARN THE REVEALING FACTS about this broad, new concept of abrasive 

applications. Write us for the Brightboy Catalog, an excellent door- 

opener NOW to present new and additional uses for abrasives, substantial 
time savings. Get the Brightboy Sales Proposition—just as excep- 
tional as the merchandise itself! 





° BRIGHTBOY INDUSTRIAL DIVISION 
Bri ght Db HY WELDON ROBERTS RUBBER CO. 


95 North 13th Street Newark 7, N. J. 


America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 





NATIONALLY KNOWN © NATIONALLY DEMANDED ¢ NATIONALLY ADVERTISED 
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Jamesbury Corp. — “Pouble- Seat” Ball Valves — Sales Curve 


1955 1956 1957 
$5,000,000.00 





4,000,000.00 








3,000,000.00 





2,000,000.00 





1,000,000.00 


























Through Qualified Stocking 


This is our selling philosophy. The sales record it has accom- D istrib to rs’ / 


plished serves to underscore the fact that our distributors are 
the most important people in our organization! The James- 
bury Distributor can expect to enjoy better profits today and 
better profit potentials for tomorrow. 
There are only a limited number of territories 


Who Qualifies asa Jamesbury “Double-Seal” open to qualified distributors. These territories 


Ball Valve Distributor? are in areas not currently covered by members 


Before answering this question let us make this statement: OF Set SNE CERNE Ta 
The Jamesbury policy is to work with a closely knit group of Use the coupon to arrange a person-to-person interview 
distributors ...no more than are needed to provide national RTT Omen 
distribution. Jamesbury does not “collect” distributors. JAMESBURY CORP. 


Now ... to answer the question of “Who qualifies?” | 77 New Street, Worcester, Mass. 
First, Jamesbury seeks organizations who recognize the a 
growing importance of the ball valve in all industry. Then, We are interested in talking with you regarding distri- 
Jamesbury looks for proved records of “product line” bution of “Double-Seal” Ball Valves: 
success. 


Essentially, Jamesbury is interested only in the strongest, 
most aggressive distributor organizations in a given territory. 
When such a distributor is located and named to handle our Address sie Street (Ave.) 
line they will have the complete support of the most produc- City... 

tive distributor policy in the valve industry. 


Name Title 


Company .... 





Territory(s) covered 








Jamesbury “Double-Seal” Ball Valves* 
“As Versatile as Industry Itself” 


egnsentes 77 New St. « Worcester, Massachusetts 
88-3 DISTRIBUTORS IN PRINCIPAL CITIES 
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RB.W’s four-part program brings 








COMMON-SENSE NOMENCLATURE 


simplifies ordering, inventory control 


..and paves the way for other parts of the 

program. Now, a headed, threaded product 
is always a screw; a nut is a nut; together 
they make a bolt. Straight down the list, 
names have been simplified, clarified. 
They’re easier to use, avoid confusion. 


NUTS 


as es 
ae Gwe 


BOLTS 


’ 
| Sumreamanes comme evso ene | 


SCREWS 


SEPARATE PACKAGING 


cuts inventory investment, saves space 


... by eliminating needless duplication. You 
stock screws and nuts...sell them sepa- 
rately...or together as bolts. Even without 
stocking bolts at all, you carry the same 
variety of items, sell the same volume in a 
year, but turn it faster for better profit. 


Modern fastener distribution entitles you to a profit 


No profit in handling fasteners? There is, if you streamline stock, speed-up 
turnover, and cut your investment without reducing service in any way. 
It can be done. The program outlined so briefly above can be adopted, 
because it works. Its benefits can be sold to your customers, because the 


sales arguments make sense. 


RB&W is providing the approach. All that remains is to put it into prac- 
tice. We feel that the industrial distributor is entitled to a reasonable 
profit on his fastener volume. Ask us for more details. 
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profit back to fastener distribution 


HEX screws and HEX nuts 
eliminate costly “habit” stocks 


...through a continuing promotion of 
stronger, neater, lighter, faster-assembling 
hex head fasteners. Eliminate square heads 
and nuts altogether. There’s no real pro- 
duction or engineering reason for their use. 


SMALL-CASE QUANTITIES 


give faster turnover with less investment 


New corrugated cases contain fewer units. 
For example, one item previously packaged 
3600 per case, is now packed 2400 per case. 
You pay less, turn faster, net more profit 
on your investment. New cases are more 
easily handled, present no disposal problem. 


RUSSELL, BURDSALL 4 WARD BSOLT AND NUT COMPANY 
Ex Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock Falls, Ill.; Los Angeles, 

Calif. Sales office and warehouse at: San Francisco, Calif. Additional sales 

offices at: Ardmore (Phila.), Pa.; Pittsbu-gh; Detroit; Chicago; Dallas 


117th year 
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NEW... 
WALWORTH PVC BALL VALVE 
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WITH REALLY LONG LIFE BUILT IN 


Here’s the ball valve that beats them all on longevity—the Walworth Polyvinyl Chloride Ball Valve. 
With its super-rugged construction, this valve is on the line to stay! O When you handle tough, 


corrosive fluids, and want fast, tight shut-off get Walworth PVC Ball Valves. Your Walworth dis- 


8 Only Walworth offers all these long life features ina PVC Ball Valve: 1. Full port opening. 
Ball port is same nominal I.D. of the pipe itself. Full flow. Minimum turbulence. 2. Single- 
end, external adjustment. Holds operating torque €s : ees 
to the minimum. Ball rotates at a fixed location. 
Maintains alignment. 3. Rugged stem-to-ball 
construction. Assures quick, positive shut-off 


..equivalent of 80 years of normal service! 4, 





Teflon seat rings. Fully supported to provide leak- 


proof seating. High corrosion resistance. 5. Type 


' 

7 
every time. Built to last through 250,000 cycles | , 

i= 


oi J 





i normal impact PVC. Corrosion-resistant, non-aging. Non-toxic. Non-flammable. Extra 


rugged construction. Write for bulletin 196. * Walworth Co., 750 Third Ave., N. Y. 17, N. Y. 


WALWwo RKE<. 


The Walworth Companies: Alloy Steel Products Company « Conoflow Corporation « Grove Valve and 
Regulator Company * M&H Valve and Fittings Company + Southwest Fabricating & Welding Co., Inc. 
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HOW TO WIN CUSTOMERS 
AND INFLUENCE PROFITS! 


This is what Bath offers to distributors — 
a program designed to develop satisfied customers and help your profits grow: 





A PRESTIGE LINE OF GROUND THREAD TAPS 
AND GAGES manufactured to the highest quality standards; 100% 


inspected and fully guaranteed. 


A PRICING POLICY applied equally to all distributors and com- 
petitive suggested consumer price lists designed to provide generous distributor 
profits 


A DELIVERY PROGRAM ¢geared to make immediate shipments 
of standard items and to expedite specials. In emergencies, some specials can 
be shipped in a day or two. 


A SYSTEM OF SELECTIVE DISTRIBUTION based 
on detailed studies of current marketing data and restricted so that Bath 
products will be a profit producing key line for each distributor. 


A TEAM OF TRAINED SALES ENGINEERS in the 
field and at the factory to work with distributors and customers in solving 
sales and technical problems. 


A WRITTEN DISTRIBUTOR SALES POLICY devel- 
oped and continually evolving through consultation with a broad cross section 
of well-informed distributors and manufacturers. 


A USEFUL COMPREHENSIVE CATALOG and price 
lists featuring clearly written and illustrated technical information. Recognized 
as among the best in the industry. 


A PROGRAM OF NATIONAL ADVERTISING com- 
bined with other promotional material aimed at pre-selling Bath products and 
reducing distributor missionary time. 


A DISTINCTIVE PACKAGING SYSTEM <designed to 
protect and preserve tools in transit and on your shelves. Convenient box 
size, labeled for quick identification and partitioned for easy inventory control. 


If interested in distributing the BATH LINE, 
write, wire or phone John C. Bath, Jr., 
Sales Manager, for complete information. 


Members: 
American Supply & Machinery Manufacturers Association 
Metal Cutting Tool Institute 


American Standards Association 


és 
John BATH & Co., Inc. 55 Mann Street, Worcester, Mass. 


Ground Thread Taps- Thread Gages- Cylindrical Gages 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 
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ECONOMY CONTINUES UPWARD COURSE though rate has 
slowed somewhat, as is usually the case during vacation months of July and 
August. June FRB industrial production index was up 2 points to 110 (1957 = 
100), not far from all-time high of 111 in January, 1960. By fall, observers 
expect industry to be humming, matching or bettering old mark by year-end. 


CONSTRUCTION UPTURN SEEN in June with outlays rising to $5.1- 
billion, up 9% over May total, 2 points over normal seasonal gain of 7%. Total 
industry spending for Ist-half is $25.4-billion, up $300-million from 1960 level. 


BUSINESS INVENTORIES SCORE GAIN —$100-million worth—in 
May, repeating the April-over-March figure. Manufacturers’ sales (largely steel 
and autos), while increasing by 2% to $30.7-billion, still are not keeping pace 
with inventory gain, a discouraging sign unless consumer buying suddenly picks 
up. Wholesale sales were up 3%, while retail sales rose only 1%. Sales in May 
in all categories rose to a total of $61.7-billion for a $1.2-billion gain over April. 


AUTO PRODUCTION DIPS by 1.1-million units under ’60 record for 
Ist-half total of 2,737,000 units, of which 35% were compacts. Ford is only U.S. 
producer to show gain over comparable *60 figures as Falcon leads compact pack. 


JOBLESS PERCENTAGE DOESN’T BUDGE for seventh consecu- 
tive month as June again shows a 6.8% unemployed rate, even though a post- 
war record of 68.7-million persons employed is set. Influx of teen-agers, college 
graduates led to a jobless total of 5.6-million, setting post-war record for month. 


STEEL OUTPUT DRIFTS DOWN as usual “summer slump” sets in. 
Through June, ’61 production of raw steel was off over 25% from 60-million tons 
produced during first-half 60. While recovery is not as sharp as some expected, 
slump should be short-lived. Early July production was running about 60%. 


TOTAL PERSONAL INCOME JUMPS ito a new record high, up 
$2.4-billion (seasonally adjusted annual rate) in May over April’s $411.3-billion 
annual rate. At the same time, the Labor Department’s Consumer Price Index 
dropped 0.1% to 127.4 (1947-49 = 100.0), to equal last November’s mark. At 
this rate, says a Labor Department wag, we'll be living on nothing in 83 years. 


CONSUMER ATTITUDES AND BUYING PLANS indicate a com- 
ing upsurge in big-ticket items. According to a recent National Industrial 
Conference Board consumer survey, intentions to buy homes, autos are “decidedly 
brighter,” but big-ticket appliance purchases still show effects of recession. 
Consumer spending should reach annual rate of $343-billion by 4th quarter. 


NATIONAL DEBT CEILING RAISED to a “temporary” $298-billion, 
up $5-billion from last temporary level, and $13-billion over permanent $285- 
billion ceiling. U.S. holds the somewhat dubious distinction of leading the 
world in debt, with 55% of the entire world (including Communist bloc) total. 
Treasury Secretary Dillon, denying that “Kennedy Administration is spending 
itself into bankruptcy,” says increased spending is for space and military needs. 





INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





May returns from ID’s Supply Sales Trend Reporters 
show sales down 11% for the five month period from 


Jan-May 61. This May had 22 working days against 21 


for May 1960. May 1961 was up 9% compared with 
April 1961, however May had 22 working days and April 
had 19. Nearly all areas showed a little improvement this 





U.S. TOTALS 





May 


May 
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61 : ‘ 


Compare d 


61 d 


Jan.-May 61 
Compared 
Jan.-May *60 








SUPPLY SALES TREND 


FINAL FIGURES FOR May 61 May 61 Jan.-May 61 


( ompared ( ompared ( ompared 


MAY 1961 (pr. 61 May 61 Jan.-May ‘60 


FINAL FIGURES FOR 
MAY 1961 


May 61 
Compared 
(pr. 61 


May *60 
ompared 
May 60 


Jan.-May "61 
Compared 
Jan.-May "60 





New England: Conn, Me, + 6% —5% —N1% 


Vass., N.H., RJ, Vt 23 





Bridgeport-Hartford- + 5% — 5% —12% 


Springfield Area 





Middle Atlantic: +11% — 9% —13% 


NJ. N.Y. Pa 





Metropolitan New York- o/ _ 79° 
northern New Jersey Area 7 12 ° No Change % 





Western New York: Buffalo ne - 
Rochester-Syracuse +12% 2 lo — 5% 


Binghamton Area 





Philadelphia-Trenton ° __ 11° 
Wilmington Area +10% 11 % 





Pittsburgh- Wheeling + 11% —24% 


Youngstown Area 





East North Central: . a 
Ind., Mich., O., Wise + 10% 19% 





Indiana Area +12% —12% 





Wisconsin + 4% —11% 


West North Central: ;.,. 
Kans., Minn., Mo., Neb., 
V.D., S.D. (15) 


+ 1% 


2% 


— 3% 





Kansas-Western Missouri 
Area 


+11% 


5% 


+ 4% 





South Atlantic: per. p.c.. 
Fla., Ga., Md., N.C., S.C., 
Va., W.Va. (26) 


+ 3% 


9% 


— 5% 





East South Central: 47... 
Ky.. Wiss., Tenn. (7) 


+ 18% 


9% 


—10% 





West South Central: 4,7... 


La., Okla., Tex. (25) 


+11% 


2% 


— 6% 





Houston Area 


+12% 


+ 1% 


— % 





Dallas-Fort Worth Area 


+ 4% 


— 4% 


— 6% 





Mountain: 4riz. Colo., Id., 
Mont., Nev., N.M., Ut., 
Wyo. (11) 


+13% 


+ 4% 


— 5% 





Pacific: Cal., Ore., 


Wash. (25) 


+ 9% 


+11% 


+ 1% 





Chicago Metropolitan Area + 6% —20% 


Los Angeles-San Diego Area 


+ 6% 


+13% 


+ 6% 





Detroit-Toledo Area + 19% —23% 


Oregon Area 


+ 2% 


— 2% 


—12% 





Cleveland-Akron-Erie Area + 11% —22% 


Washington Area 


+ 18% 


+ 5% 


— 3% 
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. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





month, with the feeling that economic conditions show an _ changes in their present buying habits, which appear to be 
upturn is definitely here. The NAPA reports that buyers wait and see. Purchased materials inventory figures for 
are counting on continued good deliveries and avoiding June 1961 reveal additional reductions in stock on hand. 


PRICE INDEX FOR 19 PRODUCT CLASSES 


NAME OF PRODUCT CLASS et Pet Cen 
(1947-49 = 100) (ute! Mav 1961 June 1960 Sans nag 


Abrasive Products 1421 1421 432 —03 


Cutting Tools 1745 175.1 1798 
Fans and Blowers 182.8 182.8 182.5 
Fasteners 209.7 209.1 198.7 
Incandescent Lamps 190.1 189.8 190.0 
Industrial Rubber Products eatin 160.0 160.0 152.7 
Lubricants. . eo 102.9 102.9 99.7 
Materials Handling Equipment 175.0 174.3 171.2 


Mechanics Wand Teal (Files, saw blades) 192.4 192.4 190.0 


Metalworking Accessories hi 194.2 194.2 174.5 
Motors i) a, 113.5 113.5 114. 


Paint ae 132.4 | 1324 128.3 


Portable Power Tools Ree Se 144.1 








Power Transmission Equipment _ | 186.0 ~ 186.0 7 182.0 


Precision Measuring Tools 153,2 153.2 148.2 + 34 
Pumps and Compressors 181.4 181.4 180.6 + 0.4 
Steel Products (Pipes, bars, nails, wire rope ete.) 185.6 186.1 186.6 


1671649 














Valves and Fittings 161.7 





Welding Machines (Equipment, Rods) 152.1 152.1 158.1 





TOTAL INDEX (weighted average) | 169.3 1694 188.7 


Source: Bureau of Labor Statistics and Industrial Distribution 
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OW! Skil distributors 


of *60 or more on old 





x 
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Ce Mieat 7 
New Improved Model 726 
Roto-Hammer 
Lowest cost way to drill masonry hole 


AN” 


TRADE-IN 


on New Model 
726 





diameter, many advanced new 
New Skil bits give Bigger Ca 
pacity Range. New, more powerful motor 
stronger, re 


“ha 1" 


features 


inftorced housings 


leverage contro! with new side nandle 


...and Skil covers all costs of this 


Yes, this trade-in program doesn’t cost Skil distributors 
one cent! 

Skil covers the cost of the entire trade-in allow- 
ance to hammer users. And Skil’s offer is so liberal that 
any old electric hammer—regardless of make or con- 
dition—can be traded in by the customer. He gets a 
whopping big allowance of $60 worth of Skil Roto- 


Hammer accessories as his trade-in on the purchase of 


Skil’s brand new, improved Model 726... he gets a 
full $80 worth of Skil Roto-Hammer accessories as his 
trade-in allowance on the larger Skil Model 736. 





Skil covers the cost of returning the customer's 
old hammer to Skil. This way, distributors do not even 
have to absorb the shipping expense for hammers traded 
in. In fact, Skil even provides distributors with express- 
collect shipping labels for returning the old hammers. 


Skil covers the cost of the most complete sales 
promotion program in Skil history to help distributors 
sell trade-ins. There’s a full array of direct mail broad- 
sides, ad mats, window banners, special sales literature 
and other promotion materials—all available FREE 
from Skil. And to back it up, a saturation campaign of 
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can give trade-ins 
electric hammers... 


















Model 736 Roto-Hammer 


Lowest cost way to drill masonry holes 


from “% to 3%” diameter. New Skil Bits 
give this bigger range. Same amazing 3-way 
action as model 726 (left)—hammers wit 


power rotation, hammers without power 
ge)e-helevamme) melalil-m\abcalelehmat-laalaalsiatare 


TRADE-IN 
on Model 
736 





spectacular hammer trade-in! 


hard-hitting, FULL PAGE Skil Roto-Hammer ads is 


scheduled right through December—in the magazines 
hammer buyers read. 

Don't wait! Call your Skil representative today for 
details on this terrific Hammer Trade-In Program—and 


on the rest of Skil’s profitable ‘* New Idea”’ line. Or write: 


Skil Corporation, Dept. 115-H, 5033 Elston Avenue, POWE R TOO LS 


Chicago 30, Illinois. 






SETTING TRENDS TODAY WITH LEADERSHIP! 
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BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





As Labor Day Nears 


This month’s report on the business outlook is recom- 
mended, as the case may be, either pre- or post-vacation 
reading. 

It contains particularly good news for those of you in 
and around Detroit, Pittsburgh, Chicago and Houston. 
It reaffirms our earlier predictions of a steadily rising 
volume of general business activity into 1962. More than 
that, however, it carries convincing evidence that the 
industries hardest hit by the past recession will shift into 
higher operating gears in the months ahead. 

For example, new car sales will move sharply upward 
in the current quarter. And a look at 1962 reveals an 
auto sales year at least equal to 1960. Significantly, the 
outlook for passenger cars is based on a conservative 
estimate of the economy’s expansive forces over the next 
12 months. It assumes that consumers will not develop a 
boom psychology in the immediate future, but chances 
are excellent that the auto industry’s performance for the 
coming months will live up to expectations. 


John Doe and The New Family Buggy 


The situation facing auto men as they enter their new 
model-year typifies the challenges durable goods pro- 
ducers now face: cars of relatively recent vintage pre- 
ponderate on the nation’s highways today; as a result, the 
replacement market is a secondary factor into the auto 
sales outlook. At the same time, increases in family 
incomes in the near-term future may not be sufficient to 
launch consumers on a new car buying spree. Clearly, 
new autos 


and durables generally—will have to be sold 


on their merits. Nevertheless, the evidence suggests that 
they can be sold in near-record quantities. For there will 
be a considerable increase in the number of people on 
employment rolls in the months ahead, and wage rates 
are certain to move up, even if only modestly. Thus, total 
disposable income will take a corresponding jump. 

In addition, there is reason to believe that consumers 
are already in a position to make major “big-ticket” pur- 


chases. With such factors in mind. auto dealers now 


5.9-million new car sales (includ- 
ing 375,000 foreign). For 1962, they plan to swell sales 


volume to 6.5-million, with 350.000 imports included. 


expect to end 1961 with 


Appealing new models should enable the Detroit men 
to achieve this goal. 
The projected increases in auto production is welcome 


news to steel producers, of course. Steel output, which 


has risen sharply since the beginning of 1961, is likely 
to make further gains before year-end. The short-run 
trend for steel mill output clearly is upward. 

As now estimated, steel production for 1961 will total 
100-million ingot tons. Next year, production of the 
metal is likely to 
Volume output will just fall short of that for 1955—the 


increase to 115-million ingot tons. 


best steel year in history. 


Construction and The Nondurables 


Another major sector of the economy likely to exhibit 
life by 


continue to expand into 1962. 


new year-end is home-building. It, too, will 
From a relatively low 
1.3-million annual rate this spring, new housing starts are 
likely to increase to 1.45-million by 1961 year-end. The 
industry has been disrupted by an unforeseen market shift, 
which caused demand for single family homes to drop, 
while the market for apartment dwellings grew sharply. 
They difficulties, liberal 


supply of mortgage money promise that homebuilders 


have weathered these and a 
will share in the economic upswing now in view. 

Nondurable goods industries, whose growth trends 
were interrupted by the business slump, will revive in the 
months ahead; in 1962, the nation’s more rapidly growing 
soft goods industries are likely to match the gains that 
have made them outstanding performers in late years. 

Chemicals: likely to register only a 5% increase in 
output this year, but about 9% for 1962. Plastics will 
improve in the months ahead, and drug production will 
show a healthy rise. 

Petroleum: only modest increases foreseen. Demand this 


year will show about 2% increases: for 1962, a further 


3% rise is expected. 
Retail trade: greater consumer buying on the retail 


level indicates a 5°% rise by mid-1962 over current sales. 


Balm, But No Boom 


The facts indicate that a balmy, but not quite boomy, 
business climate will greet you as Labor Day approaches. 
But, as usual, all crystal-ball gazing is a risky business, 
A quick look at the long list of 
Berlin, 


suggests that this cheering fore- 


and bets are hedged. 


international crises—Algeria, Angola, Cuba, 
Korea, Kuwait, Laos 
cast can be drastically altered on very short notice. Events 
in “far-away places with strange sounding names” can 
quickly lead to revised government spending plans or to 
an adverse turn in consumer and business psychology. 
Barring such developments, we see steadily expanding 


business activity well into 1962’s vacation season. 
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...are you 
up a tree? 


Has the cutting tool business got you up a tree? 
If so, Vascoloy-Ramet can help you bring un- 














matched service to your customers and prospects. 
As a V-R distributor, you offer them the 

finest, most complete line of cutting tools 
cemented carbides, Tantung and ceramic tool 
material — available anywhere. These in- 

clude throw-away inserts, full-length inserts, 
single-point tools, blanks, toolholders and face mill 


cutters. Your customers will find that they 

can always count on you for the proper cutting 
tool, in the right grade, for machining 
practically any material. You benefit, too, 

from V-R’s aggressive, national advertising pro- 
gram that seeks out customers for you, 
informative direct mail literature, faster service 
and well-informed factory representatives 

who really know their business. You simplify your 
ordering, stocking and pricing systems, too, 

by dealing with only one source. So, don’t 

get chased up a tree. Write now for full 
information about a V-R distributorship. 

A choice territory may be open in your area. 


+e 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY -RAMET 


880 MARKET STREET . WAUKEGAN, ILLINOIS 


CARBIDE — af CERAMIC <o TANTUNG — TOOLHOLDERS — > FACE MILL 
BLANKS, INSERTS — - SOLID TOOL BITS, [© SOLID BASE 4 \ currers 
INSERTS, TRIANGULAR, A “ CUT-OFF BLADES, AND WITH 

BRAZED SQUARE, Aa! TIPPED TOOLS, ELEVATOR | THROW-AWAY 
TOOLS ROUND y CAST-TO-FORM TYPE kee) * J INSERTS 


August 1961 





vu! 


BY A REPUBLIC RUBBER 
DISTRIBUTOR WORKING UNDER 
THE FAMOUS 5-POINT SALES POLICY 


This Record Maker Conveyor Belt represents a 
good sale . . . in dollars and in customer satis- 
faction. The salesman who made the sale appre- 
ciates the advantage of serving his customer with 
a good product and . . . the commission from 
the sale. 


Almost every plant buys rubber hose, belting or 
packing on a regular basis for maintenance and 
other uses. That’s why aggressive distributor 
salesmen talk about rubber ON EVERY SALES 
CALL. Why not? Talking a product bought regu- 
larly results in more sales and more commissions. 


Would you like to add Republic Rubber’s line to 
your line? You will have quality products and 
the famous written 5-Point Sales Policy (now in 
its 38th year). For more information, write to: 
J. A. MaclIntire, Jr., General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN |! 1) 


INDUSTRIAL RUBBER PRODUCTS 
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line is the national average of relationships. If you plot your 
is the spot), 


ONE: Relation between the value of inventories and volume 


There is a dot for each distributor fur- sales and inventory as shown on this chart (“X” 


The straight 


o} sales is shown here. 


nishing information to ID’s 1960 Annual Survey. you'll see at a glance how you stand with respect to the average. 


DON’T SCATTER YOUR SHOTS 


A good indicator of operating efficiency is the relationship particular relationship for one dis- 
, : , ‘ eee , tributor. As can be seen, when the 
between your inventories, invoices billed, number of salesmen, 


number of employees and your annual dollar sales 


D. A. C. McGILL 
ASSOCIATE EDITOR 

Once again, ID presents its “scatter 
charts” to help distributors judge 
their own performance. Some of you 
will remember these being published 


back in 1954. 


changes have taken pla e since then. 


Some interesting 


The scatter charts are pictures of 


some average relationships which are 


helpful to distributors in measuring 


30 


the efficiency of their operations. The 
accompanying charts depict the rela- 
tionship between annual dollar sales 
volume and (1) value of inventories, 
(2) number of invoices billed, (3) 
number of employees, and (4) num- 
ber of salesmen. 

The figures on which these charts 
taken 
which distributors reported to ID’s 


1960 (ID, March). 


represents a 


are based were from those 


Annual Survey 


In each chart, one dot 


particular relationship is thus plotted 
for a large number of distributors, 
the dots together form a pattern or 
cluster across the chart. It is then 


possible to draw a straight line 
through the dots to indicate an aver- 
age relationship. A distributor can 
read along the bottom scale to find 
his annual dollar sales volume, and 
read up from this point to the straight 
line, then back to the vertical, left- 
hand scale to see what the average 
inventory, number of invoices, num- 
ber of employees, or number of 
salesmen should be. 


Logically, the greater the slope of 
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SALES = THOUSANDS OF DOLLARS 


} | 


TWO: 


chart’s story. Take a point on the bottom scale equivalent to 
your annual sales and read up to the straight line. Now read 


Invoices billed in relation to your annual sales is this 


back to the left-hand vertical scale 
voices billed by the average distributor. If your own figure is 
much above this, you've perhaps got a small-order problem. 


this is the number of in- 


PLOT THEM ON THE CHARTS 


the straight “average line,” the less 
efficient would be the average distrib- 
utor, because this would indicate the 
need for more units of the element 
shown on the vertical scale to produce 
the volume of sales shown on the 
horizontal or bottom scale. 

Conversely, the more the average 
line tends to parallel the horizontal 
scale, the more the average distrib- 
utor is getting out of his inventories, 
invoices, employees, or salesmen in 
terms of annual sales. 

How does all this apply to you? 

If, for instance, you want to know 
how your level of inventories com- 
pares to the nationwide average (in 
terms of annual sales), you can plot 
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your position on Chart 1. 

Suppose your sales in 1960 totalled 
$1,650,000 and your inventory on 
January 1, 1961 amounted to 
$200,000. How does this relationship 
stack up against the U. S. average? 

Using Chart 1, you can find out. 
Read along the bottom scale to the 
$1,650,000 point, then read up on 
the vertical the $200,000 
As you will see, your par- 


scale to 
point. 
ticular relationship plots in at point 
“X” slightly below the average line, 
which means you're doing more 
business than the average distributor 
with less inventory. Or, you may be 
doing more direct-shipment business 


than the average distributor. At any 


rate, plotting yourself on a scatter 
chart will stimulate profitable self- 
analysis. 

In the same way, you can plot your 
position in the other three charts, and 
make some interesting deductions. 

In plotting yourself on Chart 2 
(relation of number of invoices billed 
to annual sales), you may uncover a 
costly small-order problem should the 
dot representing your performance 
falls far above the average line. 

Similarly, in Charts 3 and 4, you 
may find the answer to the often- 
asked question: Have I got too many 
employees or salesmen? Some dis- 
tributors, indeed, have reported that 
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Number of Employees to Sales 


NUMBER OF EMPLOYEES 


1000 


+; 


rHREE: The number of employees in relation to annual sales 
can be shown graphically on a scatter chart. 


chart to figure out how your sales per employee compare with 


Scatter continued 
they work these charts backwards 
that is, knowing the number of sales- 
men or employees he has, the distrib- 
utor figures out what his average 
sales should be. 

It shouldn’t be inferred that any of 
these charts declares an objective for 
the distributor. They express nothing 
more or less than a general average 
an average drawn from the joint ex- 
perience of hundreds of distributors 
throughout the U.S. 

Further, 
connected with the distributor’s local- 


many unknown factors 
ity, his type of business, and even his 
own personality, are hidden beneath 
These 


factors and others, such as the kind of 


the layers of an average. 

product lines, evade an average. 
The present crop of scatter charts 

differ somewhat from those published 


T 
| | 
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You can also use 


above average 


seven years ago, reflecting some 
changes in distributors’ operations. 

For example, Chart 5 compares the 
1953 and 1960 average lines for the 
inventories—annual sales _relation- 
ship. The 1960 line has less slope 
than the 1953 line, indicating that, 
on the average, distributors are gen- 
erating more sales with less inven- 
tory. In view of the spread of man- 
agement efficiency measures among 
distributors, it is reasonable to 
assume that much has been done to 
reduce excessive inventory invest- 
ment. In fact, the latest average-line’s 
slope might have been less for a less 
abnormal year than 1960. 

The most marked change is shown 
in Chart 6. The reduction in invoice 
billing over seven years is the direct 
result of distributors’ efforts to in- 


crease paperwork efficiency. By 


analyzing their order-handling meth- 


the average (straight line). 
explained for the previous charts. If your position falls much 


line, 


ae 
re 7 * 


Just plot your performance as 


you may have organization problems. 


ods and by applying mechanized data 
taken 


big strides in billing improvement. 


processing, distributors have 

The slight, almost imperceptible, 
change indicated on Chart 7 bears 
out the truism that labor costs are the 
most inflexible of a distributor’s costs. 
Thus, in the average distributor firm, 
there is a point below which the 
number of employees cannot be cut. 
Nevertheless, the comparison on this 
chart would confirm a general failure 
to improve the productivity. 

While the comparison shown by 
Chart 8 speaks a better case for dis- 
tributors, the change is so slight as 
to indicate a ceiling on a salesman’s 
productivity. This is usually the situa- 
tion, because when a salesman’s sales 
begin rising above the norm, his terri- 
tory is split with another salesman 
is taken on to 


or a new salesman 


service the new business. 
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NUMBER OF SALESMEN 
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rour: The number of salesmen in relation to annual sales is tained from this and the other charts should be interpreted 
another indicator of a distributor's efficiency. Here again you carefully in the light of your own local conditions before you 


can find out how productive your salesmen are. Results ob- reach a conclusion. Straight line represents only an average. 


53 *60 


OF INVENTORIES 
INVOICES 


TO SALES 


RELATION 
NUMBER OF 
) 


FIVE: The 1960 relationship between inventories and sales six: Comparison between 1953 and 1960 average relationships 
(solid line) shows slight improvement over 1953 relationship. between invoices billed and sales shows marked improvement 


Distributors are now doing more business with lower inventories. the efforts by distributors to improve paperwork methods. 


EMPLOYEES 
SALESMEN 


NUMBER OF 
TO SALES 
NUMBER OF 
TO SALES 


SEVEN: Over years, the number of employees in relation to EIGHT: There has been a slight improvement in salesmen’s 
sales has remained constant—as these average-lines from 1953 productivity in seven years, according to this comparison be- 


and current scatter charts show—irreducible labor costs? tween 1953 and 1960 average-lines. 1960 line has less slope. 
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PLANNED SELLING OF 
NEW PRODUCT TAKES 
TIME, TESTS, TRIALS 


Even this well-organized salesman in Cleveland had to spend 


months on preliminary trials before he made the final sale 


Robert H. Lang, sales engineer with 
Distributors. 


Inc., believes organization and plan- 


Cleveland’s Industrial 
ning are essential to the accomplish- 
ment of a given sales goal. 

Take, for example, his recent ap- 
proach to an old customer with a new 
The 


improved grinding wheel developed 


product. new product was an 
by one of IDI’s suppliers. The old 
customer was Weldon Tool Co., mak- 
ers of cutting tools and accessories. 
Because he takes time to investigate 
his customers’ problems, Lang was 
aware of some difficulty Weldon was 
having in cutting tough-to-machine 
steel used in the manufacture of end 
mills. Weldon had gone to this steel 
to provide a superior product; but to 
keep its price competitive, the com- 
had to keep production costs 
knew, that 


Weldon was on the look-out for any 


pany 
down. Lang therefore, 
assistance they could get. 

A stern keeper of his own analyses 
of his accounts, Lang was all ready 
when the supplier announced the new 
Checking over the 
wheel’s qualities, he knew it 
Weldon looking for. So 
product and problem went together 
like bread and butter. 


orained wheel. 
was 


what was 


Lang derives his own sales analyses 
from the monthly billings. He devotes 
about a full work 
month to drawing up a record of each 
total 


status of deliveries, and comparisons 


weekend's each 


customer's purchases volume, 


of previous years and previous 


month’s sales. From these records 


and those made after each call, he can 
tell at 


each customer. 


a glance how he stands with 


He also spends a lot of time study- 


ing products and relating them to the 


problems of customers and prospects. 
He is thus able to anticipate many 
problems he is likely to encounter on 
his calls. 

Lang believes also in strict sched- 
uling of calls. “I can tell a customer 
outlook is, check 
his supplies, and generally establish 
but only if I 


see him according to a set pattern.” 


what the delivery 


myself as his source 


regular call on 
Weldon, Lang got together all the 


visual aids and literature that 


In making his 


were 
available on the product. He showed 
the purchasing director, William H. 
Conant, the results of tests run at the 
and at 


manufacturer's laboratory 


customers’ plants throughout the 
country. Conant undertook to bring 
the new grinding wheel to the atten- 
tion of plant people, and introduced 
Lang to them. Following further 
presentations on this level, Conant 
and the grinding room superintend- 
ent, Jim Sykora, agreed to a trial 
order. 

Along with the trial order went 
Lang’s assistance in setting up tests 
in Weldon’s plant. Although he has 
run tests himself, Lang in this case 
helped Sykora gather data for Wel- 
don’s records on wheel breakdown, 
parts produced per wheel, and amount 
of dressing time required. 

When all these data were presented 
to Conant, substantiated by the op- 
erating people, a production run was 
ordered from Lang. This run yielded 
the same favorable results as showed 
up in the trials, and Lang had made 
the sale. 

Selling on this pattern takes time. 
Lang figures it took him from four to 
six months to help Weldon test the 


new wheel and finally make the sale. 


STEPS TO SALES 4 


Salesman Lang (above) watches intently 
as machinist Howard Keil tests new 
grinding wheel in production of end 
mills. (Photos at right, in order:) 
Lang first showed Weldon Tool’s 
purchasing director, William Conant, 


results of previous tests. 


With Conant (right) and Jim Sykora, 
grinding foreman, Lang is escorted 
into plant to study finishing problem. 


Lang leaves Sykora and Keil after 
He helped 


them assemble performance records. 


observing test of wheel. 


Getting a quiet moment between calls 
on other customers, Lang reviews his 
records of the Weldon tests. 
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“Here's a tool which can help us 


g°t out of our doldrums as a poor 


profit earning group,” says Robert M. Fridrich. 


“COST ANALYSIS 


" Byi analysis, if used wisely, is the 
4 real answer for the distributor. 
The joint committee of the National 
and Southern Industrial Distributors 
Associations on Relative Profitability 
of Lines is convinced that each dis- 
tributor should adopt some sort of 
cost accounting method for his busi- 
ness but there remain a lot of con- 
verts to be brought into the fold. 

We must make the distributor un- 
derstand somehow just what we hope 
to accomplish by encouraging the 
adoption of a cost analysis system 
within each distributor company. We 
must definitely let it be known to 
manufacturers just what we're up to 
in improving line profitability studies. 
This should be a very frank and to- 
the-point discussion. 

If our committee now, or in the 
future, misses this golden opportunity 
to sell the idea of profitability analysis 
to all distributors then we might just 
as well forget that we are ever going 
to improve the profit position of our 
industry. This is a first great tool that 
has been given to us in the past ten 
years. It will help each of you to op- 
erate your company at a better profit 
rather than let your firm and your 
customers run your business for you 
at a disappointingly low return on 
your investment. This is exactly what 
has been happening these past five to 
seven years. Our customers and our 
businesses have been running us. 

It’s a pity; here’s a tool which can 
help us get out of our doldrums as a 
poor earning group, and still we can’t 
sell it to enough of you. You have to 
be sold on the idea because you've got 
to do it yourself within your own com- 


pany. There’s no magic answer to 
help your situation except your own 
self-analysis of your internal opera- 
tion. 

The objective of our committee can 
be clearly stated again: “to encourage 
each distributor of the two associa- 
tions to adopt some kind of cost 
analysis system within his company 
to improve the net profit position of 
our industry and to make for a better 
marketing climate in all our trading 
areas. To the manufacturers we can 
clearly state our position, that this is 
not a witch hunt. There never will be 
any one manufacturer or group of 
manufacturers singled out as “evil- 
doers”. And, to the combined mem- 
bership, forget the idea that we're 
talking 
studies in toto. Costing lines is just a 


about product profitability 


place to begin. Our objective is to get 
each distributor to analyze his own 
operation. If you don’t like the words 
“cost analysis or profitability analy- 
sis” then we're asking you to adopt a 
system of “self-analysis” for that is 
where this thing eventually leads. It 
starts with products, but you must 
carry it to sales territories and down 
to the customer who regulates your 
profit for you. 

Encouraging distributors to use 
cost systems no doubt sounds com- 
pletely strange to our manufacturing 
friends. Cost analysis to a manufac- 
turer is as important a routine as the 
taking of inventory by a distributor. 
To deprive a manufacturer of his cost 
system would be like us giving up our 
sales forces. However, distributors 
had better take another look at them- 


selves through self-analysis. 
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IS SELF ANALYSIS” 


en analysis should be a 

more important routine to us than 
many other chores we perform. Too 
many of us in this industry, have been 
flying completely blind these past ten 
years. Our return on invested capital 
stinks. Yet we 
adopt a system of self-analysis to de- 


absolutely refuse to 
termine why. Could it be that we’re 
afraid of costing? You know, it might 
just pinpoint the bad job some of us 
are doing within our own companies, 
and, could force us to make changes 
and do something about it. I can an- 
nounce officially for the association 
that we’re not on Mr. Kennedy’s list 
for any subsidies. Get into customer 
profitability analysis and see who’s 
subsidizing who. The customer may 
always be right, but you can’t just fly 
it blind and not know how he con- 
tributes to your over-all profit picture. 

I admit I’m a rookie. I’ve been in 
this business just ten years but I’ve 
also fooled around for a like period 
of time in public accounting and it 
was always, and still is, completely 
amazing to me why we distributors 
still insist we can run our businesses 
successfully by the old rules of thumb, 
or by the seat of our pants as the past 
generation apparently did so success- 
fully. Maybe the old pros of the last 
generation were able to do so, and 
just possibly it was only because they 
found themselves in a relatively new 
field of distribution, and were just 
plain-lucky—it’s too bad we were 
born second. So much of what we 
have done in the past has been by 
tradition. Why? Because we have al- 
ways done it that way. Self-analyze 
your business and you'll prove it to 
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yourselves that all those old concep- 
tions of the importance of volume or 
gross profit, and all those other rules 
of thumb can be just bad mis-concep- 
tions. You must find within your own 
business the proper balance between 
gross profit earned, your average line 
of billing cost, and your variable ex- 
pense ratio to the volume you are 
selling, before you can determine how 
successfully you are merchandising a 
product, how well your salesmen are 
producing, and how valuable a cus- 


tomer is to your business. 


hide all understand the merits of 
the various cost systems we've been 
promoting. We should again recog- 
nize that at least two members of 
ASMMA spent a lot of money, time 
and effort to develop very sound cost 
systems and actually presented them 
to us on a platter in 1956. Our asso- 
ciation developed another plan in 
1959 in a more simplified form. All 
these plans are good and workable 
cost systems, that will produce accu- 
rate results on which sound manage- 
ment decisions can be formulated. 
Better yet, any accountant can de- 
velop his own system. Take portions 
you may like out of each, apply them, 
and your answers will be relatively 
the same. If the system is developed 
soundly, and fits your unique opera- 
tion, then it’s accurate. We have had 
experience within distributor com- 
panies to prove this point. 

A gross misunderstanding among 
distributors is that nothing can be 
done about the results once you find 
them out. This again is a mis-concep- 
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tion, and the things that can be done 
and that are being done by different 
companies who are using cost analysis 
are as varied as the number of com- 
panies participating. Again, this is a 
self-analysis approach to what’s good 
or bad in the way you merchandise 
your products, and the way your 
salesmen perform for you. It’s in- 
teresting to observe in the seminars 
we have conducted, how certain peo- 
ple will latch on to my fixed expense 
per line figure or my variable ex- 
pense ratio to sales and hope it might 
be of some use to them. The other per- 
son’s figures should mean nothing to 
you—they are his operating figures 
and his measure of how good or 
badly he’s operating his business. 
Let’s not sit back and do nothing 
about all this, and hope the associa- 
tion is going to come up with answers 
to help us. You've got to analyze your 
own problems and decide what action 
can be taken within your own com- 
pany to improve your situation. 
Here’s one way to get started—or- 
ganize a cost committee of the key 
operating people in your company. If 
you haven’t decided on a system— 
explain to them the merits of each so 
that they feel they 
from the beginning. 


are a part of it 
Collectively make 
a choice, begin to cost lines, then 
study the results in committee ses- 
sions. You'll begin to see answers to 
problems with products you never 
dreamed of before. They'll range 
from here to there, and the most 
amazing fact you'll find is that the 
things you'll decide need correction 
are within your own operation. You'll 
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Cost Accounting 


continued 


discover you can no longer blame the 
other guy for all your troubles. This 
will be a shock to lots of you. Yet, it 
you should not 
the 


should be a challenge 


be afraid to meet. Answers to 
things you can do to correct a bad 
situation with a product may not be 
forthcoming immediately. You must 
go deeper into sales territories and 
see how the products are sold. This 
can be completely amazing too. Let 
me tease you with an example which 


happened to our own company! 


. 
I or years, before we used self- 
analysis and applied costing to sales 
territories, one of our men, whom we 
referred to affectionately as the “dean 
of our sales force”, captured nearly 
sales department 


him, he 


award 
handed out. He 
asked of 
always high 

one of the 
profits of all our territories. We at- 


every our 
everything we 
nearly 


ever was 


volume man, and he 


earned highest gross 
tempted to train all our newer men 
to emulate the “dean” and to sell as 
he did. Thank goodness—not all of 
them performed in such a fashion, 
for the first territory 
that 


least profitable salesman. | hope this 


costing studies 


revealed our “dean” was our 


doesn’t happen to you, for such a 


revelation can be a sad situation to 
face. Again, it proved that all our old 
conceptions of what makes for a 
profitable territory were plain mis- 


After 


were applied to the volume and gross 


conceptions. complete costs 
profit realized out of each territory. 
this salesman was the worst loser we 
had. Whose fault was it? Not the 
poor salesman’s, but management's 

and it was brutal to make a complete 
face to 
which we had encouraged for 


But 


about correct a_ situation 


some 


10 to 15 years. in facing up to 


“you just don’t know the 


what was wrong. which again was 


‘asy to determine after applying 
customers 
the 
correct lots of our old mis-concep- 
Without costing. 


thumb, o1 


costs to his individual 


accounts, we were on way to 


tions. you have no 


more rules of cuides to 
follow. to determine how well a sales- 
man is doing than we had. Unless you 
have a sixth sense, you just may be 
wrong too. The solution here wasn’t 
forthcoming through any panaceas as 
recommended by the association. We 
had no particular complaint with any 
manufacturer ; the fault was with us. 
And no 
what contribution a product, a sales 
adds to the 


over-all profit picture of a company 


distributor can ever know 


territory. or a customer 


until he adopts cost analysis. 


ry. 

| hink about your salesmen now, 
and how well you think they perform. 
Think too, of your method of paying 
sales commission. This will stir you 
up. We can prove to you that gross 
proht is not the complete answer to 
profitability. As John 
Standard Supply & Hdwe Co., New 
remarked, 
This 


earned an 


Kinabrew, 


Orleans. “it is just one 


facet” same salesman again 


average 


OTOSS 


the 


profit 


342% higher than company 


and yet his least 


profitable territory. We don’t do this, 


averace, was our 
but | assume many of you pay com- 


missions on profit. It is a 


TOSS 


popular method of calculation. 
Assume we paid commissions to this 
man based on gross profit alone. We 
rewarding him with more 


of los- 


ing us more money, than any one on 


would be 


commission, for the privilege 


our sales force. 


There’s been a growing clamor 
among some of our members for the 
association to reveal results of com- 
panies who are participating in prod- 


They ll do 


Why do you want 


uct line studies. you no 


sood whatsoever. 


well the 
other company sells a product? It’s 


to know how badly or how 
interesting to compare only if you're 
doing cost analysis, but you can’t 
compare apples and oranges. All con- 
ditions must be the same within any 
two companies, or you will be com- 
bolts. Marketing 
different, and 
too many other variables likely to be 


paring nuts and 


areas are all there’s 
present that can only distort your 
comparison. One advantage in com- 
paring like operations is to gain con- 
fidence in your results and, to swap 
ideas for solutions, but no more than 
that. The gathering of operating re- 
sults by products was never meant 
to be distributed to the membership. 
The the 


wrong manner against any one manu- 


results could be used in 
facturer or group of manufacturers 
of similar products. In the first place 
it’s illegal, and secondly, if I were a 
manufacturer, I'd be completely dis- 
interested in any rumor that so many 
companies have found my product 
to have earned or lost any amount. 
I'd accept no opinions or glib com- 
ment from any distributor about how 
good or bad my line is doing unless 
he can prove the facts about the line 
through cost analysis. By the same 
token, without costing, no distributor 
should take issue with the gross profit 
margin any manufacturer gives him 
to operate on, until he has completely 
costed the line. Maybe in my case 
Ill need 25% 


efficient operation and the other guy 


because | have an in- 


can do well with 20%. You just don’t 
know the facts about your business, 


until you apply costing. 


I must now explain that | don’t dis- 
like distributors. However, I’m certain 


that I’ve been developing that general 
idea. I’m still one myself. I didn’t 
go out and buy a manufacturing 
plant and get on the other side of 


the fence. I’ve still got a lot of my 
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facts until you apply costing” 


savings invested in capital stock of 
the Orr Iron Company, just as you 
have in your own companies. I’m 
only disgusted with myself, as I am 
with all of us, when we_ begin 
to entertain thoughts that our days 
are past. Ohio State is making sur- 
us know if 
we're still needed and whether or not 


veys for us now, to let 
some one else might be able to do a 
better job of distribution. I’m no 
expert, but I’m supposed to have an 
opinion and I do have. I’ve talked to 
many 


too distributor 


company of- 
ficials this past year, trying to sell 
them costing, not to have an opinion. 
“Our role in the efficient distribution 
of manufactured products is not 
Ohio State will tell us that the 


manufacturer needs us as badly now 


over. 


as he ever did, if not more so. I’d 
rather they tell us to get off our duffs 
and do something to help ourselves 
resolve some of 
We 


order, and learn 


our own problems. 


must each get our houses in 
through costing the 
things that are causing our trouble so 
that we can discuss product profit- 
ability results with the manufacturer. 
We need the manufacturers help, cer- 
But to get 


them, we must be able not only to 


tainly. any help from 
present facts on his complete product 
they 


sold in our territories and purchased 


line, but to show him how are 
by our customers. Only then can the 
manufacturer help us, because only 
then are you presenting him with 
something concrete to discuss with 
you. He’s interested in what it takes 
for you to get his product to the cus- 
tomer, and if you can present your 
problems to him in that manner and 
you need his help you'll get it. I don’t 
think it’s necessary to poll the manu- 
facturers in this room before making 


ASMMA leaders have 


told me directly, “The manufacturer 


this statement. 


can, will, and wants to help us better 
our situation but they’ve got to have 


Really, 


the facts from each of us.” 
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what can they do without such facts? 
They can give us a little more here 
and there, but if we turn right around 
and give it away, without knowing 
this 


still be on the same treadmill. 


how affects our net profit we'll 


I realize this concept of cost 
analysis is completely new to the dis- 
tributors and of course, anything new 
is controversial. | had hoped that we 
this 
troversy by actually showing the dis- 


could remove some of con- 


tributors how our cost system can 


easily be adapted to any one’s opera- 
tion by conducting seminars on this 
We five 


within the past six months 


subject. conducted such 
seminars 
and 185 company officials attended, 
representing some 87 companies of 
the Southern Association. This asso- 
ciation should be commended and, 
in particular, Lloyd Akerblom, the 
field secretary, for his constant pro- 
motion of profitability analysis 
among Southern members. 

These seminars are another way to 


I feel 


they should always be conducted by 


help ourselves and each other. 


distributors who have had experi- 
ence in making profitability analyses. 
In the five seminars we exhibited a 
complete paper flow system, and 
walked through all the procedures to 
gather the basic information, down to 
actual preparation of product, terri- 
tory and customer profitability re- 
ports. The examples and exhibits used 
were our company’s actual operating 
figures. A most important step was 


undertaken to actually relate and 


demonstrate the action taken on the 
which the profit 


results improved 


on products. territories, customers. 


his approach is a practical one, 
PI | 


I think this will sell 


distributors on trying cost analysis 


not theoretical. 


for we can prove that something can 


be done. There are many more per- 
sons in our association, very capably 
equipped, to present such prac- 
tical seminars in regional meetings 
throughout the country and we’re 
convinced it is the way to sell the 


idea. The association can’t give us 
the answers as to what to do to solve 
our problems, but it can assist you 
in setting up meetings, providing 
materials, and personnel to conduct 
these practical sessions. It’s another 
way we can help to gain a better 
understanding of this subject. 

We hope the manufacturers will 
help us in the promotion of distrib- 
utor cost analysis. They should be as 
vitally interested in having financially 
sound distributors, as we hope to be 
one day soon. Maybe we should go 
so far as to say—*The manufacturers 
should insist that each of his distrib- 
utors conduct profitability analysis, 
to insure that his line is not buried 
and forgotten.” 

I hope we have arrived at some 
measure of better understanding of 
this subject today. If we mutually 
understand the potential gains for 
the “Distributor, 


Manufacturer Relationship” can only 


each of us, then 
be strengthened. If each distributor 
would only adopt self-analysis, just 
possibly we could give Ohio State 
the answer ahead of time—that we 
have an alliance that is needed as 
badly as before—but now, that alli- 
ance is even stronger for through 
profitability analysis we have gained 
mutual understanding through facts, 
and not by guess-work, old worn-out 


misconceptions, and tradition. 


Note: The above is taken from a 
paper delivered by Mr. Fridrich at 
the joint meeting of the National and 
Southern Industrial Distributors As- 
sociation at the Triple Industrial 
Supply Convention in May. Mr. Frid- 
rich heads the joint committee on 
Relative Profitability of Lines.—Epb 
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Fr WHEN SALESMEN 


Nott : 


the transcript of the first of a series 


Last month, I.D. presented 
of “conference” sales meetings held 
at Warner Hardware in Vinneapolis. 
The this “The 
nature and problems of industrial 


selli ng” 


in order to set the stage for 


topic of} meeting 


supply was deliberately 
broad 
future conference meetings on more 
specific phases of industrial supply 
selling, i.e., “How to overcome price 


“Hou 


use of factory men,” etc. 


objections” ; to make the best 
Participants 
included Warner sales manager Bob 
Staska; salesmen John Schultz. Milt 
Howe, Bob O'Keefe. Perry, 
Harold Solensten, and I.D. assistant 


Richard 


served as moderator. Ep 


Ron 


editor, Sandhusen, who 


This month, I.D. presents the second 
meeting in this series. which concerns 
itself with specific applications de- 


veloped by each of the participating 


salesmen in terms of how these ap- 


plications illustrate some of the key 
points brought out during the first 
meeting. 

For example, it was brought out 
that it is characteristic of industrial 
supply selling that sales are usually 
generated as a result of repetitive 
calls on different people in the same 
plant, during which different prod- 
ucts are dif- 
This 


usually in- 


discussed in terms of 


ferent operational problems. 


multiplicity of factors, 
volved in a particular sales situation, 
must be 
the 


handled in 


it was agreed, recognized 


and interpreted by successful 
such a 
to his 


Generally, it was agreed. 


and 
that 
advantage. 
this 


salesman. 


manner they will work 


“strategic” aspect of industrial 
supply selling is best handled by the 
salesman who is basically “problem” 
and “personality” oriented—who can, 
for example, analyze the attitudes and 
individual 


establish 


goals of customers in 


order to areas of mutual 


interest, and takes an active interest 
in locating plant problems and devis- 
ing applications to solve these prob- 
Product 


agreed, plays an important part in 


lems. knowledge, it was 
industrial selling strategy and tactics, 
although there was some disagree- 
ment as to how important a factor it 
was, and this topic was reserved for a 
future meeting. There was general 
agreement, however. that the success- 
ful industrial supply salesman rarely, 


high 


sales 


if ever, resorts to pressure 


talks, is 


flexible and quick to react to chang- 


tactics of “canned” 
ing sales situations and, as two of the 
participants put it, “wears well” and 
“knows when to turn it on and when 
to turn it off.” 

Here, then, is the transcript of this 
second meeting, which began with the 
above brief summary of the first 
meeting by the moderator and which 
now opens with a reference by him 
to a Warner “case study” scrapbook 
which lies open on the table before 
him. These scrapbooks, incidentally, 
contain “case study” write-ups of ap- 
plications developed by Warner sales- 
men and originally carried in Mill 


and Factory magazine. 


> MODERATOR: | the best 


way to handle this is just to leaf 


ouess 


through this scrapbook and pick out 
a typical application developed by 
each of you to illustrate some of these 
points made during our talk yester- 
day. John, here's one of yours. 
SCHULTZ: Well, the problem here 
was the costly, time-consuming labor 
involved in manually deburring small 
precision parts. Because it was a 
short-run operation, the cost of large 
tumbling equipment, which would do 
the job automatically, couldn’t be 
justified. | had been calling on this 
plant for years, and was pretty 
familiar with the problem, so when 


we took on this line of barrel finish- 


ing equipment, which is pretty com- 
pact and economical, | suggested to 
them that perhaps this might be the 
answer to the problem. A demonstra- 
tion proved that it would do the job, 
and now this equipment is saving an 
estimated 50 per cent in time and 
costs over the manual deburring op- 
eration. 

> MODERATOR: How 


say this application ties-in with what 


would you 


we've been talking about? 
SCHULTZ: Well. | 


might say it shows the importance of 


guess you 
knowing your customer’s operations, 
and keeping up with new develop- 
ments—like the tumbling equipment 

which will help streamline these 
operations, make them less costly and 
time consuming. You might also say 
this shows the repetitive aspect of 
industrial supply selling, because | 
had discussed this equipment with 
them a few times before they were 
ready for a demonstration. There are 
usually many considerations involved 
in making a decision to buy, all the 
way from “where are we going to get 
the money?” to “Do the savings 
justify the cost?”—and it helps to 
know about them and anticipate them 
when they come up. 


Barrel finishing equipment saved plant 
an estimated 50% over manual deburring. 


INDUSTRIAL DISTRIBUTION 





PART TWO: 


Vinneapolis 


applications, during 


salesmen discuss 


“conference” 


sales 


problems, 


sales meeting 


TALK ABOUT SELLING 


Recipe for a sale: Ability to cite product features and benefits “on the spot” helped 


salesman Solensten sell vernier calipers. 


> MODERATOR: Solly, here’s one 
of yours. 

SOLLY: Well, I had been calling 
they 
for quite a while, and 


on this plant make drilling 
equipment 
knew how much emphasis they put 
on precision. On one of my calls, | 
that 


McEvoy, was using spring calipers to 


noticed their inspector, J. J. 
measure castings, and | suggested to 
him that he could this job faster and 
more accurately with a vernier, be- 
cause he could get readings directly 
I also told 
him that 50 widely spaced gradua- 


instead of from a ruler. 


tions on the vernier blade make read- 
ings easily legible without a magnify- 
ing glass, that flush fitting vernier 
blades eliminate parallax and optical 
reading errors, and that he would be 
able to read all inside and outside 
side with 
improved accuracy. Anyway, he asked 


measurements fre m one 
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Also important: asking for the order. 


me to bring one over, which I did 
that same day, and he liked it, so I 
asked for the order, and got it right 
then and there. 
>» MODERATOR: 
tie-in with our discussion? 
SOLLY: I think it 
couple of points. First, I think it 


How would this 


illustrates a 


shows how important product knowl- 
edge is to the industrial supply sales- 
man. Getting in to see McEvoy was 
important, but being able to make 
that pitch got the order. 

Another point this illustrates ‘is 
the importance of so-called selling 
“techniques” in the industrial selling. 
For example, “ask for the order” they 
tell you, and I might not have gotten 
this one if I hadn’t. 

Another point, I would say, is the 
importance of observing little things 
when you're back in the shop, be- 
cause they can lead to big sales. 


>» MODERATOR: Milt, one of yours. 

HOWE: This was an application 
involving the external threading of 
a needle valve. The way they were 
doing it—using an acorn die—wasn’t 


giving sufficient concentricity and 
smoothness. | suggested a non-open- 
ing die head and arranged to bring 
in the factory salesman, who demon- 
strated the 


how it could do the job faster and 


die head and showed 
more economically, and would have 
the rigidity to give the needed con- 
centricity. They bought the die head 
and now estimate that they save 40% 
over what it used to cost them to 
subcontract this job. 

this 


exactly, except what John said about 


I don’t know what proves, 
knowing about your customers’ op- 
erations and being able to relate 
your products to them. Of course, it 
gets back to this idea of “wearing 
well” if you’re going to gain the cus- 
tomer’s confidence to the point where 
he will let you back into the shop. | 
suppose you could also say this ap- 
plication shows the importance of 
knowing when and why to call in a 
factory salesman, and being able to 
work effectively with him. 


continued 


Non-opening die head reduced costs by 
40% on external threading application. 
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Hobbing 


quired in a gear manufacturing operation. 


provided high precision re- 


> MODERATOR: One of yours, Bob. 

O'KEEFE: At this plant—the 
Hoist and Derrick Co. in 
the problem involved mak- 
the high 
tolerances required by modern engi- 
The method they 


American 
St. Paul 
ing 


gears to extremely 


neering demands. 


were using shaping the gear teeth 


on a shaping machine—simply wasn’t 
giving them this precision. I had been 
calling on chief industrial engineer 


Bill Tkacz the left 


for a couple of years, and when this 


that’s he on 


problem arose he talked to me about 
the possibility of converting to gear 
had _ sold hobs 


before for different applications. | 


hobbing—we them 
arranged for engineering advice from 


the suppliers which they provided 
along with standard pitch and special 
hobs now used on the gear making 


Hobbing 


greatly improved the precision of the 


operation. has not only 
gears but has boosted out-put. 

I suppose this case might be con- 
sidered an example of the importance e 
of “wearing well” because if I hadn’t 
“worn well” with Bill Tkacz over the 
and if he didn’t 


fidence in my ability to provide serv- 


years. have con- 
ice, | doubt if he would have given 
me a crack at this job. Of course, it 
also shows the importance of keeping 
in touch with what’s going on in cus- 


tomers’ plants. 


>» MODERATOR: Ron, one of yours. 

PERRY: This utility company had 
been using hand hack saws to cut 
cables and pipes used mostly in con- 
structing transmission towers, and [ 
suggested that a portable band saw 
would do the job faster and cheaper. 
I particularly hit heavy on the cost of 
for the 
operation, which runs to $3.00 an 


labor hand hack-sawing 
hour and more for construction men. 
Well, their major objection was that 
they didn’t think the power saw would 
be flexible enough to get into tight 
places, and cut all the different types 
of pipes, angles and cables involved 
in the construction of these towers. 
so I brought in one of these saws 
and put on a demonstration, under 
working conditions, which 
that the 


flexible as the hack saw 


actual 


showed band saw was as 
as far as 
getting into tight places went—and 
much faster and more versatile. They 
bought 12 of them. 

How does all this tie-in with what 


Maybe 


you could say it emphasizes the fact 


weve been talking about? 


that there are many factors involved 
in selling industrial supplies—as com- 
pared to selling vacuum cleaners— 
and the industrial supply salesman, 
as John pointed out, has to be able 
to anticipate and cope with them. In 
this particular case, for example, the 
particular use to be made of the 
product, the cost of labor, and even 
the attitude of the shop superintend- 
ent toward me were factors involved 
in the sale. This sale also shows the 


importance of live demonstrations. 


Familiarity with labor costs was a major 


factor in sale of portable band saw. 


>» MODERATOR: 


more question, which | think will 


| have just one 


wrap this whole thing up. You hear 
a lot about creative selling, and I 
suppose that that’s what we've been 
talking about. What is creative sell- 
ing? How would each of you define 
it? 

PERRY: Well, I would say crea- 
tive selling has to consider both the 
the 


dealing with, but there is no one set 


salesman and customer he is 


approach which is automatically 


“creative”. An approach is only 
creative in the sense and to the extent 
that the salesman can create his own 
effects. 

>» MODERATOR: Solly? 

SOLLY: Well, if you re going to 
talk about creative selling you first 
have to define what you mean by the 
word “creative”. I think it means to 
create, or to instigate, your approach. 
Creative selling is selling you have 
to start yourself. When you're in a 
shop, you have to create a demand 
for new applications. 

STASKA: And products. 

SOLLY: Yes, and products. 
> MODERATOR: John? 

SCHULTZ: Creative selling would 
be taking any particular product and 
showing the customer where he can 
use this product to his advantage, to 
save time and labor, which is money 
to him. You will have to take this 
product, know it, and show him how 
he can most benefit from its use. 
> MODERATOR: Bob? 

O'KEEFE: I think 


phases of this so-called 


the 


“creative 


one of 


selling” is to try and put yourself, 
with your product knowledge, in your 
customer’s position. In other words, 
try to imagine how you would do 
things if you were your customer, 
but taking the the 
knowledge you have of your product. 
>» MODERATOR: 
called” creative selling. Why do you 
qualify it? Do you feel that perhaps 


advantage of 


You say “so- 


the word “creative” is too strong to 


be used in relation to selling? That 


perhaps it applies too much to what 


is artistic, original, or what have you, 
to be used in this context, or what? 
O’KEEFE: No, just a slip. Indus- 


trial supply selling is definitely crea- 
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tive in my opinion, or at least it 
should be. 

> MODERATOR: Milt, how would 
you define “creative selling”? 

HOWE: Well, I believe creative 
selling is being alert to possible ap- 
plications for the product you have to 
sell, then creating a desire in the 
customer’s mind to have this product. 

STASKA: Maybe that suggests an- 
other good topic for one of these 
meetings: how do you create that 
desire in the customer’s mind? 
> MODERATOR: Good. Maybe I can 
come around when you do and cover 
it for 1.D. In the meantime, I'll just 
briefly summarize this meeting and 
then we can call it quits. 

Yesterday, we discussed some of 
the general considerations involved in 
industrial supply selling, and today 
we brought these considerations down 
to some specific elements involved in 
making a single sale. John Schultz 
noted the importance not only of keep- 
ing tabs on customer operations, but 
on new developments which will help 
to make these operations more efhi- 
cient. He also emphasized the im- 
portance of understanding how the 
customer can justify his costs. Soll) 
stressed the importance of product 
knowledge being able to cite facts, 
figures and product benefits right on 
the spot, and also the importance of 
asking for the order. Milt again 
emphasized the importance of know- 
about your customer’s operations and 
being able to relate your products to 
them, the importance of “wearing 
well” as a means of gaining customer 
confidence, and the importance of 
knowing when and how to work with 
factory salesmen. 

Bob O’Keefe stressed the impor- 
tance of developing areas of mutual 
interest with customers and Ron 
Perry illustrated the importance of 
being able to cope with diverse 
factors in making a sale. 

I would say you all agreed that 
industrial supply selling was “crea- 
tive”, particularly in the sense that 
the salesman must not only create 
ideas, but must create interest in 
these ideas. 

Thank you all for a very interest- 
ing and informative session. 
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The Conference Approach to Sales Training 


As described by Porter Henry during his recently held sales 
training seminars for distributor sales managers*, the “Confer- 
ence” meeting—of the type illustrated in this article—is based 
on the premise that “your salesmen are the world’s leading 
experts on how to sell your product to your customers in your 
part of the country .. . if they can pool their experiences, trade 
their techniques, share their individual ideas and specialized 
knowledge, they will all benefit.” 

Aside from this obvious benefit of providing a “pool” of expert 
knowledge, the conference meeting offers other benefits as an 
approach to sales training: It avoids “talking down” to veteran 
salesmen; provides an opportunity to hear both sides of a ques- 
tion; gives salesmen a feeling of participation; makes decisions 
arrived at decisions of the whole group, committing members 
of the group to the action suggested and increasing the chance 


for effective follow-through. 
Setting up a meeting 


Of key importance to the success of any conference type sales 
meeting is the ability of the moderator, or leader, to stimulate 
and maintain a good, lively session. To accomplish this, Mr. 


Henry offers the following suggestions: 


1. Set ground rules: Make it clear that you, as moderator 
will just guide the discussion, not talk on a subject yourself; 
also, that there will be no criticism, no forced agreement and 
no voting—just full and free discussion. 

2. Get the discussion started: There are four different types 
of questions you can ask to get the discussion started; if one 
doesn’t get a response, try the next: the “overhead” question 
(a general question to the group, without singling out one 
individual); the direct question (directed at a particular 
member of the group); the “case history” question (based on 
an actual sales experience) and the “let’s suppose” question 
(based on a hypothetical sales situation). 

3. Keep the discussion rolling: Stay impartial; ask questions 
that encourage participation, such as “Can anyone add anything 
to that?”: “bounce” direct questions asked of you back to the 
group; use the blackboard to list ideas brought up by the group 
in order to organize and structure the discussion as it goes 
along; politely handle the “talk hog” (don’t call on him; 
interrupt him to ask what others think of his idea), the “shy 
violet” (address direct questions to him), and the private 
conversationalists (stop talking and wait for them to finish 
their chat). 

4. Summarize the discussion: Advantages of having the men, 
rather than the leader, summarize: they will pay closer attention 
if they know they are going to be called on and, if two or three 
sum up, there is less likelihood that important points will be 
omitted. 


*Porter Henry and Co, New York sales consultant firm, was 
retained by NIDA-—SIDA to conduct 11 sales management 
seminars for distributor sales managers in 10 cities. The asso- 
ciations’ Joint Education Aids Committee made arrangements 


for the program. 
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1 case for salesmen: 


HOW YOU ANSWER 


THE TOUGH 
BLUNT QUERY? 


The question, when it came, was perfectly logical and ap- 
1 I y log 


DO 


propriate. It was also so completely unexpected that 


Pronto Supply Co. salesman George Cuttingham—much 
to his momentary chagrin—was without an equally logical 
and appropriate answer: caught, as it were, with his 
verbal pants down. 

He had been talking to purchasing agent Charles Pea- 
cock of EMP Systems Inc., a small producer of electronic 
assemblies for the aircraft and processing industries which 
only recently had begun construction of its plant in town. 
From conversations with other salesmen, his friend Gil- 
crist the banker, and the business editor of the local news- 
paper, George knew that EMP anticipated completion of 
its plant within three months and would begin limited pro- 
duction within two months. He also knew that the firm 
was actively casting about for sources of supply and had, 
as a matter of fact, already interviewed some local, and 
some not-so-local, distributors with an eye toward settling 
on two or three to handle the bulk of their requirements. 
Thus, as George sat down at the desk across from the P.A.., 


he was perfectly aware that he wasn’t “the first”, a com- 
petitive disadvantage he hoped to overcome by offering 
“the most”. 

Pronto Supply’s “most”, as Geerge went on to explain 
to the interested P.A., 
most complete stocks in town; top quality lines; fast 


included, among other things, the 


emergency service (“My home phone number is right on 


my calling card, Mr. Peacock”); knowledgeable inside 


“Ask for Joe Cimoli, Mr. Peacock; he knows 


more about products and applications than any man in 


salesman 


town”) and, of course, his own experience and back- 


ground serving other plants similar to EMP. 


It was a good, thorough presentation, which George 
had used successfully in the past on the few occasions 
when he called on new customers. In fact George was 
convinced that his presentation had been so good and 
thorough that he felt a momentary illogical resentment 
at Peacock for having spoiled it with this unexpected 
question: 

“You know, Mr. Cuttingham, what you've just told me 
is pretty much what every other distributor salesman I’ve 
best lines, fast service, 
Now tell 
really, why should I buy from you in preference to any of 
the others?” 


* What would you say to Peacock if you were sitting in 


interviewed has already told me— 


product-know-how, the whole package. me, 


George Cuttingham’s rather warm seat? 


Write your answers to Case Editor, InpustriaL Distrisu- 
TION, 330 West 42nd Street, New York 36, N. Y. 


(To find out how the case turned out, see page 142.) 
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The Rust-Oleum PEAK SEASON occurs when 
other product lines may enter a slack period! 





While Rust-Oleum coatings maintain high profit curve, (2) maintain your annual sales 
year ‘round sales volume, the Rust-Oleum and profit margins, and (3) hold down 
peak selling season usually occurs your cost per sales call. “No Siesta 
during the normal “Siesta Time” Ss Time” is another important reason 
for many other important product j why distributors concentrate upon 
lines. Your higher Rust-Oleum vol- : © Rust-Oleum in their key line selling 
ume, and higher Rust-Oleum prof- <= programs, and why Rust-Oleum 
its, during the summer time helps | “F ‘] fits hand-in-glove into your selling 
you to (1) level out your sales and activities. 


There is only one Rust-Oleum. tons Distinctive as your own fingerprint. 


RUST-OLEUM. 


STOPS 
RUST! 


RUST-OLEUM CORPORATION ®@ 2528 Oakton Street @ Evanston, Iilinois 
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extra sales opportunities with the 
high-quality, good aie 








KNOCKOUT TOOLS. tor electricians and 


es fidins of 5 


Knockout Punches Hydraulic Knockout Punch Ratchet Knockout One-Shot Hydraulic 
for 4%"-5" Conduit Driver and Punch Sets Punch Drivers Knockout Punch Drivers 


HAND and POWER BITS for 


/ [ / | / f / / 


Solid-Center Expansive Ship Auger __ Electricians’ Brace Bit Flat-Type Electricians’ Unispur Ship Auger Power Bit 
Auger Bits Bits Car Bits Auger Bits Extensions Power Bits Power Bits Power Bits Power Bits Extensions 


- 
* 


si aR 
} weer 
i * 


rae 
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Hollow Hollow Double-Flute Single-Filute Doudle-Spur Multispur Dowel Dowel Spur Adjustable 
Chisels Chisel Bits Routers Routers Machine Bits Machine Bits Bits Drills Machine Drills Countersinks 


Write for catalogs and prices on Greenlee 
tools. Cala/og 37-E ... knockout tools and other time- | F F T 
saving tools for electricians. Catalog 37-H ... hand and . 
power bits. Cata/og 36-M .. . mortising, boring, and 


routing tools for woodworking machinery. 1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 
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Even 25 tons is easy to handle 
when you use wire rope slings 


This hammer ram, for use in a 5,000-lb drop hammer, 
is about 5%-ft-square, and weighs nearly 50,000 Ib. 
Yet moving it about in the shop was a relatively easy 
job, thanks to the Bethlehem Torpedo No. 105 Slings. 

Bethlehem Torpedo No. 105 Slings are ideal for 
heavy lifts because they are fabricated by the loop-lock 
method in which the preformed strands are interlaid 
around the entire loop for greater strength. The Torpedo 
sleeve firmly anchors the loop-lock eye, forming a 


mechanically spliced sling which is resistant to wear. 


for Strength 
. - Economy 
. Versatility 


BETHLEHEM STEEL " 


Bethlehem Torpedo No. 105 Slings are made of 
Form-Set (preformed) Purple Strand Wire Rope, with 
IWRC—a rope which has good flexibility, and resist- 
ance to crushing and distortion. The slings are furnished 
in a wide range of sizes, enabling your customers to 
make a selection for virtually any lifting assignment. 


You can count on plenty of satisfied customers when 
you stock Bethlehem Torpedo No. 105 Slings. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Sales: Bethlehem Steel Export Corporation 
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repeat 
business : Pes ee 
builders 


and other high-precision work 


LVS 


MULTI-DUTY models for general use, 


perfect for light work, interchangeable 
parts provide quick changeover for 
multi-purpose operations. 


OVER 40 DIFFERENT SIZES ASSURE 
EXACT MATCHING OF CUSTOMER NEEDS 


That's how Ideal helps you meet all your 
customers’ metal turning needs from the 


heaviest work to the lightest of light jobs. an ae ne 
| complete lines . . . with over 40 different close tolerance results 

; where high load capacity 
sizes and types . . . in all popular tapers... is required, accurate 
competitively priced ... give you the to .0002. 


broad tool choice that helps build the highly 
profitable repeat business you want. 


Ideal’s national advertising in leading 
metal-working publications, action-urging 
promotion campaigns, hard-sell literature 
and new quick-reference catalogs —are 


all designed to help you close orders faster. 


Make sure you have ample sto ks on hand to 
provide that all-important fast delivery —it will 


help you build bigger repeat-business volume! 


PIPE POINT models for cylindrical 
turning of pipe, axles and 
other hollow shapes, six sizes 
SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS from 3%” to 744” dia. 


IDEAL INDUSTRIE $ ’ In C., 1000-H Park Avenue @ Sycamore, Illinois 
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A-C-F industries, inc. — WKM Div. 
Aldrich Pump Co. 
Atlegheny-Ludium Steel Corp. 


Alien-Bradiey Co. ; 
Allied Chem. Corp.— General Chem. Div. 
Allied Chem. Corp. 


Amer. pote Co.— 
Products Div. 
Amer. Pee & Construction Co. 


Babcock & Wilcox Co. 
Tubular Products Div. 
Bailey Meter Co. 
Baker Perkins Co.. Inc. 
erode tom Co. 
Barry Wr 
Wellington Sears Co. Div. 
Bath tron Works Corp. 
Pennsylvania —e bog 
Beckman instruments, | 
Scientific-Process sate. ‘Div, 
Bird Machine Co. 
-Knox Co. 
Buflovak —*. Div. 
a Co., E. W. 
ockwood Sprinkler Co. Div. 
Brass Co. 


Calumet & Hecla, Inc. 

Wolverine Tube Div. 
Cambridge Wire Cloth Co. 
Coneutane y Refractories Div. 
Carison, inc 
Carpenter stout Co. - Alloy Tube Div. 
Carrier Corp. -- Elliott Co. Div. 
Celanese Corp. of Amer 

.Cetanese Chemical Co. Dw 
Chemetron Corp. Tube Turns Div, 
Chicago Bridge & tron Co. 
Chicago Pneumatic Tool Co. 
Clarage Fan Co 
Combustion Engineering, inc. 

Air Preheatet Corp. Div. 
Combustion Engineering, inc. 

Lummus Co. Div 
Combustion Engineering, inc, 

Raymond Pulv. Div. 


one of America’s largest growth markets — 
placed at least seven pages of advertising in 
CHEMICAL ENGINEERING in 1960. Through these ads they have 

contacted for you the engineers and technical management men 
who are key buying influences for their product. These are the 
men you must always sell but can’t always get to see. These 
rnanufacturers have chosen CHEMICAL ENGINEERING to help 
you because survey after survey establishes this one magazine 
as the 3-to-1 choice of the Chemical Process Industries’ tech- 


Industries 


Here, for your personal reading 


\ 


2—*ha blue POOK” 


of Chemical Process Industries suppliers 


Commercial Filters Corp. 


Saran Lined Pipe Co. Div. 

Dow Corp. 

Dresser . inc. 
Roots-Connersville Blower Div. 
Connersville, ind. 

Ducon Co., Inc, 

Ou Pont de 
Pol i 

Duriron Co., inc. 

E -Picher Co. 


& Co., Inc. 


Corp. 
Electric Bond & Share Co. 
c Constr. Corp Dw. 
Everlast Co. 


tney Cor 
F awrbanks, Morse 4 to., Div. 
Fath Corp. 
Fischer & Porter Co. 
Fisher Governor Co. 
Flexitatlic Gasket Co. 
Flowtine Co, 
Food Machy. & Chem. Corp. 
Chem. Div. 


Cone Specias Products, Inc. 
pe na Co. 
Gartock, 
pte fir ok Trans. Corp. 
ter Co. Div. 


General Elec. Co. 

Schenectady 
Gias-Cot Apparatus Co. 
Goodrich Co., 8. F. 

industrial Prats. Div. 
Gosim-Birmpingham Mig. Co.. inc, 
Goulds Pumps, inc, 
Grennett Co., tne. 
Gustin-Bacon Mtg. Co. 
Hagan Chemicals and Controls, inc. 
Hardinge Co. 


. Refractories Div. 
Ohio Injector Co 
pest oan Kimble Glass Co. 
p. 


at Kelley Co., inc. 

Patterson-Kelley Co., inc. 
Heat Exchanger Div. 

Ptaudier-Permutit, inc. 
Ptaudier Co. Dw. 

Przer & Co., inc., “oongeeg 
Chemiral Sates Div 

Phetps pe Pt nage corp. 

Phitadetphia Gear 

Pittsburgn Coke & oe Co. 
Pittsburgh Chem. Co. Div. 

Pittsburgh Corning Corp. 


Potts Co., Horace 1. Speediine Div. 
Co., 


‘ey oes age gh 


To back up your own selling efforts these leading suppliers to 


nical decision makers. 
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Chemical Process 


330 W. 


Pressed Steel Tank Co. 
Proctor & Schwartz, Inc. 
Pullman, inc.—M. W. 


, Div. 
Co.~ ~ Chemicals Div. 


it, Regis Paper Co. ~ Div. 
5 site Bag 


St Ay * Shei! Chom. eile oe 
perry & Co a : 








BLA 
ime Eapt Div. 
strong ‘Scott’ he Co. 3 
Sturtevant 

Sun Shipbuilding & _ Dock Co, 
Taylor instrument Co @ 
Taylor-Wintietd Corp, ® 

Struthers Wells Corp. Div. 
Taylor-Wintield Corp, ‘ 

Titusville tron Ag Div. 
ovat bey Turbine 


ey Gull Sulphur Co. 
Thermo Electric Co., inc. 
Trane Co. 

Tranter Mig... inc 

Union Asbestos & Rubber Co. 
Union Carbide Corp. 


Haynes Steil 
Union Carbide 

Linde Co. inc., iv. 
Union Carbide areige Cine. 


Union Carbide C rows % Co. Div. 
United States Rubber Co. 
Mechanical Goods Div 


U. S. Steel Corp. 

U.S. vos pa obey 2 
Bridge Div. 

U.S. Steel ¢ Corp. 

Stainless Steel Div. 

Vogt Machine Co., fnc., Henry 
Wagner Electric Corp. 

Wallace & Tiernan, inc. 

Walworth Co. 

Walworth Co. 

Alloy Steel Pdts. Co. Div. 
Waukesha Foundry Co. 
Westinghouse Elec. Corp.— Boston 
ba ar Elec. Corp.-. Pittsburgh 
Wiegand Co., Edwin L. 

Wiltiey & Oy AR 

Wiliams Patent Crusher & Putv. Co. 
Worthington Cor 

Wyandotte Chomveme Corp. 

Michigan Alkali Div. 
Yarnall-Waring Co. 

Youngstown Sheet & Tube Co. 

Continental-Emsco Co. Div. 
Youngstown Sheet & Tube Co, 

Fibercast Corp. Div. 
7atles Brothers 


CHEMICAL 
ENGINEERING 


A McGraw-Hill publication, ‘@: @ 
42nd St., New York 36, N. Y. 
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Sales Get A Big Lift, 
Too, From This Continuous 





Give Safety A Big Lift 
with Union Tuffy. Slings 


Another Helpful, 
Informative Ad in 
Union's Tuffy has written a book. The purpose is work in hand-and-glove harmony to cut hoisting costs the 1961 Series to 


to make a mental! contribution to Safety-—one that will and down time in every kind of materials handling 786 534* 
rT . . ; ? ’ 
supplement the physical safety factors Tuffy Slings Four Special Union Wire Slings Readers of 


In addition to famed Union Tuffy Slings, Union Wire 
Rope offers, in a full range of sizes 


The many Tuffy Tips in the book, on the proper use of 1. Hand Braided six and eight-part slings National Safety News 
lings and hoist lines, will prove almost as helpful in 2. Uni-ply—a flexible multi-part rope laid sling with Plant Engineering 
providing longer service as has the patented 9-part pressed-on metal ferrule M d M t aa 
machine-braided wire fabric construction of Tuffy Press-Grip wire rope sling with pressed-on metal ferrule ogern : ateriais 

lings. Send for this book no charge to sling users. See Uni-Grip wire rope sling with return loop splice and Handling 

how Tuffy-Tips, Tuffy Slings and Tuffy Hoist lines pressed-on metal ferrule Factory 


Steel 
Purchasing 


* Total circulation 262,178. 
» of all compensa 1. “Tuffy Tips.” Many more safety Audience estimated at 


hints. Tells how to get longer service 3 readers per copy. 
from slings and wire rope. Chock-full 
of do's and don't’s to save money 

2 Tuffy Sling Handbook Helpful t UNION TU FFY 
data on the selection and use of slings f ; 


have contributed through a unique combination of 
strength and flexibility 


Union Wire Rope Tuffy Tips on safe use of Slings and Hoists 
Safety Council Cites Factors In Lifting Injuries: Free! Two Valuable Tuffy Handbooks 


ouncil points out 





- DISTRIBUTORS— 


types, dimensions, weights, fittings, | / 
rated loads, safety-approved signals 


| 
~—A aly get live leads from the 


= 
a] 





S elie toda Write Union Wire Rope, Armco Steel aA hundreds of requests 
body is in an awk Corporation, 2100 Manchester Ave 46 eS we receive for these 
Kansas City 26, Missouri two books 


Write for information 
on the Union 
Distributor Plan. 


ARMCO Union Wire Rope 


V 
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Most Trusted Trademark in the Vaive World f \ 
S i | }, * 


Jortons Brog 
it’s on IRON 


-_ 


Most Trusted Trademark in the Valve World 


p> 


Jortons Broy 
It’s on BRONZE 














WHATEVER THE TYPE 
the “DIAMOND” Says It’s Tops 


JENKINS DISTRIBUTORS have the most valuable exclusive feature in the valve 
world to simplify selling and assure customer satisfaction. The famous 
Jenkins “Diamond” mark answers all questions about design, construc- 
tion, performance. Any valve buyer, seeing this mark, immediately grants 
“this valve is tops”. 





ee 


JENKINS 


Most Trusted Trademark in the Valve World ‘ Py 4 
~* MOST TRUSTED TRADEMARK IN THE VALVE WORLD 


2 | VALVES 22 


it's on CAST STEEL 






Sold Through Leading Distributors Everywhere 





a e ih 
imagineerin g that’s the bold new look at Screw & Bolt that 


appeals to industrial distributors! IJ Imagineering is that combination of 
planning, manufacturing know-how and the most modern facilities that gives 
distributors the widest range of fasteners in just one source If Imagineering 
means research and development which result in products of unexcelled qual- 
ity and dependability—and packaging designed with the distributor in mind 
@ /magineering means reduced inventory requirements through “on-time” de- 
livery of what you want—when you want it—where you want it HJ Make the 


=a 


“>. SCREW AND BOLT CORPORATION 


OF AMERICA - P.0. 80x 1708, PITTSBURGH 30, PA. 
/ Plants: Pittsburgh, Pa. Gary. Ind. Southington, Conn. Norristown, Pa. e Warehouses: Portland, Ore. Denver, Colo. Atlanta, Ga 


cs Imagineering... for greater fastener progress 
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POWELL PERFORMANCE PAYS OFF 


Any way you look at it, Powell performance really pays 
off. Take “availability” for instance. 


You'll find that Powell makes just about any type of 
valve you may need—for oil, water, gas, steam, air 
and corrosive fluid applications. The same holds true 
for virtually any temperature and pressure. What's 
more, you'll find Powell valves are available in in- 
dustry’s widest selection of bronze, iron, steel and 
special alloys—from aluminum to zirconium. (The fact 


es 


iy a 


is, Powell pioneered application of special alloys in 
valve design.) 


In short, you'll find Powell performance also includes 
outstanding availability—of exactly the type valve you 
need. And, since Powell maintains large stocks both 
at the factory and key points across the country—you 
get exactly what you need, when you need it. For further 
information, contact your nearby Powell Valve distrib- 
utor or write The Wm. Powell Co., Cincinnati 22, Ohio. 


sien 
4 ¥ 
¢ Ad . 


~ 


115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VALWES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 
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Keystone Use-Matched Coolant 
raises production speeds 45%, 
extends tool life 40% 


This manufacturer of electrical equipment had a 
production step which involved the machining of 
light-weight, high strength titanium forgings. The 
problem was to find a suitable cutting fluid for this 
hard-to-machine part. 


Switching from conventional oil-type cutting fluids to 
a water-type product developed by Keystone, brought 
almost spectacular results. The new coolant, 
Keystone No. 106, provided faster speeds and feeds, 
better dimensional control, smoother finishes, 40% 
longer tool life, and production was increased 45%. 


To Keystone, these results were not surprising. No. 106 
Coolant was especially developed by Keystone to 
provide the high lubricity of straight cutting oils, 

plus the superior cooling properties of water-type 
lubricants. Ideal for machining all metals except 
Dowmetal and other magnesium alloys, it is odorless, 
smokeless, and nonflammable. In short, its 

properties are matched to its job. 


where 


can this case study 
help you close an order? 


Wherever there’s a lubrication problem, there’s a 
Keystone specialized lubricant that is matched to 
the job. As a Keystone distributor, you have one of 
the nation’s largest stocks of special formula 
lubricants, ranging from bricks through semi-solid 
and liquid greases, to light penetrating oils and 
coolants. This nationally advertised case history is 
helping to pre-sell your customer, so you can help 
him pin-point the one Keystone lubricant especially 
developed to step up his performance, end waste, cut 


downtime, or stop costly wear in a specific application. 


If your customers are not getting the most from 

their present lubricants, tell them about Keystone’s 
broad line of cost-cutting lubricants, and about 
Keystone’s free Engineering Service. Remind them, 
too, that all Keystone lubricants carry a no-quibbling 


guarantee of at least a 10 percent saving over their 
present cost of lubrication, including labor required for 
application—a guarantee made by 
no other lubricant manufacturer! 


KEYSTONE LUBRICATING 
COMPANY, 21st & Lippincott 
Sts., Philadelphia 32, Pa. 


TRADE MARES FEO. U.o. PAT. OFF. 


SPECIALIZED 
LUBRICANTS 


SS a ee ee 


HERE IS REAL 
SALES ASSISTANCE 


The Keystone Cutting and Grinding Fluids Booklet (BK-21) 
shown here is just one of the many sales aids offered by 
Keystone to help pre-sell your customers. In addition, 
national advertising and publicity means you are selling a 


known name and known quality. And that saves selling time. 


Se ee 


Established 1884 
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ALLGAPITOL FITTINGS 
give you these 
benefits 
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SAVE MAKE-UP TIME 
ASSURE PRESSURE TIGHT JOINTS 


Careful inspection assures true alignment for faster make-up. Army-Navy 
gauging procedure guarantees full formed threads for pressure tight 
joints with any CAPITOL screwed fitting. The same care and skilled 
workmanship for all classes of CAPITOL pressure fittings 

assure trouble-free installations. 


COMPLETE PROTECTION FROM CORROSION 


All Capirot fittings are fully protected against corrosion. 
Job-determined coatings that have proved most effective are applied 
according to general uses of each type of fitting. Special coatings are 
available when needed. 


ALWAYS SPECIFY 
CAPITOL FITTINGS 


Specify CAPITOL to assure job-tested fittings. Steel 
fittings assure no sand holes, no porosity. Every 
CaPITOL fitting equals or exceeds all published 
specifications for its size and pressure, 

All are conveniently packaged and 

protected to ensure delivery 

in factory finish condition, 
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SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 











rue HOLO-KROME scee 


Ww CORPORATION 


es ~ - ee ee 
HARTFORD 10, CONNECTICUT, U.S.A 


June 1, 1961 


Mr. Charles S.Mill, Publisher 
PURCHASING WEEK 

330 West 42nd Street 

New York 36, New York 


Dear Mr. Mill 


Our select group of Authorized Industria! Distributors is an 
essential! and integral part of the Holo-Krome team.... as vital 
to our success as any member of that team. We assist and pro- 
mote their selling efforts; we stand squarely behind their contact 
with their customers. 


Holo-Krome's Research & Development Division continues to 
investigate newer and better methods to produce and improve our 
product line. Holo-Krome's revolutionary new patented THERMO- 
FORGED process is a direct resultof this ‘investment in our future’ 


Keeping informed of present and future market conditions and 
trends is accurately accomplished by our Market Research program. 
A recent number of successful marketing decisions stemmed from 
this research 


We are aware of the increasing need for quick, accurate prod- 
uct communication between the manufacturer and the purchasing 
function. PURCHASING WEEK with its unique format and concen- 
trated circulation is included in our Market Development Program 
to carry our message to that segment of the buying influence. 


Our advertising is continually monitored through the extended 
services of PURCHASING WEEK's Reader Feed-Back Studies. These 
studies are most helpful in measuring the effectiveness of our cur- 
rent advertising. 


Very truly yours, 


THE HOLO-KROME SCREW CORPORATION 


R.A. Modig 
Vice President - Sales 


RAM/bd 
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The Holo-Krome Screw Corporation recognizes 
the importance of the industrial distributor in their 
marketing plans. 

Mr. R. A. Modig, Vice President — Sales, of Holo- 
Krome describes this vital role with these words... 
“Our select group of Authorized Industrial Distrib- 
utors is an essential and integral part of the Holo- 
Krome team... as vital to our success as any mem- 
ber of that team. We assist and promote their selling 
efforts; we stand squarely behind their contact with 
their customers.” 

Part of the assistance and sales support provided 
by Holo-Krome is represented by the product folders, 
mailers and catalogs shown here. Product Exhibits 
in trade shows is another important contribution. 
In addition, Holo-Krome maintains a consistent ad- 
vertising program in leading business publications. 
Among those picked to carry the Holo-Krome mes- 
sage to key personnel in industry is PURCHASING 
WEEK. 

Mr. Modig has this to say about his program cur- 
rently appearing in PURCHASING WEEK... “We 
are aware of the increasing need for quick, accurate 
product communication between the manufacturer 
and the purchasing function. PURCHASING WEEK 
with its unique format and concentrated circulation 
is included in our Market Development Program to 
carry our message to that segment of the buying 
influence. 

“Our advertising is continually monitored through 
the extended services of PURCHASING WEEK’s 
Reader Feedback Studies. These studies are most 
helpful in measuring the effectiveness of our current 
advertising.” 

Mr. Modig and Holo-Krome are among the rapidly 
growing number of industrial suppliers who adver- 
tise in PURCHASING WEEK. Here are some of the 
reasons why: 


1. To make contact with 25,000 key Purchas- 
ing Executives throughout industry and 
business. 

2. To give sound reasons why their products, 
materials or services should be bought 
through you. 

3. To support your local selling efforts. 

4. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to adver- 
tise regularly in PURCHASING WEEK. 


Purchasing Week 


CGRAW-HILL'S NATIONAL NEWSPAPER PURCHASING 


a 


c/ vo : 
i ABD 330 WEST 42nd ST., NEW YORK 36, N. Y. 
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Complete tine (16 models). Wherever you find a and power transmission engineers. In addition, a comprehen- 
90° power takeoff requirement in the “% to 5 hp range, sive, up-to-date catalog giving complete data on ANGLgear 
you can usually solve the problem with ANGLgear. is available. All leads from national advertising are turned 
These standardized right-angle drives are available from over to distributors. 


71 


factory stock in 43, 1, 2% (new) and 5 hp ratings with If you are not now carrying ANGLgear but are interested, 


| » 9 


choice of 1:1 or 2:1 gearing and 2 or 3-way shafting. write for further information. There may still be a territory 
Selection like this means that in most instances you can near you that is open. 
recommend a standard model and close the sale quickly 


.. » With minimum paperwork. 


Unlimited market. The market for ANGLgear is 
as broad as industry itself. OEM or replacement, if the 
application involves right-angle drive, you have a po- 


tential sale for ANGLgear 


Easy to sell. The advantages of ANGL gear over 
other types of drives are immediately apparent to en- 
gineers and production men—advantages such as smaller 
size, lower cost, easier installation, less maintenance, 


greater safety, and ready availability from stock. 


Protected distributorships. ANGlLgear is 
sold only through established distributors of industrial 
transmission products. It is never sold direct to the user. 
Stocking distributors get 100% protection for all the 


business they can handle Addition of the new 2% hp unit (top right) brings the ANGL gear line to a 


total of 4 basic sizes, 16 different models offering a variety of gearing 


Nationally advertised. ANGlgear is adver- 


; and shafting options. ANGLgear is an active seller, assuring you profit- 
tised regularly in trade magazines read by product design 


able use of stockroom space and a quick return on inventory investment. 


Engineered Equipment for Aircraft and Industry 


AIRBORNE ACCESSORIES CORPORATION 


HILLSIDE 5, NEW JERSEY 
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WOULD YOU RATHER HAVE... 


this much profit... 


Black & Decker’s good profit 


Margins run the length of the Black & 
Decker tool line. Every B&D tool is a good 
ticket item, each offers you a healthy profit. 
For almost every tool sale you make, you open 
the way for still more solid selling with B&D’s 
many accessories, attachments and service 
sales. The complete line your customers have 


Black e« Decker: 


key line to profit growth 


August 1961 
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or this much profit? 


to choose from, and the well-known name they 
have to go by... both of these advantages 
give your salesmen a greater persuader for 
closing deals, offer you a much wider area for 
opening new sales. 

Good profit margins is just one of Black & 
Decker’s keys to successful Key Line selling .. . 
and better business for both of us. 


The Seven Keys to More Profit 
1. Broad Markets 2. Complete Line 
3. Aggressive Promotion 4. Quality Products 
5. Expert Field Assistance(@Good Profit Margins) 
7. Product Service 
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Distributors really have something to shout about! The A. 

new OI C Partnership Plan is full of intriguing new features H OW 
ready to be integrated into this year’s sales campaigns. 

Valve distributors, like yourselves, have developed effective OIC 
marketing ideas which will be focused on your markets by 

OIC. If you plan maximum growth in tomorrow’s profitable replace- 

ment markets, now is the time to know all the details about O I C’s BUILDS 


plan for successful distributors. It costs nothing to look it over. 


The entire plan is explained in this easy-to-read booklet. ENTHUSIASTIC 


Send coupon for your free copy today. 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC DISTRIBUTORS! 


The Ohio Injector Company 
243 Main Street, Wadsworth, Ohio 


BRONZE, IRON, Ly Please send me a copy of the O01! C Partnership Plan. 
ALVES FORGED STEEL, , : ome —_— 

CAST STEEL AND - 

DUCTILE IRON VALVES \ Fa y Company — - - 


Street 





THE OHIO INJECTOR COMPANY, WADSWORTH, OHIO - 
ity 
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MANUFACTURER PUTS SALESMEN ON THE LINE 98 


Fluid Controls, Inc. tops off training sessions for distributor salesmen by intro- 
ducing them to the assembly line where its valves and other products are 
assembled and tested. The “roll-up-the-sleeves” stint on the production line 
insures, says the company, that salesmen are thoroughly familiar with products. 


STEEL MAKERS WOO THE SERVICE CENTERS 100 


Armco Steel Corp. is among several stainless steel manufacturers who are embark- 
ing on ambitious programs to woo more and better outlets for their products. The 
wooing takes the form of extensive sales training sessions, graphic visual aids 
at sales meetings, while one steel maker has announced a management training 


yxrogram for steel service center executives. Objective: more stainless sales. 
prog 


DISTRIBUTORS, MANUFACTURERS TO MEET 108 


Final plans have been made for the ASMMA sponsored, First Industrial Distrib- 
ution Council, to be held in Cleveland’s Statler-Hilton Hotel, September 
11-12. Suppliers and distributors will discuss problems affecting industry. 


PURTELL VIEWS INDUSTRY 120 


William A. Purtell, former U. S. Senator, is back manufacturing and selling 
to industrial distributors. As president of Electric Soldering Iron Co., he 
gives his views of the industrial distribution field, its problems, and future. 
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STEEL TAPES 


Line of steel tapes, Series C530, fea- 
tures a %,-in wide tape line of high 
steel 
corrosion-resistant, 
finish. 
Graduations and figures are bonded 
to the steel below the 
finish for durability and readability. 
feet, 
eighths with red foot figures before 
mark total feet 
inches at a Cases for 


tapes are electroplated steel sections 


quality tempered tape with 


1 
a hard-wearing. 


multi-plate “Satin Chrome” 


and recessed 


Graduations are in inches and 


every inch to show 


and glance. 


covered with wear and weather re- 


sistant red Vinyl secured by a heavy 
concave-convex 
In 25, 33. 


L. S. 


nickel plated ring. 
50, 66, 75 and 100 ft sizes. 


Starrett Co.. Athol, Mass. 


Pneumatically operated tapper for 
light tapping in sheet metal field 


Lightweight. 
tapper, model 400-T, is a pistol de- 


pneumatically operated 


sign tool for easy hand operation. 
At 400 RPM, spindle normally runs 
in a forward or right hand direction. 


Cutting direction of the tapper may 


be reversed by simply squeezing 
reverse button on handle. Releasing 
button forward 


again. Air power is controlled by 


actuates movement 
ON-OFF valve on pistol grip handle. 
Capacity of tool is #10 to 3's-in USC 
or USF, with best results achieved 
by using two flute gun taps. Has 
muffled Mfg. Co., 


Springfield, Ohio 


motor. Airetool 


Axial pump adjustment reduces 
wear costs and maintenance 


Axial adjustment of semi-open im- 
peller on all of company’s heavy-duty 
end suction centrifugal pumps offers 
following stated advantages: (1) per- 
mits regulating capacity and head, 
and adjustment for impeller wear; 
(2) shaft adjusting nut prevents any 
forward axial movement of impeller 
during pump operation, and can be 
locked in position. No new part is 
needed for this adjustment. Deming 
Co., Salem, Ohio 


Perforated V belt 
features design improvements 


Design changes on perforated V Belt 
produces both plates pre-bent, obviat- 
ing injurious bending stress at ex- 
treme curvature. New design allows 
fastener to follow angle even over the 
smallest diameter pulley. All screws 
are of a strong alloy steel instead of 
the original brass. Rockwood Pulley 
Mig. Co., Inc., 20 Crosby St., New 
York 


WALL ROPE COILS 


“Compact Coils”—prepackaged ma- 
nila and synthetic rope—are tightly 
50 and 100 ft. 


lengths, allowing storage of spare 


wound and tied in 


lengths in clean condition, idenfica- 
tion at any time by a protected label 
showing type, size and length. In 14, 
3Q and 1%-in diams. in 50 ft. coils, 
and 14 and %-in sizes in 100 ft. 
lengths. Wall Rope Works, Inc., 48 
South St., New York 5, N. Y. 


Air powered tools permit full 
automation on precision work 


Portable and stationary models of 


*Tru-Feed” and 


“Tru-Feed” tappers permit full auto- 


company’s drills 
mation on time consuming precision 
work. Drill is a compact, pneumatic 
powered tool using a precision lead- 
screw to provide positive mechanical 
Models drill 
holes from 1% to 114-in diams. At 


feed in drilling holes. 


end of stroke, tools return to shut-off, 
or cycle may be stopped at any de- 
sired point. Spindle speeds range 
from 75 to 4400 RPM. Tapper is de- 
signed for production thread cutting 
on either portable or stationary ap- 
plications, taps in sizes from 0 to 1-in 
diam. “Controlled pitch” lead screw 
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Improved Products with Sales Possibilities for Industrial Distributors 





feed prevents tearing or stripping of 
threads and tap breakage. One con- 
trol button activates tapper thru its 
start and stop cycle. Tapper can be 
Used 


with drills, tappers may often be in- 


actuated by remote poppets. 


serted in same mounting fixtures. 
Maximum stroke ranges from 1'-in 
in model 93B-00 to 3-in in the 93-B-5. 
Gardner-Denver Co., Quency, Ill. 


ELECTRIC GRINDER 


Nine-inch heavy-duty electric grinder, 
model 1270, is intended for applica- 
tions where heavy grinding or sand- 
ing of large areas is involved. Heavy- 
duty “momentary” switch contributes 
to ease of operation, safety. Unit is 
designed for use with a 6 x 434 x 2-in 
flared wheel, 9-in 


cup depressed 


center wheel, 6-in cup wire brush, 


or 9-in sanding disc. Operates at 
5000 RPM, draws 13 amps at 115 
Albertson & Co., Inc., Sioux 
City, lowa 


volts. 


Hose nipples for rustproof 
pipe. hose connections 


Hose nipples of extremely rugged, 
high quality cast brass provide long- 
lasting rustproof connections between 
pipe and hose. Standard sizes of male, 
double female, and male and female 
hose nipples are available for imme- 
diate delivery. Swift Lubricator Co., 
ea 


Inc., Elmira, 
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Weld couplets easily adapt 
to any pipe or vessel curvature 


Weld couplets feature “weld ring” 
which allows easy adaptation to pipe 
or vessel curvature by simply adjust- 
ing the height position of the couplet 
in the opening when welding. This 
characteristic assures correct posi- 
tioning and alignment, a_ stronger 


weld without distortion, no inside 
“icicles” of welding material. Cou- 
plets are available in threaded or 
socket weld types, in sizes from 4 
thru 2-in, in carbon steel conforming 
to A.S.T.M. Other 


materials available. Henry Vogt Ma- 
chine Co., Louisville, Ky. 


specifications. 


PILOT-LOADED REGULATOR 


Pilot-loaded regulator package com- 
“173” high pres- 


sure regulator assembly and stand- 


bines a cast iron 


ard diaphragm with an O80R pilot 
to provide precise regulation at out- 
let pressures and capacities in ex- 
cess of those controlled by the stand- 


Unit 
has an operating range of 10 to 100 


ard high pressure regulator. 


psi gage inlet pressure, 2 to 20 psi 
gage outlet pressure. Its capacity 
ranges from 2000 to 15,000 cfh of 
0.6 gas, dependent on pressure and 
Unit can be 
wherever accurate control of 


orific size combination. 
used 
outlet pressure must be maintained 
over full capacity ranges. Available 
in l-in x l-in standard and 34-in x 
34-in optional connection sizes. Rock- 
well Mfg. Co., Meter and Valve Div., 
390 N. Lexington Ave., Pittsburgh 8, 
Pa. 





Piston pumps and motors rated 
to 180 GPM and 5000 PSI 


Series 120 line of angle type piston 


pumps and motors feature a wide 


variety of controls, high-pressure 
capability, instant response to con- 
trolling signal, and reversible flow, 
are recommended for any application 
requiring high pressures, flows. Units 
are available as either pumps or 
motors, with fixed or variable dis- 
placement. Pumps operate at 1200 
rpm with atmospheric intake and at 
1800 rpm with supercharging, per- 
mitting use of standard electric drive 
motors. Pump delivery at these speeds 
is 120 and 180 gpm respectively. 
Maximum displacement is 23.7 cu-in 
per revolution, maximum torque is 
378 lb-in per 100 psi. Vickers Inc., 
Div. Sperry Rand Corp., Detroit 32, 
Mich. 





SIX TESTED 
SALES IDEAS 
FROM 3M 
TO TURN 
PROSPECTS 
INTO 


CUSTOMERS 


Everywhere you go—in every shop, in every plant, in every 
industry you'll find selling opportunities for “3M” Brand 
Coated Abrasives and “SCOTCH” BRAND Pressure-Sensi- 
tive Tapes. Yes, it pays to be a 3M Distributor—here are 
just a few of the reasons why: 


TOP QUALITY PRODUCTS »* STEADY PROMOTIONAL 
SUPPORT * NEW PRODUCTS FIRST »* CONSTANT 
SUPPLY OF SALES HELPS + FACTORY TECHNICAL 
ASSISTANCE. 


Know... sell... profit with products of 3M Research. 


Miiemesora 


ianvractrurine COMPANY 





.- WHERE RESEARCH IS THE KEY TO TOMORROW 


META The welded and solder-filled 

joints on these steel cabinets 

. are quickly blended toa 

e CABINETS: smooth pre-paint surface 

with 3M Type “‘C’’ Discs. These fast-cut- 

ting 3M Discs are ‘‘balance constructed’’ 

to stay sharper, run cooler and resist filling. They out- 

perform competitive discs, provide a more uniform 
finish time after time. 


zs S oe 
2 (A 


’ i 

METAL A “PG” Wheel on a portable 
grinder removes scratches, 

. burrs, and other defects from dies 

to DIES: right in the press. Flexible ‘‘PG’’ 
Wheels conform to curves and contours, 
get a difficult job done in just 30 minutes. 


Eliminate 12 hours downtime required by previous 
die-cleaning method. 
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FUEL Painting decorative trim on odd 

shapes such as these motorcycle 

e gas tanks is faster and neater 

@ TANKS: with ““SCOTCH"’ BRAND Mask- 

Z q ing Tape. Strips of tape stick at a touch, 
conform to curved surfaces, give sharp, 

clean color separations every time. After painting, 


tape removes easily, leaves no jagged edge or 
adhesive residue. 


No. 447 General Pur- 


PROCESSIN pose Pads of ‘‘SCOTCH- 

. BRITE” Brand Cleaning 

* EQUIPMEN * Material make quick 

work of production line cleanup. These 

rust-proof nylon pads go to work instantly 

with water or solvents to scour away grease and dirt 


. . » provide a smooth, grime-free surface on tanks, 
vats, conveyors and other equipment. 


om 


we , 5 aul 
‘ee r "* ; ; 

; $ a 

x ¢ “ 





“SCOTCH” BRAND 
Double Coated Tapes 


NONFERROUS 

@ CASTINGS: jreratociamp parts where 

you want them during machining and fin- 

ishing operations. This sticky-on-both- 

sides tape goes on quickly, holds any metal like a 


magnet, even under a flood of cutting fluid. Speeds 
cutting, grinding and milling operations. 


August 1961 


This fabricator of stain- 


RESTAURAN less steel food equip- 

« ment smooths weld 

@ COUNTER * seamswith “Three-M-ite’’ 

Cloth Belts. These fast-cutting 3M Belts 

remove excess weld material in half the 

time required by a previous method, provide a straight- 


er scratch pattern, and leave a superior surface finish. 
3M Belts last longer, too... help lower production costs. 





SELF-LUBRICATING CHAIN 


“MSL” line of self-lubricating power 
transmission and conveyor chains are 
now available in 1-in pitch, American 
Standard No. 80, in single, double, 
quadruple strands, in 


triple and 


riveted or cottered type. Average 
ultimate strengths range from 13,000 
lbs., in single strand to 52,000 lbs. in 
quadruple strands. Self-lubricating 
chain outlasts conventional chain by 
up to 5 to 1, maker claims, in operat- 
environments where 


ing adequate 


lubrication is a problem. Applica- 
tions in agricultural machinery, food 
printing, 


processing, packaging, 


materials handling, textile, 
chemicals and mobile portable equip- 
ment. Foote Bros. Gear & Machine 
Corp., 4545 S. Western Ave., Chicago, 


Til. 


paper, 


Speed reducers available in 

ratios from 34:1 to 394:1 

Fan-cooled helical worm gear speed 
approxi- 
mately 34:1 to 394:1, come in seven 


reducers, in ratios from 
sizes from 4 to 12-in center distances. 
Gears are of high hardness steel, and 
worms in secondary reduction are 
machined from medium carbon steel 
hardened by “Flamatic” process to 
provide hardness below root diam., 
a core of medium strength. On larger 
sizes, both primary and secondary 


86 


gear trains share a common housing, 
with separate housings used on 4 
through 6-in sizes. In all sizes, gear 
oil bath. 


Shafts are supported by ball and 


reductions share common 


tapered roller bearings sized for 
heavy radial and thrust load capacity. 
Cleveland Worm & Gear Div., Eaton 
Mfg. Co., 3300 E. 80th St., Cleveland, 


Ohio 


~<) 


EQUIPMENT THERMOMETERS 


Series 8000 equipment thermometers 
are vapor tension actuated, will serve 
as remote temperature indicators for 
use with equipment such as food dis- 


milk 


gas en- 


play cabinets, refrigerators, 


coolers, ovens, diesel and 
gines, temperature operated valves 
etc. Units are center back connected, 
and normally panel mounted, but 
may be custom designed for indi- 
vidual applications. Available op- 
tionally with front or rear-adjusted 
Zero Set which requires only a screw 
driver for recalibrating. Dial sizes 
are 2, 2144 and 31%-in. U.S. Gauge 
Div., American Machine and Metals, 


Inc., Sellersville, Pa. 


Anti-rust paint can be applied 
satisfactorily over damp surfaces 


Special grade of “Rustrem” black 
anti-rust paint, called “Rustrem-MS”, 
combines a heavy bituminous alkyd 
base with a_ special penetrating 
vehicle containing dialkyl dimethyl 
ammonium chloride, which is said to 
“cut” through moisture to surface 
Paint forms a shiny black 


elastic coating within 4 hours after 


metal. 


application, resists dampness, mild 
industrial acids and fumes, grease, 
oil, drying effects of sun and extreme 
temperature changes. Retards corro- 
sive effects of salt water. In 1 and 5 
gallon cans, 55 gal. drums. Applies 
with brush, spray or roller. Speco, 
Inc., 7308 Associate Ave., Cleveland 
9, Ohio 


Pneumatic booster pump boosts 
shop air line pressure 


Redesigned pneumatic booster pump 
is particularly applicable where there 
is a drop in shop air line pressure, to 
insure that the pressure at the point 
of operation is assured during the 
application of the air pressure on a 
Unit is 
self-contained, will produce a maxi- 


given piece of equipment. 


mum output pressure of 300 PSI on 
of 80 PSI. 
fittings, line filters, lubricators and 


an air line Necessary 


gages are included in one power 


package. Dayton Rogers Mfg. Co., 
2824 13th Ave. South, Minneapolis, 
Minn. 


CAST IRON GRINDER STANDS 


Three-leg base on company’s Model 
25331 and 25332 grinder pedestals 


provides a sturdy work stand on level 


or uneven floors. Permanent installa- 
tion is assured on any type flooring 
because base legs have pre-drilled 
holes. Openings are pre-drilled in 
top platform for fast installation of 
grinders and other light machinery. 
Model 25331 weighs 33 lbs., has a 
614 x 8-in top; Model 25332 weighs 
46 |bs., has a 9 x 11-in top and in- 
cludes a built-in water pot. Skil Corp., 
5033 Elston Ave., Chicago 30, Til. 
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Compact ball-bearing nut design 
solves limited-space problems 


Small-diameter nut for ball-bearing 
screw assemblies (pictured, lower 
right) has outside diam of 0.400-in 
—20 per cent smaller than previous 
design (upper right). Pictured as- 
sembly has a ball circle diam. of *- 
in, is fitted with balls only 1 mm in 
diam. Actuator Operation, Saginaw 
Steering Gear Div., General Motors 
Corp., Saginaw, Mich. 


[| — act tls So 


Midget clamping tool 
secures minute items 


Midget “PowRlock” is a power clamp- 
ing tool for securing such small items 
as electric and electronic parts, con- 
trol mechanisms, and aircraft and 
missile parts. Wilton Tool Mfg. Co., 
Inc., 9525 Irving Park Rd., Schiller 
Park, Iil. 


Bits are designed for 
use with impact wrenches 


Line of bits is said to enable tele- 
phone and utility linemen working 
on poles or platforms to use impact 
wrenches for hole-boring as well as 
nut-tightening thereby 
speeding, simplifying pole work. Bits, 
designated No. 159-W, are single- 
twist, feature a heavy 154-in long 
hex shank that fits any standard 5%- 
in impact wrench adapter. Deep re- 
taining recess in shank snap-locks 
bit into the quick-change chuck on 
impact wrench. Bit has outlining 
spur for smooth, deep-hole boring; 
coarse screw point, one spur, and 
one side lip for long service life. In 
11 stock sizes for boring holes from 
3% to 17/16-in diams., to 18-in deep. 
Greenlee Tool Co., Rockford, Til. 


operations, 
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SHANK AND SHELL END MILLS 

Series of “Helicarb” shank and shell 
end mills for Milwaukee-matic and 
other tape-controlled 
chines have inserted helical carbide 
blades, the backs of which are ser- 


rated to interlock with matching ser- 
rations on the body of the cutters. 


milling ma- 


This feature permits blades to be pre- 
set in the tool room and a constant 
cutting diam., as demanded by the 
tape program, to be easily main- 
tained. When blades are resharpened, 
they are simply moved outwardly one 
serration. This eliminates having to 
cut a new tape for the machine. In 
sizes from 114-in diam. and larger, 
for cutting aluminum, magnesium, 
brass, cast iron, bronze, steel and 
stainless. Sonnet Tool & Mfg. Co., 
576 North Prairie Ave., Hawthorne, 


Calif. 
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Centrifugal pumps require less 
space, install easily and fast 


“Packaged line” of close-coupled end- 
suction pumps feature 
unusual compactness and design sim- 
plicity, are especially applicable for 
O. E. M. products such as air condi- 
tioning units, cooling towers, milk 
coolers etc. Features centerline dis- 
charge to eliminate vapor locks, dis- 
assembly without disturbing suction 
or discharge piping. Available in 
sizes from %4-in x 1 to 3-in x 3-in, ca- 
pacities to 400 G. P. M., heads to 150 
ft. Aurora Pump Div., New York Air 
Brake Co., Aurora, Ill. 


centrifugal 





VALUED FOR 


Depend: 


Distributors are cashing in on the 
character of TM Alloy Sling Chain—its 
reputation for trouble-free performance 
... brute strength and low costs. 
Investigate your profit potential with this 
complete line of factory-made Alloy 
Slings and TM Hammerlok Links for 
do-it-yourself slings. Write today! 
S. G. TAYLOR CHAIN CO.., Inc. 
Plants: Hammond, Ind. 
3505 Smaliman St., Pittsburgh, Pa. 


Everything Swings 
on TM Slings 


aylor 
ade 


HAIN ** 
1873 








Exclusive new tap selector answers 
basic questions, trouble-shoots 
problems, makes tap selection 
easy and profitable. 


PROFITS—they're bound to be better 
if you use the revolutionary Besly tap 
selector. Tap decisions are faster, 
they're right and they'll rate you re- 
peat business. 


NO MORE MYSTERY—this new 
COLOR-CODED Besly-Welles tap 
selection system is as fool-proof as we 
could make it. A// you need to know to 
make 75% of all tap selections—and 
make them right—is the metal to be 


EXPERTS 
OFFER 
SELLING 
i iS 


tapped and four colors. It couldn't 
be easier. 


BASIC QUESTIONS ANSWERED 
—those questions about taps you've 
always wanted answered—are answered. 
And simply. The ‘‘what,’’ ‘‘why’’ 
and ‘‘how.’’ 


TROUBLESHOOTING—we do our 
best to keep you a step or two ahead 
with the straight answers. 


A Besly Franchise is the key to it all. 
Write us for all the details including 
information on the complete Besly line 
of taps, cutting tools and gages. 


BESLY-WELLES CORPORATION 








106 Dearborn Avenue, South Beloit, Illinois 





Low cost, powerful pump handles 
mastics, roof coatings, etc. 


A 10 to 1 ratio pump for handling 
heavy fluid materials also fills need 
for an intermediate-range pump big 
enough for continuous, trouble-free 
service, yet not over-sized for the 
job. Newly designed air motor valve 
provides high pumping rates with 


back 


pump icing. Pump is air operated 


minimum pressure, reduces 
and designed to deliver fluid on both 
up and down pumping strokes. Surge 
control available for spray applica- 
tions. All feature built-in 
fluid pressure release. Binks Mfg. 
Co., 3114 Carroll Ave., Chicago 12, 
Ill. 


models 


Hydraulic gages are designed for 
long cycling life, accurate service 


Line of compact hydraulic gages, 


calibrated in four pressure ranges, 
operate on the positive direct-action 
principle. Spring-loaded pressure 
sensing mechanism is protected from 
shock damage and pressure overloads 
by a built-in dampening device. A 
positive stop is an integral part of 
the indicating mechanism to insure 
continued high degree of accuracy, 
even when used on hydraulic systems 
etc. Gages are compact (214-in wide 
x 234-in high x 1¥%2in deep), have a 
front-of-gage adjusting screw which 
permits resetting to zero to maintain 
accuracy after long periods of use. 
0-500, 0-1500, 0-3000 
and 0-500 psig ranges. All replace- 


Available in 


able internal parts of direct-action 
units are completely interchangeable 
without special tools or skilled labor. 
A. Schrader’s Son, Div. of Scoville 
Mfg. Co., Inc., 470 Vanderbilt Ave., 
Brooklyn, N.Y. 
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You can’t beat Alemite for convenience! You can 
order everything you need from Alemite—Surge- 
pruf hydraulic reusable couplings, hose and hose 
assemblies for high, medium-high and low pres- 
sure applications! No need to send here for this 

. there for that... then wait. Fully stocked 
Alemite factory branches are all across the country 

. always nearby ready to fill your order imme- 
diately. Handy, speedy service reduces the inven- 
tory you have to buy and store! And when you 
handle Surgepruf hydraulic accessories your cus- 
tomers enjoy the same good “single-source service” 
Alemite offers you. 


You can’t beat Alemite for quality! Alemite Surge- 
pruf Non-Skive hose and Shur-Lock reusable coup- 
lings provide a superior fluid seal with no wire 
braid exposure. They’re easy to install, easy to re- 
place—offer fastest field assembly, require no spe- 
cial tools of any kind. 


You can’t beat Alemite for convenient ordering, 
quick delivery, quality products. For more informa- ALEMITE 


tion about Surgepruf see your local Alemite Com- 
pany Representative or write: 


STEWART-WARNER 


fExcellence| CORPORATION 


In Canada: Stewart-Warner Corporation of Canada, Ltd., Belleville, Ont. Dept. BF-81, 1850 Diversey Parkway, Chicago 14, Iilinois 
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SEAMAN MILL SUPPLIES 


WEST READING, PENNSYLVAN 


Chase 
LG 


a 


BUILT BY MEN 


WHO 


The men who planned and produced the 
three Donnelley-built catalogs shown 
here worked with industrial distributors 
for many years before they came to 
Donnelley's. They know what the 
distributors need in the way of a catalog 
—and they know how to give it to them. 
These same men— or others with the 
same valuable experience — are 
available to work on your next catalog. 
Why not call or write us today and find 
out how easily you can get this expert 


service. No obligation to you, of course. 


THE LAKESIDE PRESS 


R. R. Donnelley & Sons Company 


2223 South Park Way 


Chicago 16, Illinois 


Catalog Department - Direct Dial Telephone 431-8174 





BELLOWS COUPLINGS 


Sub-miniature to medium size “Hi- 
flex” couplings can be used for all 
highly sensitive applications. Minia- 
ture sizes are particularly applicable 
to servomechanisms and computers 
where blacklash and cylic angular 
variations between two shafts cannot 
be tolerated. Sterling Precision Corp., 
17 Matinecock Ave., Port Washing- 


ton, L. I., N. Y. 


Valves for hot water 
heaters, storage tanks 


Automatic temperature and pressure 
relief valve series, Type NFLX-6, fea- 
ture a “pencil thin” 6-in thermostatic 
element which places the valve’s tem- 
perature sensing thermostat in the 
hottest water (at the top of the 
heater) yet does not restrict flow of 
water to fixtures. Available in two 
pipe sizes, valves are listed under 
A.G.A.’s new requirements, per ASA 
Z21.22-1958, with relief capacities of 
90,000 BTU/HR in 34-in size: 15,000 
BTU/HR is %-in size. Valves are 
bronze with stainless steel springs and 
silicone seat discs. A. W. Cash Mfg. 
Corp., P. O. Box 191, Decatur, Ill. 


ILLUMINATED MAGNIFIERS 


“Flash-O-Lens” illuminated magni- 
fiers and microscopes for inspection 
work features a Henry Disc which fits 
into the bottom housing on company’s 
5X and 7X models. Disc has hairline 
across diameter for fine inspection 
and identification work. E. W. Pike 
& Co., Inc., Elizabeth, N. J. 
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Left to right, Owners Roy, Grossmann, Tyree 


“We had our pick and chose the 
Dayton Industrial Hose line...” 


Pat Tyree, President, Industrial 
Rubber, Inc., Milwaukee, Wisconsin 


‘When Ear! Roy, Bob Grossmann, and myself organ- 
ized Industrial Rubber, Inc., we were unanimous in 
our choice of the Dayton Hose Line—and we had 
our pick of every major hose producer in the country. 
Here’s why we picked Dayton then and why we dis- 


tribute Dayton Hose today: 


1. Dayton is leading the way in the development of 
exclusive, high-profit hose items. This gives our sales- 
men a big competitive edge—helps them get ‘clean’ 
orders with built-in repeat potential. 


2. Dayton knows how to sell through distributors. 
Their hose-user preventive maintenance program and 


their OEM technical meetings help to make our cus- 
tomers hose conscious. Our men spend their time 
selling—not educating. 

3. Dayton adheres to a policy of not taking user busi- 
ness directly. When you sell the Dayton Hose line— 
there’s no home office competition to worry about. 
4. Dayton salesmen are trained specialists. Their knowl- 
edge of hose and salesmanship techniques go a long 
way in helping our salesmen sell more efficiently.” 


©0.c. 1961 


Dayco. & 


Dayton Industrial Products Co. Div. Melrose Park, Illinois 





“ENDLESS APRONS 
ARE HARD TO INSTALL” 


says E. M. HYDE, Project Engineer at Proctor & Schwartz, Inc. 


Gea 


A complete batt making line used in the manufacture of cotton batt for top quality 
mattresses. The unit is designed and built by Proctor & Schwartz of Philadelphia, Pa. 


Close-up of Clipper lacing used on 
drive belt of feed in batt making line 


CLIPPER Joints ease 


Close-up of Clipper lacing used on a 
traveling apron in the line 


and durable as the belt itself 


Feed belts and drive belts are easy to install when 
Clipper laced. Joints as smooth and durable as the 
belt itself are easily made by one man using Clipper 
method. Clipper lacers develop up to 45,000 pounds 
of pressure to imbed specially designed Clipper steel 
wire hooks flush with the belt. The strain is evenly 
distributed across the width of the belt and the joint 
is so smooth and durable that it operates well on 
both small and large diameter rollers. 

When you have two ends to join, chances are you 
can join them easier with Clipper hooks and lacers. 
Any type of belting material in various widths and 
up to 13/32 inch thick can be laced faster and better 
by Clipper. 


THIS AD IS 
WORKING 
FOR YOU IN 


For more information— Detailed product information and case 
history examples of Clipper machine lacing benefits are contained 


in Bulletin No. 157. Send for your free copy today. 


Ask your Industrial Distributor for Clipper Products 


998 Front Ave., N. W., 


BELT LACER 
COMPANY 


Grand Rapids 2, Michigan 





Ultrasonic liquid level 

control installs easily 

Single sensor ultrasonic liquid level 
control is unaffected by foam, liquid 
viscosity, specific gravity or vibra- 
tion, will operate equally well in con- 
ductive or non-conductive liquids and 
slurrys. System features on-off elec- 
trical ratio of 30:1, with adjustable 
sensitivity to provide repeatable ac- 
curacy of liquid level control to .005- 
in over a broad range of liquid vis- 
cosities and operating temperatures. 
Models available for use in range 
from —425-deg. F. and up to 450-deg. 
F. Normally, two “Sonac” single sen- 
sor systems will be required for on-off 
liquid flow control. Control is said 
to virtually eliminate all mechanical 
problems formerly encountered with 
installation and operation of liquid 
level control devices. Aro Equipment 
Corp., Industrial Div., Bryan, Ohio 


Flexible cushion coupling for high 
torque requirement applications 


Heavy-duty flexible cushion coupling, 
PX280 “Para-flex”, has more than 
twice the capacity of the next smaller 


size, features standard tire-shaped 
flexing element to absorb end float, 
shock and vibration and to accommo- 
date angular and parallel shaft mis- 
alignment. Unit will handle 400 hp 
per 100 rpm. Capacity at maximum 
recommended speed of 910 rpm is 
3640 hp. Coupling is available with 
Taper-Lock bushings for shafts to 
7-in diam., or may be ordered bored- 
to-size for shafts to 9-in. Dodge Mfg. 
Corp., Mishawaka, Indiana 
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NOW 


YOU CAN SELL THE 


STANDARDIZED 
CASTER LINE 


YOU CAN HELP YOUR CUSTOMERS 


© cut their caster replacement costs 


© simplify their caster inventories 


® * select casters more accurately through 
planned standardization 


Rapistan Casters make steady sales. Because they have such 


wide application, these 5 standardized series enable you to 


sell 90% of all caster requirements. And, for special re- 


quirements, Rapistan also offers you a full line of hot forged 


and other special construction casters. 


Jel miilelacMelfiisl-liiiels 


profits 


THESE 5 STANDARDIZED CASTER SERIES SERVE MOST REPLACEMENT NEEDS 


General Duty 

3100 Series—a new, eco- 
nomical, cold-formed caster 
—the only true no-king- 
pin” design. Handles loads 


to 600 Ibs 


Light-Medium Duty 
4000 Series—-COLD- 
FORGED, a versatile "jack- 
of-all-trades" for loads to 
500 Ibs. per caster 


Medium Duty 

4300 Series—COLD- 
FORGED, rugged construc- 
tion, ideal for general 
factory and warehouse ap- 
plications to 800 Ib. loads 


Medium-Heavy Duty 
§200 Series—COLD- 
FORGED for many manu- 
facturing and ware-housing 
applications, involving 
loads to 1200 Ibs. per 
caster. 


Heavy Duty 

§400 Series—-COLD- 
FORGED construction, suit- 
able for power towing and 
rugged non-powered 
equipment, loads to 2,500 


1DS 


MORE PROFITABLE FOR YOU TO SELL 


August 


Rapistan offers you a full program of sales aids 
and sales promotion, geared to the needs of 
industrial distributors, to help you sell more 
Rapistan casters — profitably. 


Selling Assistance 

Rapistan factory specialists are available to work with 
your salesmen, introduce Rapistan casters to new 
users, help develop applications with your present 
customers. Local engineering facilities are available 
in many areas to assist you with special applications. 


Sales Training 

Practical caster application training is available for 
your sales force through training schools conducted at 
the Rapistan factory, at regional locations, or in your 
own establishment. 


Rapid Deliveries 

Rapistan’s standardization program eliminates need 
for you to inventory large stocks. Rapistan will de- 
liver the casters you need fast. “Rapidstock” service 
is available on emergency orders, from large factory 
stocks and regional warehouses, 
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Distributor-approved Sales Policies 

Rapistan’s distributor sales policies are designed for 
your profit and protection. Your sales territory is 
protected — Rapistan will not sell directly to your cus- 
tomers or appoint directly competitive distributors. 
Price structure provides high gross margins, yet lets 
you sell competitively. 


Aggressive Sales Promotions 
Your sales efforts are made more effective by a full 
program of sales and advertising support. Product 
samples are furnished. Complete literature is avail- 
able. Rapistan casters are nationally advertised by 
direct mail, in leading national business and industrial 
magazines,at important trade shows. You get effective 
local tie-in advertising materials. 
For detailed information about a profitable Rapistan 
caster sales franchise, write to The RAPIDS- 
STANDARD CO., Inc., Dealer Products, 657 Rapistan 
Bidg., Grand Rapids 2, Michigan. 
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A COMPLETE, TOP-QUALITY BRUSH LINE 
BOOSTS BUSINESS— 


THAT'S WHY IT 


=/ 
y 4) 
_ 


BS MILWAUKEE 


® You've got most everything when 
you sell Milwaukee Industrial 
Brushes. A line that meets the 
requirements of a customer and 
prospect a line of brushes 
that’s built for extra life and eff- 
ciency . . . increased sales and the 
confidence of the American indus- 
try in Milwaukee leadership. And 
on top of that, Milwaukee’s Engi- 
neering Department is available 
at all times to help solve your 


brushing problems. 

© Production brushes for power use 

* Production brushes for hand use 

¢ Brushes for various maintenance needs 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 North 30th Street 


Milwaukee 45, Wisconsin 
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Grinder has advanced safety devices, 
easy handling of odd-shaped stock 


Seven-inch, 4% hp grinder, in both 
bench and pedestal models, features 
“Twin-Lite” safety shields with 
double strength, shatter-proof glass to 
protect operator’s eyes. Inside shields, 
bayonet-type bulbs are shaded to pre- 
vent glare while illuminating wheel. 
Wheels are balanced to 1/10 inch- 
ounce. Other safety features include 
adjustable spark deflectors, large 
cupped wheel flanges, heavy cast-iron 
guards with integral dust chutes. For 
handling odd-shaped and long stock, 
oval end bell hubs provide top-to- 
bottom thickness for rigidity and 
front-to-back thinness for easy manip- 
ulation of work. Single-phase motor 
is a capacitor-start, 115/230-volt, 
14 hp unit, in 1725 and 3450 rpm 
models. Delta Power Tool Div., Rock- 
well Mfg. Co., 485 N. Lexington Ave., 
Pittsburgh 8, Pa. 


Flange nut combines nut, washer 
in one cold forged piece 


M-F Flange Nut, for applications re- 
quiring nuts and washers, combines 
both nut and washer in one cold- 
forged piece. Flanged face eliminates 
need for extra washers and can be 
used to gap oversized holes, provide 
extra bearing surface, maintain pres- 
sure in vibration absorbes, etc., Flange 
nut can also be supplied with the Unit- 
Torque Locking feature in a wide 
range of sizes. MacLean-Fogg Lock 
Vut Co., 5535 N. Wolcott Ave., Chi- 
cago 40, Ill. 
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Reduce inventory costs— 

ONE Permacel Tape 

for practically all masking jobs. 

This versatile tape retains 

its fine quality even after long aging. 
Vi'fola me @ht-14 oFmn ol¥ lel d(- Me) an (-)(-1-1010)] om 


Stain, heat, moisture resistant. 


PERMACEL - | 


NEW BRUNSWICK. NEW JERSEY + TAPES>+ ELECTRICAL INSULATING MATERIALS+ AOHESIVES 
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THE 
REPEAT 


DEMAND 
FOR OSBORN 
MAINTENANCE 

BRUSHES 

MEANS 
MORE PROFIT 
TO YOU 


Selling from scratch can take time. Too much time. That’s 
where the repeat demand for popular Osborn industrial 
brushes saves you valuable time. Pays off in more profit 
per call. Osborn brushes are backed by solid, pre-selling 
national promotion. It's the complete, top-quality brush 
line respected for value by both buyers and users. How 
can you take advantage? On every call—ask for an 
Osborn industrial brush order. The steady demand means 
repeat business, more profit to you. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 
14, Ohio. ENdicott 1-1900. 


Power, Paint and Maintenance Brushes 
Metal Finishing Machines. ..and Finishing oO S N 
Methods * Foundry Production Machinery 
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FLEXIBLE GEAR COUPLING 


Reduced dimension nylon sleeve flexi- 
ble gear coupling, called the “Mite”. 
is designed to complement the size 
range of company’s standard “Ny- 
flex” coupling. Coupling’s Nylon 
sleeve weighs only 21% ounces, has an 
O.D. of just 2%-in. Overall weight 
of coupling is 14 oz., length 2%¢-in. 
“Mite” operates at speeds to 500 rpm, 
will take plus-minus 3-deg. misalign- 
ment, requires no lubrication. In 
%-in rough bore and 8 finish bore 
sizes from .500 to 1.125-in. Sier-Bath 
Gear and Pump Co., Inc., Flexible 
Coupling Div., 9246 Hudson Blvd., 
Vorth Bergen, N. J. 


DISPOSABLE INDUSTRIAL GLOVE 


“Tru-Touch” disposable vinyl indus- 


trial glove is only .066-in thick, has a 
tensile strength of 1000 to 1200 psi. 
Glove is designed for inspection 
work, small parts handling, and any 
industrial operation where touch 
sensitivity is important and either 
product or hand must be protected. 
Glove is pre-powdered inside to make 
it easy to slip on and off. Sizes are 
small, medium and large. Wilson 
Rubber Co., Industrial Div., 1200 
Garfield Ave., S. W., Canton 6, Ohio. 
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YOUR ORDER A@H@VES AT CRANE 


ANY STOCK VALVE ORDER—ANY SIZE—SHIPPED WITHIN 24 TO 72 HOURS! 


Crane has put electronics to work on 
your valve orders. Crane’s new high- 
speed order system links distributing 
and manufacturing centers with special 
telephone circuits, then uses punched 
tape and electronic computers to move 
any order for stock valves—however 
large — almost before the ink has dried! 


Crane’s newly-installed 100-million- 
digit-capacity computer also makes 
sure regular valves are in stock when 
you need them. It keeps track of more 


than 10,000 varieties of finished and 
semi-finished valves—38,000 different 
assemblies, sub-assemblies and raw 
materials. The punched tape that 
speeds the processing of your shipment 
within 24-72 hours also checks inven- 
tories automatically, and writes produc- 
tion orders to keep stock levels ready 
to meet any demand. 


No one likes rush orders, but when they 
become necessary, you can count on 
Crane for even faster service. 


Crane Co., Industrial Products Group, 4100 S. Kedzie Avenue, Chicago 32, Ill. 
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Distributor Salesmen Learn 
On the Assembly Line 


Fluid Controls, Inc., Mentor, O., tops 
off training sessions for distributor 
sales engineers by introducing them 
to the assembly line where its valves 
and pressure and control devices are 
assembled and tested. According to 
the company, the “roll-up-the-sleeves” 
stint on the production line insures 
that sales representatives are thor- 
oughly familiar with both the latest 
types of products and their features 
and inner workings. 

Fluid Controls’ sales seminars are 
held four times a year for 12 or more 
each 
two-day seminar begins with an intro- 


distributor salesmen time. A 
duction to the company’s organiza- 
tion, recent expansion moves and 
future marketing plans. In a series of 
salesmen 


discussion periods, the 


review the use of the company’s 


mobile display unit, how to handle 


inquiries, how to analyze their terri- 
tory potentials, and the proper use of 
sales tools, exchanging ideas with one 
another and with Fluid Controls’ 
marketing people. 

Plant tours permit them to see how 
customers’ orders are handled, ex- 
Plant 


layout, manufacturing lead time, pro- 


pedited, shipped, invoiced. 


duction scheduling, and inventory 
planning are also included in the 
program. 

“By personally viewing in-plant 
operations,” says the company, “the 
sales engineers are better equipped 
to assist in specifying from among 
the company’s wide range of hy- 
draulic control components, and to 
assure reasonable deliveries to coin- 
cide with their customers’ production 
needs.” 


Product engineering meetings in- 


clude discussions of the design and 
application of various types of valves 
manufactured by the company. Plans 
revealed concerning 


work 


conducted, new prototype valves cur- 


are sometimes 


experimental product being 


rently undergoing field-testing, and 
products which may be scheduled for 
future development. Armed with this 
product knowledge, the salesmen 
move on to review hydraulic circuits, 
and take a closer look at the year’s 
marketing plans. 

On the second day of the seminar, 
into two 


the salesmen are divided 


groups, one going to each of the 


Mentor 


(some 20 miles from Cleveland). 


company’s two plants in 
Here they meet the plant foreman, 
roll up their sleeves, and take their 
places on the assembly lines next to 
the regular production workers. After 
spending half the afternoon assem- 
bling and testing typical values 
and hydraulic control devices, the 
two groups exchange locations, com- 
pleting the day at the other plant. 
Comments from distributor sales- 
men following their in-plant experi- 
ence indicate that the production line 
time has been well spent, says the 
company. They handle products, get 
to know plant people. Success with 
these first assembly line sessions has 
prompted the firm to hold more. 
Fluid Control feels that the results 
of the two-day training session will be 
sales activity. 


reflected in greater 


Says sales manager R. L. Merian: 
“Our distributors’ sales engineers are 
given a lot of product and application 
the first day and a half. But putting 
them on the production line is the 
real clincher. They can then discuss 
our products in detail with a fresh 
insight, because they not only know 
the products and how they’re used 


they've made them.” 


Under supervisor's guidance, distributor 


salesmen learn how to assemble valves. 





Doing to Help Distributors Build Profitable Sales Volumes 





Brush Makers Issue 
Report on Nomenclature 


Industrial Brush, American 
Brush Mftrs. Philadel- 


phia, has issued a report on a system 


Div., 

Association, 
of «standard nomenclature for the 
construction of industrial brushing 
tools. 

Consisting: of 14 illustrated pages 
and index, the report is designed “to 
reduce correspondence and misunder- 
standing between users and producers 
of industrial brushes by defining 
terms...” 

A series of line drawings shows 
what is meant by such terms as 
“peg set,” “staple set,” “hairpin,” as 
applied to the construction of a brush. 

The 


ranged. 


index is alphabetically ar- 


Commerce Department Issues 
Cemented Carbide Standards 


Commodity Standards Div., Office of 
Technical Services, U.S. Department 
issued a new 


of Commerce, has 


“simplified practice recommenda- 

tion” listing standard stock items of 

the cemented carbide industry. 
Titled “Standard 


Grades, and Designations of Cemented 


Shapes, Sizes, 


Carbide Products,” the publication 
covers 44 items which are most popu- 
lar in industry—throw-away carbide 
inserts, saw tips, chisel blanks, die 


drills, drill 


Standards are developed 


nibs, masonry twist 
blades, etc. 
jointly by manufacturers, distributors 
and Office of Technical Services. 
Each of the listings is broken down 
according to the grade of carbide. A 
identification is 


uniform system of 


also described. In one section are 
nomenclature and definitions. 

Free copies are available from 
Cemented Carbide Producers’ Asso- 


ciation, 2130 Keith Bldg., Cleveland. 
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“Live Action” promotion kit for distributors contains ads, literature, other materials. 


Shakeproot Adopts Symbol, 
Launches New Promotion 


Shakeproof Div., Illinois Tool Works, 
Elgin, Ill., has announced a program 
to develop a new “brand image” for 
the company’s lock washers. Shake- 
proof feels such a program is neces- 
sary in view of the product competi- 
tion which has appeared. “Present 
product similarities—at least to the 
eye—threaten to confuse the market, 
jeopardize the company’s 
says W. E. 


manager. 


reputa- 
tion,” Bruse, general 

Step number one in the new pro- 
gram was to create a new symbol. 
A target with a roaring lion bursting 
through was adopted to evoke the 


“ec 


idea of “live action”—‘strength, 


spring re-action, tenacity.” 


The new symbol appears in the 
firm’s advertisements, catalogs, direct 
mail, match books, shipping cartons, 
labels, letterheads. 

Sales promotion kits, featuring the 
new symbol and new materials, have 
been distributed to the company’s dis- 
tributors. A special sales incentive 
includes a sales contest offering prizes 
to the salesman’s family, a most ef- 
fective incentive, says the company. 
Russell W. Bill, 


Shakeproof’s general sales manager, 


According to 


“Initial reaction from customers, dis- 
tributors, and the company’s staff has 
been terrific. Distributors literally 
swamped our headquarters with re- 


quests for ‘Live Action’ sales tools.” 
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One of Armco’s instructors lectures to distributor representatatives on some intricacies of market analysis for stainless steel. 


Armco, Other Steel Makers 
Woo the Service Centers 


Steel producers are embarking on 


ambitious programs to woo more 
and better outlets for their products. 
Many producers are directly assist- 
ing steel service centers to sell more 
steel to win a larger share of steel 
sales (stainless, in particular) mov- 
ing through this channel. 

In 1948, steel service centers moved 
around 23% of total stainless steel 
shipments. But in 1960, their 


had climbed to over 40%. 


f hare 


There are many reasons for the 
growth of the distributor market as 
steel 


Stainless is a more expensive prod- 


far as stainless is concerned. 


uct, and customers rely on service 
centers for warehousing and _tech- 
nical assistance. Strong and wide- 
spread markets, along with the rela- 
tively higher price of stainless steel, 
make it attractive to centers. 

Since stainless customarily carries 
a functional discount to steel service 
centers, the centers are able to sell it 
to customers at the same price as the 
mills. Service centers customarily 
mark up galvanized and carbon steels. 


For the mills, distribution through 


service centers is especially attrac- 
tive for stainless, because they there- 
by get greater market penetration. 
Last year, Jones & Laughlin an- 
nounced its intention of selling a 
substantial percentage of stainless 


And last fall, the 


announced a management 


through centers. 
company 
training program for service centers. 
During this period, J&L has greatly 
enlarged its network of stainless dis- 
tributors. Too, they have provided 
distributors with sales promotion 
support. 

1959, 


Republic Steel Corp. announced a 


Somewhat previously, in 
new sales training program for serv- 
ice centers and other distributors 


“Order Makers (ID, 


April). Consisting of movies and 


Institute” 


lectures on stainless steel metallurgy, 
manufacture, and markets, the OMI 
Like J&L, 


Republic is adding distributors. 


stressed salesmanship. 

Armco Steel Corp. has had over 
50 years’ experience working with 
“the 
them all,” says the company. 


distributors granddaddy of 


Armco’s relationships with dis- 


1910, when 
the company first marketed ingot 


tributors date back to 


iron. In 1932, when the company got 
into stainless steel, it logically de- 
cided to use distributor marketing 
techniques. Today, the company has 
with 85 


According to 


32 stainless distributors, 
warehouse locations. 


ie. Be 


steel products manager, “We believe 


Butterfield, Armco’s stainless 


this to be an optimum number for 
our method of doing business.” 

Butterfield points out that Armco 
will not sell stainless to any distribu- 
tor other than an appointed one. The 
company has no stainless steel ware- 
houses of its own. Armco’s written 
distributor sales policy denotes dis- 
tributors as “an extension of 
Armco’s own sales organization”. . . 
and “an essential factor in steel dis- 
tribution.” 

Soon after it got into stainless steel, 
Armco began a formal program of 
distributor training. Between 1933 
and World War II, hundreds of dis- 
tributor salesmen went through 
courses at Armco mills on stainless 
production, orders, inquiries, paper- 
work, markets, applications, effective 
selling, etc. After the War, the pro- 
gram was stepped up. Last April 

continued on page 102 
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Distributors! Here’s another National Tube ad pre-selling your customers. 


This mark tells you a product is 
made of modern, dependable Steel. 


This pipe was ordered 


yesterday 


...and was shipped 


today 


There’s nothing unusual about this 
kind of service at National Tube. We 
have geared ourselves to ship any 
stocked size of buttweld pipe within 
24 hours after the order comes in. A 
seamless order or a seamless and butt- 
weld order can be filled within 48 hours. 

How do we do it? National Tube has 
the two largest pipe warehouses in the 
world and the widest range of pipe items 
(more than 21,000 in all). Orders are 
put on punched tapes at our district 
offices—then transmitted electronically 
direct to our mills where National Tube 
shipping people take over —and they’re 
proud of their shipping record. 

When you need quality steel pipe in 
a hurry, order USS National Pipe from 
your local National Tube distributor. 


USS and National are registered trademarks 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
United States Stee! Export Company, New York 
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saw the 1,997th distributor salesman 
enrolled in the 61st post war train- 


NOW! 
All Wilton "C” CLAMPS 


In Baltimore, where stainless bar 


\ ! : 
vil By and wire is produced, the company 
e holds three-day basic classes for 
= > ° 
(fe salesmen, two-day basic courses for 


inside salesmen, two-day refresher 
guaranteed never to come off! 


om 


ing class. 

At its mills in Middletown, O., 
Baltimore, and Butler, Pa., Armco 
offers a variety of classes, each “dis- 


tributor-oriented.” 


courses for salesmen, and two-day 
metallurgical seminars for distributor 
technical people. 

In Middletown, five-day courses 
s are held for both inside and outside 
salesmen. 

Armco’s distributor promotion pro- 
gram doesn’t stop here. The company 


Here’s positive proof i 
that PERMA-PADS 


never come off! backs up distributors with: 


Try the hammer test yourself. Hit a conventional swivel pad on spindle till it 
falls off. Repeat test using a PERMA + PAD equipped spindle. See results below. 


The PERMA; PAD swivel 
stayed on and is still in 
use after the twentieth 


The ordinary ‘“crimped-on” pad 
hammer blow! 


formerly used by Wilton flew off 


sd 
by the second blow. 


NOW! ALL PARTS OF WILTON C-CLAMPS ARE SPECIALLY 
HARDENED BY WILTON’S white hot FIRE BATH PROCESS! 


= as 


Wilton Regular Duty Wilton Regular Duty 
standard throat depth extra deep throat 
SERIES 500 C-CLAMPS SERIES 400 C-CLAMPS 
ductile alloy drop forged steel 
ONLY WILTON C-CLAMPS OFFER THIS EXCLUSIVE PROFIT-MAKING FEATURE! 
SELL THE FULL PROFIT AND FEATURE-PACKED LINE OF 
WILTON C-CLAMPS! 


» i 


Wilton Rapid Titan 
New Design regular duty 
SERIES 900 C-CLAMPS SERIES 600 C-CLAMPS 

ductile alloy ductile alloy 


PROMOTE WILTON C-CLAMPS . . . THE CHOICE OF THOSE 
WHO DEMAND THE FINEST! UNCONDITIONALLY GUARANTEED! 


WILTON 


WILTON TOOL MFG. CO. INC., SCHILLER PARK, ILLINOIS 
Manufacturers of the World’s largest and most complete line of clamping tools! 
1D-81 





Wilton Heavy Duty 
standard throat depth 





¢Direct mail designed for dis- 
tributor’s use, including imprint or 
illustration of distributor’s premises; 
catalogs telling distributor’s sales 
story; basic manuals, bulletins, etc. 

¢Armco’s magazine advertising in 
1961 features steel service centers. 

Added services to distributors are 
assistance in preparing advertising 
copy for distributors, market re- 
search and marketing help, editorial 
help in preparing catalogs, house 


organs, direct mail. 


Youngstown Steel Sets Up 
Service Center Division 


Youngstown Sheet & Tube Co., 
Youngstown, O., has set up a Steel 
Service Center Sales Division to work 
directly with steel warehouses 
throughout the country. 

Jennings R. Lambeth, formerly of 
Indianapolis, has joined the company 
as manager of steel service center 
sales. He has had many years experi- 
ence as a sales executive in the steel 
warehouse industry. 

According to M. H. Watkins, 
Youngstown’s sales vice-president, 
Lambeth will have “direct responsi- 
bility for the company’s support of 
the warehouse industry, the develop- 
ment of goodwill and understanding, 
and the establishment of mutual con- 
fidence as well as promotion of 


sales.” 
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ALEMITE 
AIRLESS a 
is fast wa 
PORTABLE a sm y 
HYDRASTAT is your fast 
SAVES ie Ay to profit: 


Alemite Portable Hydrastat 
Systems put on paint 80% 
faster —roll quickly from job 
to job — speed up painting 
without sacrificing quality. 
That’s what paint contrac- 
tors and maintenance su- 
pervisors want—what makes 
Hydrastat Systems steady 
sellers giving you a wide- 
open profit opportunity. 








Sell your customers on the idea of maintenance painting on straight time. No weekend 
painting, plant or department shut-down. No heat, minimum air consumption. Jobs are 
finished faster — bounce-back and overspray are minimized — paint goes right 
where it’s wanted in a single pass! The doubly-economical Hydrastat unit gives 40% 
more coverage per gallon, delivers long, dependable service from the rugged 24 to 1 
ratio pump. Its uses are unlimited. It rolls anywhere, can handle any job inside or out. 
This is only one of the profit-packed Alemite Airless Hydrastat Systems available to 
help smart industrial distributors build-up business. Call your local Alemite Company 
for more information and place your money-making order now. 


ALEMIT 


Oiviision 
in Canada: " - . . 
Stewart-Warner Corp Ms tig Totllt 


of Canada, Ltd., 
Belleville, Ontario 


Dept. BF-81, 1850 Diversey Parkway, Chicago 14, Illinois 





Lincoln's New Catalog 
Covers Lubrication 


Lincoln Engineering Co., St. Louis, 
Div. of McNeil Machine & Engineer- 
ing Co., has issued a new catalog 
illustrating and describing its line of 
centralized lubrication equipment. 
Featured in the 32-page catalog is 
the firm’s lubricant application equip- 
ment. High- and low-pressure lubri- 





cant injectors, timing, and alarm 
controls, and filler pumps are de- 
scribed along with several pages of 
installation accessories such as tees, 


hose, etc. 
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Manneim Wall Chart 
Shows “Veelos” Installation 


Manheim Manufacturing & Belting 
Co., Manheim, Pa., has a new wall 
chart illustrating the steps in the in- 
stallation of “Veelos” adjustable 
V-belt. 

Included on the chart are compara- 
tive length tables listing Veelos 
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fengths in inches for equivalent sizes 
of fractional horsepower endless V- 
belts, sizes 3L140 through 5L1000, 
and for industrial endless V-belts, 
sizes A26 through E660. 

Directions for measuring, cou- 
pling, uncoupling, and installing 
Veelos on drives are illustrated. 

The chart is printed in two colors 
on white card stock, and measures 
171% by 21% in. 





7OLLER CHAINS 


SPROCKETS 





Acme Chain Publishes 
Chain and Sprocket Book 


Acme Chain Corp., Holyoke, Mass., 
has issued a new roller chain and 
sprocket catalog. 

The engineering section of the 106- 
page publication contains 35 methods 
of making chain adjustments on 
movable sprocket center drives and 
fixed sprocket center drives, plus data 
and prices on the firm’s line of roller 
chains, sprockets, standard, and 
made-to-order conveyor attachments. 


Marman Fittings Shown 
In New Brochures 


Marman Div., Aeroquip Corp., Los 
Angeles, has issued new brochures 
covering its clamps, couplings, and 
joints for both maintenance and 
original equipment use. The _ bro- 
chures contain data on sizes, and are 
illustrated with photos, diagrams. 
Information is also included on 
pipe joints requiring no threading or 
grooving, an improved hose clamp, 
band clamps, pipe rsp1ir clamps, etc. 





Meet Pete 


he helps you do more with DELTA 


As Vice President of Rockwell’s Power Tool Division, F. P. 
Maxwell (Pete to most everyone) is “‘boss’’ of the entire organiza- 
tion serving Delta Industrial Distributors and their customers. In 
a way, he’s responsible for distributor profits and customer satis- 
faction, too—because it’s his job to see that Delta facilities at 
Bellefontaine, Ohio, Tupelo, Mississippi and Porterville, California, 
maintain consistently high quality in production of the world’s 
most complete line of industrial power tools. 


Sound like a big job? It is. But Pete has a lot of help. In addi- 
tion to close to 700,000 sq. ft. of physical plant space, he can call 
on a collection of talents, skills and just plain “know how” that 
is tops in the industry. People just naturally seem to like to work 
for a company that’s “‘out front”—and Delta’s 32 years of leader- 
ship has helped attract and hold good people. 


When he’s not at his office or at one of the plants, Pete’s likely 
to be anywhere from New York to San Francisco getting firsthand 
marketing information from distributors, salesmen and customers. 
Leading Delta Distributors have proven, through continued growth 
in sales and profits, that you can do more with Delta. 

To find out how easy it is to do business with Delta, simply drop 
Pete a line, he will gladly give you details—it’s his favorite sub- 


ject! Write: Rockwell Manufacturing Company, Delta Power Tool 


Division, 634H N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 
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END THIS « « » Removing snow by shoveling, or 


with salt, chemicals or cinders costs you money. It ties 

up manpower which could be used more productively. 

And you run the risk of over-exertion or injury. 
Chemicals and salt erode paving. Cinders require a 


clean-up job at the first thaw. None of these methods 
will really do an efficient job; there’s still the danger of 
someone slipping on an icy patch. What's more, your 
business can be delayed due to snow-covered drives and 
loading-dock areas. 





WITH THIS e « « Lhere is a better way — with 
a SPANGRID Steel Pipe snow melting system. 

Here’s a walk with a built-in snow melting system of 
pipe grids under the paving. It’s hooked into the build- 
ing’s steam heating system. At the first sign of snow, the 
system goes to work and automatically melts the snow 
as it falls. 

A SPANGRID Steel Pipe snow melting system costs less 
than you would think. In the long run it will pay for itself 


oe 


Attention: Contractors and Spang Distributors 


This advertisement appears in Factory, August; and in 
Purchasing, August 28. It’s addressed to your customers 
and prospects. Read the copy. Then use these selling 
points to sell sPANGRID Steel Pipe snow melting systems 
in your area. If you want technical information, write us. 


in materials, maintenance and manpower that’s saved. 

With sPANGRID, you get a dependable, top-quality steel 
pipe especially constructed for snow melting installations. 
Consult your piping contractor for complete details. Be 
sure he specifies sPANGRID Steel Pipe. 

SPANGRID Steel Pipe is one of the many fine products 
produced by National Supply Divi- 7, Steel's Symbol 
sion, Armco Steel Corporation,Two {fy 5 comme 


. : 7 long life 
Gateway Center, Pittsburgh 22, Pa. i of and economy 


ARMCO National Supply Division 


V 
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DESSTON 
has the edge 


it pays to be 
a Disston distributor 


Disston broadens your base of sales by providing a broad 

line. So broad, in fact, that regardless of what variety of industrial 

buyers are on your customer list, they can all use one or more of 

Disston’s products. As a Disston distributor, your market is everywhere. 
Disston wood and metal cutting tools find wide acceptance in whatever industries 
you serve ... wherever you’re located. And easy-to-sell, recognized Disston 
Quality helps protect your net profit. Write: Disston Division, 

H. K. Porter Company, Inc., Philadelphia 35, Pa. 

Disston wood and metal cutting tools: circular saws, hand saws, wide and 

narrow band saws, cutterheads, machine knives, power and hand hacksaws, 

files, rasps, and professional power tools. 


DISSTON DIVISION PORTER H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand. 
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NEWS OF PEOPLE AND EVENTS 2% Keep You 





Final Plans Made For Distribution Conference, 
Scheduled For September 11-12, In Cleveland 


Final Program For The Two Day Industrial Distribution Conference 
Sponsored By The American Supply & Machinery Manufacturers Assn. 


The final program has been approved 
for a joint Industrial Distribution 
Conference between leading manu- 
facturers of industrial machinery, 
equipment and supplies, and leading 
industrial distributors, and scheduled 
for the Statler Hilton, 
September 11-12, 1961. 
Registration will take place all day 


Monday, Frederick H. Mueller, 


Former Secretary of Commerce will 


Cleveland, 


be guest speaker at the opening 
luncheon meeting, 12:00 Noon. 

Session No. 1—William K. Downey, 
vice president, Skil Corp., will speak 
on “The Impact Of Foreign Competi- 
tion On _ Industrial Distribution.” 
Moderator will be William A. Fer- 
Standard Electric Tool Co. 
Panel members are: J. Dudley Lock- 
rem, Scully-Jones & Co.; Edward R. 
Burkardt, J. H. Williams & Co.; John 
N. Failing, Jr., Charles A. Strelinger 
Co.; H. F. G. Hinson, Jr., Noland 
Co., Inc., 2:00-3:00 P.M., Monday. 
No. 2 Lowell B. 
Mason, Attorney, Former Member of 
Federal Trade 
address the panel on “The Robinson- 
Patman Act.” Moderator will be 
W. R. Kunkel, Boston Gear Works. 
Panel members are: Glen H. Treslar, 
Black & Decker Mfg. Co.; Donald L. 
Price, Norton Co.; H. Verne Loep- 
pert, Boyd-Wagner Co.; and Hesket 
H. Kuhn, The Hardware & Supply 
Co., 3:00-4:00 P.M. 

A cocktail party will be held 
Monday evening, from 5:00-6:30. 

Session No. 3—George D. Wilkin- 
son will speak on “An Industrial Dis- 
tributor Can Make Money.” Robert 


gzuson, 


Session Hon. 


Commission, will 


L. Hamilton, The Dumore Co., will 
be panel moderator. Panel members 
are: Tom M. Nelms, Wessendorff, 
Nelms & Co.; David B. Schuler, Erie 
Industrial Supply Co.; Robert M. 
Fridrich, Orr lron Co.; and Thomas 
H. Clynes, Squier, Schilling & Skiff, 
Div. of Alban Corp., 10:00-11:00, 
Tuesday. 

No. 4—Hugh W. Lloyd, 
Jack & Heintz, Inc., will speak on 
“Why My Company Does, and Why 
My Company Does Not, Buy Through 


Session 


Industrial Distributors. Paul Farrell, 
Purchasing Magazine is the moder- 
ator. Panel members are: Fred C. 
Emerson, Spartan Saw Works, Inc.; 
W. L. Neilson, Jr., Greenfield Tap & 
Die; Harold L. Sanders, Pesco Prod- 
ucts Div., Borg-Warner Corp.; and 
Fay, Addressograph-Multi- 
graph Corp., 11:00-12:00, Tuesday. 

At the closing luncheon meeting, 
12:30-2:00 P.M., Dr. Henry Bund of 
The Research 


will be the guest speaker. 


George 


Institute of America 


Crane Appoints Stolle 
General Manager, Midwest Piping 


E. Byron Stolle was appointed general 
manager, Midwest Piping Division, 
Crane Co. He succeeds O. P. Carter, 
who was assigned special duties with 
the parent company. 

Mr. Stolle joined Midwest as a 
1937. Since then he 
worked in various engineering capac- 
ities. In 1958 he became vice presi- 
dent and manager of Midwest’s 
Pacific Division at Los Angeles. 


draftsman in 


oA a 


Percy S. Gough 


American Hoist Names Gough 
To New Post As Marketing Head 


Percy S. Gough was appointed to the 
new post of director of marketing by 
American Hoist & Derrick Co. He will 
be responsible for the entire market- 
ing activities of the firm, its divisions 
and subsidiaries. 

Mr. Gough joined the firm in 1937. 
He was district manager at Pitts- 
burgh, later manager of dealer sales, 
and since 1956 general sales manager 
of the Crosby-Laughlin Division. 


Ferry Acquires Baldwin Mfg. Co.; 
Will Operate As Ferry Division 


Baldwin Mfg. Co. was acquired by 
The Ferry Cap & Set Screw Co. Bald- 
win becomes a division of Ferry and 
will continue manufacturing at its 
present location in Toledo, Ohio. 

Russell Sanger will continue as 
manufacturing manager of Baldwin. 
William C. Mitchell was named sales 
manager of the division. 

The combined sales and market- 
ing forces will enable Baldwin to 
accelerate its marketing develop- 
ment, according to the firm. 

Baldwin designs and manufactures 
precision sheet metal parts and as- 
semblies for the electric, electronic, 
and aircraft industries. 
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Informed of News Developments Among Industrial Distributors and Manufacturers 





Newspaper Ad Executives Honor 
Harry P. Leu Co. Advertising: 
Paul Stine Accepts Award 


Harry P. Leu, Inc., Orlando, Florida, 
won national recognition for one of 
its spot color ads which appeared in 
the orlando Sentinel-Star. 

The firm was given the engraved 
citation by the Newspaper Advertis- 
ing Executives Association, Inc. Paul 
Stine, president, accepted the award 
for his firm. 

Vas Howe, Leu’s advertising di- 
rector was responsible for the lauded 
advertisement. Frank Jerane, man- 
ager of the art, copy and layout de- 


of the Orlando 


Star assisted with art and layout. 


partment Sentinel- 

Reproduction of the award-winning 
advertisement will be carried in 
national sales and idea book issued 
by the AEA and distributed to mem- 
ber daily newspaper. About 100 ads, 
from all over the country, are selected 
for reproduction in the association’s 


journal. 


Coastal Plains, Inc., Opens 
New General Offices In Dallas 


Coastal Plains, Inc., Dallas recently 
opened a new 15,000 sq. ft. ware- 
house and general office at 4948 
Hampton Road, Dallas. 

The Dallas-based bearing specialist 
has branches in El Dorado, Ark., and 
Monroe, La. 

Separate offices have been set up to 
administer to the needs of both bear- 
ing division and equipment division 
customers. 

The Monroe branch was opened re- 
cently at 508 North 3rd St., Monroe, 
Louisiana. Hill Huckabay is the local 
manager, working under Allen Lea, 
manager of the El Dorado branch. 

The El Monroe 


branches deal only in bearings. 


Dorado and 
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Mersick Completes Move To New Warehouse & Office In North Haven, Conn. 


sat We itil 


The C. S. Mersick & Co., North Haven, Conn., recently moved to new quarters on 
Sacket Point Road at State Street, North Haven. The new office and warehouse gave 
the company much needed space, to give better service to customers in the area. 


Chicago Pneumatic Elects Coffey 
Chairman, Readman President 


Guy J. Coffey was elected chairman 
of the board and chief executive of- 
ficer of Chicago Pneumatic Tool Co. 
He succeeds H. Arnold Jackson, who 
will continue as a director and chair- 
man of the executive €mmittee for 
the Chicago manufacturer. 

Norman Readman was elected pres- 
ident to succeed Mr. Coffey. Mr. 
Readman was formerly managing di- 
rector of all overseas operations of 
the firm. He joined the firm in 1943 
as secretary of Consolidated Pneu- 
matic Tool Co., Ltd., a wholly-owned 
subsidiary. 

Thomas F. Noonan was elected vice 
president and comptroller. His asso- 
ciation with the company began in 
1938. He has been comptroller for 
the past two years. 

Carra L. Lane was elected vice 
president and manager of plant op- 
erations. Prior to joining the com- 
pany in 1959, he was president and 
general manager of the security en- 
of Dresser In- 


gineering division 


dustries. 


Republic Rubber Names Wittenauer 
Assistant General Sales Manager 


F. S. Wittenauer was promoted to as- 
sistant general sales manager of Re- 
public Rubber Division, Lee Tire & 
Rubber Corp. He had been chief 
accountant for the firm since 1954. 

Mr. Wittenauer will assist J. A. 
Maclntire, Jr., general sales manager, 
in directing the sales of industrial 
rubber products. 

E. M. Ikirt, general manager, said 
that the move was being made to 
strengthen Republic’s sales team, serv- 
ing its distributor organization. 


F. S. Wittenauer 





Gates Appoints Charles Spencer 
Head Of Automotive-Hardware Sales; 
Explored Customer Profitability 


Charles R. Spencer was named man- 
ager of the automotive-hardware sales 
division, Gates Rubber Co. 

Mr. Spencer is known in the industry 
for a special research assignment, 
Customer Profitability Concept. This 
assignment took him three years to 
complete. He received national recog- 
nition in the industry when he spoke 
on the subject at the Triple Industrial 
Supply Convention. He has made 
similar talks before other associations. 


In 1957, he was named manager of 


Charles R. Spencer 

the industrial 
Gates. He 
field sales manager in 1959. 


distributor sales for 


sales division at became 
Mr. Spencer replaces Drexel Min- 


shall who resigned from the company. 


Hansen & Yorke Co., Industrial Product Exhibit Draws 500 Quality Guests 


Many of the 17 exhibits were in motion, attracting the attention of the 500 visitors. 


A recent industrial product exhibit at 
the Woodbridge, N. J.. branch of 
Hansen & Yorke Co., Inc., New York 
distributor, drew approximately 500 
customers and guests during a five- 
hour showing. 

the third 
during the past five years, and all 


This is such exhibit 
have been overwhelmingly successful, 
according to Kenneth A. Yorke, presi- 
dent of the 43-year-old firm. 

1300-sq. ft. of the 


branch office and ware- 


Occupying 
30,000-sq. ft. 
house 
booths 
operated throughout the show. A 


were 13 supplier display 


with actual demonstrations 


total of 17 major suppliers, with 50 


supplier representatives on hand, 


took part in the exhibit while 30 Han- 
sen & Yorke salesmen and employees 
circulated among the visitors. 

Douglas Yorke, vice-president and 
general manager, was in charge of the 
exhibit. The organization, coordina- 
tion and implementing of the show 
was carried out under the direction 
of Albert Redlich, sales vice-president, 
and Leon Robbins, sales manager of 
the Woodbridge branch. 

Highlight of the evening was an 
elaborate catered buffet dinner. Door 
prizes were portable hand power- 
tools, micrometers, and electric ap- 
pliances including hot-dog cooker, 
shaver, toaster and 


can opener, 


radios. 


110 Year Old Distributor Firm, 
J. E. Haseltine & Co., Portland, 
Sold To Industrial Auctioneer 
J. E. Haseltine & Co., 


Oregon, 110 year old industrial dis- 


Portland, 


tribution firm, was sold to the Milton 

J. Wershow 

tioneers, for an undisclosed sum. 
Price for the Portland-based firm’s 


firm of industrial auc- 


assets, including plants, inventories 


and accounts receivable were be- 


lieved to be well in excess of one 
million dollars. 


The 


Spokane and Seattle, Washington. 


firm also had branches in 

A Wershow spokesman said there 
were no firm plans on disposition of 
the Haseltine Co. He indicated part 
may be sold following an analysis of 
the operations. 

Large inventories of steel and in- 
dustrial supplies were included in the 
sale. 

William A. Haseltine, president of 
the Portland firm, was president of 
the National Industrial Distributors’ 
Association from 1951 to 1952. 

The firm was established in 1851. 
The main office was located at 115 
South Second Portland, 


Oregon. 


Avenue in 


Allen Elected President 
Of Eastern lowa Distributors 
Jim Allen of Allen Supply Co., Cedar 


Rapids, lowa, was elected president 
of the Eastern Dis- 
tributors’ Association, recently. 


lowa Industrial 
Chase Hunter of Globe Machinery 
& Supply Co., Des Moines, 
named vice president. Jerry Heintze, 
E. Cohn & Sons, Inc., Cedar Rapids, 
is secretary-treasurer. 
Articles of 


adopted by the group, which will 


was 


incorporation were 
serve industries in eastern lowa. The 
association is a non-profit organiza- 
tion. Meetings are scheduled for the 
third Friday of every month. 
Individuals, partnerships or corpo- 
rations engaged in stocking, selling, 
distributing and billing of industrial 
supplies, and located in eastern Lowa, 


are eligible for membership. 
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Purchasing Executives Report 
Business Continues Improvement: 
Second Quarter Good 


Business continues to show improve- 
ment, according to purchasing ex- 
ecutives in their June Report. The 
report is a composite opinion of pur- 
comprise the 
Na- 


Purchasing 


chasing agents who 


Business Survey Committee. 


tional \ssociation of 
A cents. 

It would appear, the report states, 
that after the substantial improve- 
ment noted in the April figures, a 
gradual but encouraging curve up 
has developed. 

The word spotty is prevalent in 
many of the reports this month, ac- 
cording to the NAPA. This 


cates that a few segments of industry 


indi- 


have not hit the smooth pavement 
on the road to recovery. New order 
improvement was reported by 13%, 
down from 48% last month. A worse 
new order situation was reported by 
14%, 

Production looks about the same, 
15% 
and 10% reporting lower operating 


Although 


as bright as last month, the report 


up from 11% in May. 


with reporting improvement 


levels. statistics are not 
states, those reporting better condi- 
tions again considerably outnumber 
those reporting worse. 
Remarks that 


shutdowns, normal Summer slump, 


indicate vacation 
automobile model change-overs, and 


other seasonal events are having 
their expected dampening effect. 

Purchased materials inventory fig- 
ures reveal additional reductions in 
stock on hand in June. While 60% 
of those reporting show no change 
over last month, only 12% show 
higher levels. Twenty-eight percent 
report lower levels. 

The first half of 1961 saw slight 
lengthening of forward buying com- 
mitments, particularly in MRO sup- 
plies, however buyers are counting 
on continued good deliveries and 
avoiding drastic changes in buying 


habits. A 


pressure for 


mention 
lead 
times in some commodity areas, ac- 


cording to the NAPA. 


few reporters 


vendor longer 
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Transmission Equipment Co. Named Distributor Of The Year By Warner Co. 





The Warner Electric “Distributor of the Year” award was presented recently to 
Transmission Equipment Co., Wallingford, Conn. Raymond Blair, right, president 
of Transmission Equipment accepts the award from Joseph Cosgrove, Warner Elec- 
tric Brake & Clutch Co. sales representative, left, and John Gibney, regional 
manager. Warner Co. said that Transmission Equipment was chosen from over 80 


U. S. distributors, signifying 


the firm’s 


excellence in industrial distribution. 


Distributors Join In Heart Of America Hardware Club Annual Golf Party 
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Stopping for the photographer, during the Heart of America Hardware Club golf 
party at Excelsior Springs, Mo., are (1 to r): Richard S. Hodges, C. Gray Hodges Co., 
Kansas City; A. Marion Curtis, Industrial Steel & Supply, Wichita; Dave Anderson, 
Anderson-Dorman Co., Kansas City; Kenneth F. Himebaugh, Watkins, Inc., Wichita. 


America Hardware 


The Heart of 
Club held its annual golf party at 
Mo., 


Forty-five distributor guests joined 


Excelsior Springs, recently. 
37 club members for what developed 
into an ideal afternoon of golf. 


K. F. Himebaugh, Watkins, Inc., 


was awarded a trophy for guest’s low 


gross of 81. George Schaefer, Kees 
Mfg. Co., Beatrice, Nebr., took the 
members trophy with a low gross 85. 

After the tournament, cocktails and 
dinner were served at Elms Hotel. 
The attendance prize, a Polaroid 
camera, was won by R. O. Joyce, 


Henkle & Joyce Hdw. Co. 





Briggs-Weaver Holds Outing For Dallas-Fort Worth Purchasing Agents 


f 


More tnan 1,000 attended the annual party for Purchasing agents of Dallas-Fort W orth 
area, sponsored by Briggs-Weaver Machinery Co., Dallas, making it the largest ever 
sponsored by the firm. Each year, the Dallas distributor firm has buyers and their 
bosses out for an evening of food and fun at the B-Bar-W Lodge on Grapevine Lake. 
Water sports and games were followed by a meal of barbecue and fish for everyone. 


Continental-Emsco Opens 
Branch In Indianola, Neb. 


Continental-Emsco, Co., Dallas, open- 
ed a new oilfield supply branch in 
Indianola, Nebraska. 

The facility includes a subsurface 
pump shop. The branch is fully 
stocked with an inventory of supplies 
for drilling contractors and oil pro- 
ducers in the area. 

George Pool, district manager at 
Great Bend, Kansas, is supervisor of 
the Indianola facility, a part of the 
firm’s Oklahoma-Kansas Division. 


Vermont Tap & Die Elects 
Harrison, President 


Alan Harrison was elected president 
of the Vermont Tap & Die Division, 
Vermont-American Corp. 

This appointment culminates more 
than 40 years of service with the firm, 
according to Lee B. Thomas, presi- 
dent of Vermont-American. 

At the same time, Jerry Hammang 
was appointed general manager of the 
division. He had been comptroller. 
Alex Darby will continue as sales 
manager of the division. 
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Ruple Named Vice President 
By Metropolitan Supply Co. 


Dan W. Ruple was appointed vice 
president-general manager of Metro- 
politan Supply Co., Montebello, Calif. 
At the same time, R. J. Wren was 
appointed vice president-sales and 
Kenneth C. Grant, secretary-treasurer. 

Mr. Ruple formerly was vice presi- 
dent and West Coast manager for 
Prior to that he was 
with Aeroquip Corp. 

Metropolitan starting its 46th year 
in the industrial supply business, 


Titeflex, Inc. 


showed a substantial increase in sales 
over the first quarter of 1960, accord- 
ing to the firm. 


Dan W. Ruple 


Marketing-Feedback Is Subject 
Of Fluid Controls Annual Meeting 
At Sea Island, Georgia 


Marketing Feedback, covering what 
the designer and consumer need in 
the way of catalogs, advertising and 
information, was the subject of the 
first general session of the 1961 An- 
nual meeting of the Fluid Controls 
Institute, Inc. The meeting was held 
recently in Sea Island, Georgia. 

President Fred E. Weldon, 


eral Controls Co., presided at the first 


Gen- 


general session. Thomas Y. Mullen, 
chief mechanical engineer of Burns 
& Roe, Inc., outlined what the con- 
sultant wanted from the fluid control 
manufacturer. David S. Gibson, vice 
Worthington 
Corp., gave his appraisal of salesmen. 


president - purchasing, 


New officers elected for the coming 
year are: Robert F. McCormick, 
Automatic Switch Co., president; 
Eric A. Bianchi, Mason-Neilan, 
Division of Worthington Corp., first 
vice Samuel J. Reid, 
Barnes & Jones, Inc., second vice 
Paul K. Rogers, Jr., 
Skinner Electric Valve Division, 
Skinner Precision Industries, Inc., 
Howard J. MacDonald, 


Regulator 


president; 


president; 


treasurer ; 
Minneapolis - Honeywell 
Co. Valve Division, corporate secre- 
tary; E. R. Rath, executive secretary. 
The Fall meeting of the Institute 
will be held at Hotel Hershey, 
Hershey, Pa., October 29-31. 


Champion DeArment Celebrates 
Diamond Anniversary 


Champion DeArment Tool Co. is 
celebrating its 75th anniversary this 
year. Founded in 1886 by George B. 
DeArment, the firm was one of the 
world’s leading producers of hand 
tools for the blacksmith and farriers 
trade. 

Over 30 years ago, the company 
developed its line of Channellock 
tongue and groove pliers. 

George S. DeArment, and William 
A. DeArment, the 
founder, are president and vice-presi- 
dent-sales manager, respectively. 


grandsons of 
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Thomas J. McGann 


Thomas McGann Joins 
Management Consultant Firm 


Thomas J. McGann, who has con- 
tributed cost analysis articles to 
INDUSTRIAL DISTRIBUTION, joined 
the staff of Stewart, Dougall & Asso- 
ciates, Inc., New York management 
consultants. Mr. McGann is now a 
vice president specializing in analysis 
and control of marketing and distri- 
bution costs. 

Mr. McGann, a Certified Public 
Accountant, has been influential in 
the application of functional cost ac- 
counting principles to the costs of 
marketing and distribution. Mr. Mc- 
Gann, founded and was Professor 
of the Marketing Department at Iona 
College, New Rochelle, New York. 
Later he was Professor of Marketing 
at Marquette University. 

Mr. McGann has done much work 
in the analysis of profitability by 
products, by territories, by distribu- 
tion methods, and by customer. He 
has acted as a consultant to associa- 
tions, manufacturing firms and dis- 
tributors. 


Cushman Appoints Fippinger 
To Upper New York State Area 


Frederick H. Fippinger, factory rep- 
resentative for the Cushman Chuck 
Co., will also represent the company 


in northern and western New York 
State, the area formerly assigned to 
Charles B. Kopecky. 

Mr. Fippinger, a Cushman 25-year 
man, served in the engineering de- 
partment and was factory manager 
for 16 years. In 1955, he became 
New England representative. 
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When it comes to Lock Washers 


Buyers and Sellers Agree... 
COIN PAK Cuts Handling Costs 


This modern method of machine packaging in 
paper tubes results in the MOST COMPACT 
package ever devised for Lock Washers . . . 
saves valuable shelf space! Mellowes 2-Label 
cartons may be stacked in the new upside-down 
position which prevents accidental spilling, or 
in the conventional right-side-up manner. 
Either way, the end label is right-side-up for 
easy reading. 

Coin Pak eliminates counting, weighing, mix- 
ing of sizes, loss of washers! Lock Washers in 
Coin Pak are sold only through recognized 
industrial distributors. 


and for BULK QUANTITIES it’s 


x \NRAUS 


the modern 
BULK 
PACKAGE 


Volume users save money by ordering their lock washers 
in JOB-PAK—the contents of a keg in ONE shipping con- 
tainer divided into 6 equal inner cartons—Labeled and 
Counted. JOB-PAK provides distributors with re-usable 
cartons, saves valuable floor space. 


Individual Inner Cartons are 
the same as a distributor package 














“There's a 


BIG MARKE 


UNISORB PAD 


1 


under Machine Legs 


for 


Every industrial smoke stack in your territory 
is a sales prospect for Unisorb. Every ma- 
chine that grinds, 
knits, 


cuts, polishes, 


molds, drives, weaves, punchgs, 
prints or performs one of over 100 more Sper- 
ations needs the right type of Uniserb Pad 
or Unisorb Level-Rite Mount to control creep- 
ing and vibration. Metalworking, printing 
and textile machinery aloné provide a big 


opportunity. Here’s why! 


drilis, 7 


LR 200 LEVEL-RITE 





MODEL UL 





LR LEVEL-RITE 





UNISORB OFFERS: 


@ Fast machine relocation — installa- 
tion time and costs cut up to 80%. 

@ Fast, precise leveling (Level-Rite 
Series). 
Elimination of up to 85% transmitted 
vibration — muffling of external in- 
duced vibration. 
Increased machine life and effi- 
ciency (better alignment). 
Lowered noise levels (improved effi- 
ciency). 
Elimination of bolts, 
drill-damaged floors. 


lag screws, 


Many Markets + Many Machines = Big Profits 


Yes, and the Unisorb line offers a long profit, low cost stocking plan and steady 
advertising to your customers in the trade publications they read. 


Write for complete details — NOW. 





UNISORB 


269 SOUTH STREET, BOSTON 11, MASS. 


Division of The FELTERS COMPANY 





| can make money with Unisorb. 


I —— 





Please send me Unisorb ‘‘Profit Finder’’ Selector listing over 150 places where 





Position 
Company 
Address 


City. 7 





Zone__ State 
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Robert W. Lear 


Carborundum Appoints Lear 
Marketing Vice President 


Robert W. Lear was appointed vice 
president in charge of marketing for 
the Carborundum Co. He was elect- 
ed to the new position, to coordi- 
nate the firm’s expanding marketing 
activities, according to General Clin- 
ton F, 
Niagara Falls, manufacturing firm. 

Mr. 
career as a market research analyst 
for U. S. Steel Corp. Later he be- 
came sales promotion manager for 


Duff-Norton Mfg. Co. 


American Standard in 


Robinson, president of the 


Lear started his _ business 


He joined 
1947 as ad- 
ministrative assistant in the adver- 
tising department. He was promoted 
to director of marketing services for 
American Radiator & Standard Sani- 


tary Corp., in 1958. 


Walker Bearing Opens Branch 
In Texas City, Texas 
T. L. Walker Bearing Co., Houston, 


opened a branch store in Texas City, 
Texas, at 1538 Texas Avenue. 

The branch will offer coverage of 
anti-friction bearings and_ grease 
seals for refinery, petrochemical and 
general industry applications, accord- 
ing to the firm. 

Floyd Kroll, with Walker 14 years, 
is the branch manager. For the past 
three years he has been in outside 
sales at Houston headquarters. 

Harold Mittelstedt, the 


two years, will be inside sales office 


with firm 
manager at Texas City. 
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to stay 
in the black... 
Sell 


Leschen 


RED-STRAND: 


Black . . . the most attractive color in bookkeeping. They know that Leschen distributors and field men 
There’s no magic formula for staying in the black, make sure they have the best rope construction for 
but careful consideration of the right type and the job at hand. They know, and so can you, that 
make of wire rope can cut costs substantially for wire rope and sling needs—specify RED- 
10%, 20% or more. STRAND and stay in the black! For more specific 
RED-STRAND users are accustomed to longer- information on how you can become a Leschen 
than-expected wire rope service, because higher- Distributor, write: Leschen Wire Rope Division, 
than-catalog-rated quality is built into the rope. 2727 Hamilton Avenue, St. Louis 12, Mo. 


LESCHEN WIRE ROPE DIVISION 
H. K. PORTER COMPANY, INC. 
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EXTRA 
VALUE 
FASTENERS 


wirt g ain Y 


HOLLOW WALL 
ANCHORS 


Goodyear Rubber Co. presents plaque to Ben R. Chandler, president of A. B. Daly 
& Co., Coos Bay, Oregon, commemorating 40 years of good relations between the 
two firms, Attending presentation are (l to r): L. D. Siler, Goodyear field repre- 
sentative; Mr. Chandler; Ben R. Chandler, Jr., Daly Co.; Harvey J. Vaughn, vice 


*5 TIMES 
GREATER 
THREAD AREA... 


KEYSTONE® 
EXPANSION SHIELDS 


@Exciusive Nutstop 
Prevents 
Nut Pullout. 


DIAMOND-P-® 
LAG SCREW SHIELDS 


Dctusten 4-Directional 
Expansion Fits 
Irregular Holes 


DIAMOND 


Patented Feature: 
Wings Form Truss; 
Don't Bear on Bolt. 





DHD® HAMMER 
DRIVE ANCHORS 


*Exclusive Internal 
Ribs Provide 
Maximum Expansion. 


Red Séal® 
CALKING ANCHORS 


La 


®Exclusive Red Fibre 
Disc Keeps Dirt 
Out of Threads. 


PLUS 
More Than 
500 Other Items 
With “Built-in” 
Extras 


PLUS 
Exclusive Pole Line 
Hardware 


FREE SAMPLE 


> 


DIAMOND 





president, Daly Co., and H. L. Narwitz, Goodyear’s Pacific Northwest Manager. 


Ducommun Appoints Walkington 
Product & Sales Promotion Head 


Floyd Walkington was appointed to 
the new position of product and sales 
promotion manager, Ducommun 
Metals & Supply Co., Los Angeles, 
Calif. 

Previously manager of advertising 
and catalog, Mr. Walkington will be 
in charge of developing and admin- 
istrating a sales promotion program 
for the Los Angeles Division. 


Salesmen’s Promotions 


Paul Berney and Roger Howe were 
advanced to management positions 
according to Ducommun. 

Mr. Berney was promoted to super- 
visor in the inside sales department 
at Los Angeles. He joined the firm in 
1957. 

Mr. Howe was named supervisor 
of division services. He replaces Bob 
Temple who transferred to outside 


sales. 
Sales Awards 


Joe Rogers, Los Angeles division 
salesman was voted the metal sales- 
man of the year by the Purchasing 
Agents’ Association of Los Angeles. 
His award was one of seven presented 


by the Sales Executives Club of Los 


Angeles. 

Frank Storey was honored by the 
Sales Executives Club as one of the 
outstanding salesmen in the Los 


Angeles area. 
Ed Dern Retires 


Ed Dern, product specialist in 
valves and fittings, retired from Du- 
commun recently. He was with the 
firm over 30 years. 

Mr. Dern started with the firm in 
1931 as a warehouse clerk, worked 
in will call, became an assistant buyer 
in 1944 and a senior buyer in 1946. 


Aro Appoints Jackson 
To Head Marketing Operations 


Eugene L. Jackson was appointed vice 
president-marketing for the indus- 
trial and automotive divisions of Aro 


Equipment Corp. 

Mr. Jackson joined the firm in 1944 
as assistant sales manager, air tool 
division. Most recently he was head 
of Aro’s industrial division. 

He is a member of the board of di- 
rectors and planning committee for 
the American Supply & Machinery 
Manufacturers’ Association. He is 
also on executive committee of Com- 
pressed Air & Gas Institute. 
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National Screw Buys Interest 
In French Fastener Firm 


National Screw & Manufacturing Co. 
purchased controlling interest in 
Forges et Boulonneries Hermant 
Hicguet et d’Ars-sur-Moselle, manu- 
facturer of industrial fasteners in 
France. 

H. P. Ladds, president of National 
Screw, and W. A. McAfee, general 
counsel, completed the purchase in 
Paris following more than two years 
of analysis and negotiations. 

Mr. Ladds said that substantial new 
capital will be invested in the com- 
pany. Manufacturing capacity will 
be expanded, and the product line 
broadened considerably with tech- 
nical aid from National Screw. 

National Screw took a 51% in- 
terest in Hicguet. Substantial minor- 
ity interests are held by two large 
French steel companies which supply 
raw materials and are customers of 
fasteners and related products. 


Norton Appoints Taylor 
Grinding Wheel Representative 


John E. Taylor was appointed grind- 
ing wheel sales representative for the 
Canton, Ohio, area by Norton Co. 
He succeeds George W. Nelson who 
retired recently. 

Mr. Taylor served in a similar posi- 
tion in Toledo and Cleveland. 

Mr. Nelson, with Norton 46 years, 
served in Canton since 1935. 





“Tighten up your credit, and you'll be 
surprised how many costs will drop” 
says Louis Edelman, vice president, In- 
terstate Machinery and Supply Co., 
Omaha, Nebraska industrial distributor. 
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Another first from the 
manufacturer of the world’s leading 
industrial flashlights! 


CONTINUITY 
SPOTLIGHT 
NOW IN 


CONVENIENT 
CARRYING CASE 





The case is on the belt, the tester is in the case, 
always ready for use . . . and every job is easier, 
quicker. 

Tester checks wiring, controls, circuits, fuses, 
grounds, shorts, opens, broken wire, relays, 
switches, limits and has many other uses. 

Case is also available separately to carry any 
flashlight and extra batteries or tools. 


BRIGHT S 


— the world’s most 
popular and complete 
line. There are mod- 
els for every need a 


i explosion- 
oe terproof models. F 
e. Send for complete ¢ 


tails on 
for complete de 
vii line and available eye-catching 


ail : 
Hiluibli'®) INDUSTRIES 


CLIFTON, NEW JERSEY 


ree Imprint on orders 

atalog. 

the Bright Star 
displays. 


inclu 
proof and wa 
of 96 or mor 


DISTRIBUTORS: 





D211-6C—Cutters at tip 
set at 45° angle. 


Profit from Selling 


K L = i Ni = James J. White 
Be Lubriplate Honors James White 


_ On 35th Anniversary With Firm 
r P C t f aj fl | C D318-5/4—Long needle James J. White, general manager of 
pee ogee aa wih the Lubriplate Division, Fiske Bros. 

ae” Refining Co., was honored by com- 
x pany officials on his 35th year of 


—_ service with the firm. He received a 
204-6—Cutters af tip. diamond service pin from the firm, 
ema taie ns commemorating the occasion. 


Mr. White joined the export divi- 
sion of the organization on July 2, 


in almost every section of the country you iit 1926. Later he was assigned to the 

will find manufacturers of electrical and ee domestic sales department. In 1936 

electronic components who offer an im- 

portant market for Klein specialized elec- 

tronic pliers. These manufacturers offer 

a profitable source of business for every Recently Mr. White was appointed 

industrial distributor. general manager of the Lubriplate 
If you now handle Klein pliers, be sure Division. He now supervises sales, 

your salesmen are going after quantity 

plier orders in the electrical and elec- 

tronic field. We shall be glad to supply 

them with catalogs. If you do not sell D052-C—Speciatly de- 


Klein pliers, mail the coupon below. signed for wiring printed 
circuits. 


he was appointed assistant manager 
of the Lubriplate Division. 


advertising, product research and 
g: | 


packaging development. 


Martin Mill Supply Moves 
To New Stamford Quarters 
The Klein line includes a complete 


range of pliers, side cutters, oblique : mr Martin Mill Supply Co., Stamford, 
pliers, long nose pliers, as well as the : ‘ —— 

recently moved to new quarters on 

selected electronic pliers shown here D207-5C —Repleceabie ~ y i ‘ " o% 

—over 150 different sizes and styles. blade sheor cutter. Will Summer Street in Stamford. 

cut dead soft wire or ex- rT one . 

wemely hard wie. The new facility is across the street 


from the building which the distrib- 


i & cormren utor firm occupied for eleven years. 
According to A. A. DeLuca, the 


essential reason for the move was to 
JRPORATED 


alli McCORMICK ROAD, CHICAGO 45, ILL 


Mathias Klein & Sons, 7200 McCormick Road, Chicago 45, Ill. a wish of everyone concerned. While 
Please send me the Klein Plier Catalog and information. the previous building was up-to-date 
——@ and air-conditioned, half the material 


Name Y] (EIN was on each of two floors. 
Title__ \N Office Manager Gene DeLuca says 


_ tools that the efficiency of paper handling 


Sold only through distributors 


get all inventory and services on one 
floor. He said that this has long been 








Company 





and processing has increased notice- 
Address 





ably because now he is right on hand 





City to answer the “tough” ones. 
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J. W. Brugh W. I. Nagley 


Boice-Crane Appoints 
Two Factory Representatives 
James W. Brugh and William I. 


Nagley were appointed factory repre- 
sentatives by Boice Crane Co. 

Mr. Brugh, 
sentative in Roanoke, Va.. 
Virginia, West Va., and 
North Carolina. 

Mr. Nagley, 
sentative in Atlanta, Ga., 
South Carolina, 


manufacturers repre- 
will cover 


eastern 


manufacturers repre- 
will cover 
Georgia, Alabama, 
eastern Tennessee, and southwestern 
North Carolina. 


William F. Oswalt 


Stanley Elects Oswalt 
Executive Vice President 


William F. Oswalt was elected execu- 
tive vice president and a director of 
The Stanley Works. He fills the post 
vacated by Howard L. Richardson, 
when Mr. Richardson was elected 
president. 

Mr. Oswalt comes to Stanley, after 
31 years with the 
Co. He was most recently general 


General Electric 


manager of the three divisions of di- 
rect current motor and generator op- 


erations. 
continued on page 122 
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Rugged Design... 
Easy-to-Handle Balance 


Rizk Ip ig 


HEAVY-DUTY 


PIPE 
CUTTERS 


cut 
straighter... 
sell faster = 


ze 


Five Sizes 
for 4%4"’ to 6”" 


= 
— 
> 
— 
—~ 
— 
—, 


ee 4 


CZ 


é 


When a customer picks up a 
Riteai> Heavy-Duty Pipe 
Cutter, he’ll instantly know 
why it makes pipe and conduit 
cutting far easier. Perfectly 
balanced, it gives a feel of 
confidence no other cutter can 
match. Extra-long shank pro- 
tects handle threads. . . assures 
easy pressure application. 
Large, smooth handle gives a 
comfortable, powerful grip. 
Try it, and they’ll find a 
built-in cushion keeps the cut- 
ter wheel ‘“‘on track’’ through 
hard or uneven spots. Rugged 
frame, guaranteed not to break 
or warp, stays straight for 
clean cuts every time. 


For Work in Tight Places, Stock and Sell 


RIZBib 4-Wheel Pipe Cutters! 


For sure sales, stock and display the worlds most popular line 
of RRIGZA0ID Work-Save: Pipe Tools! 





Returning to private industry (and selling through 


industrial distributors) from six years as a U. S. Senator, 
William A. Purtell looks ahead to industry's future 


Purtell Views Industry 


After over six years in Washington 
as a United States Senator, William 
A. Purtell is back manufacturing and 
selling to industrial distributors. He 
the Electric 
Deep River, 


company 


president of 
Co.. 


generation-old 


is now 

Soldering Iron 
Conn., a 
which he purchased. Before entering 
the Senate in 1953, he served as presi- 
dent, treasurer, and general manager 
of the Holo-Krome Corp., which he 
established with others in 1929. He 
is a former president of the American 
Supply & Machinery 


Association. 


Manufacturers 


“The distributor will continue to be here 


because he serves buyer economically.” 


From his vantage point as one of 
the elders of the industry, Purtell was 
asked recently for his views on the 
industrial distribution field, its prob- 
lems, and its future. 

Generally, he sees the promise of 
great growth and great change in the 
business. He points out that the type 
of service, type of customer, and type 
of products have changed consider- 
ably over the past several decades, 
and that there will be more of this 
trend in the future. He believes, also, 


“As a distributor, I would accept all man- 
agement assistance that would help me.” 


that the “knowledgable” distributor is 
going to be prepared to make such 
changes as are necessary to meet these 
impending changes. 

These changes will entail distrib- 
utors developing and using better 
tools of management. He noted that 
the 
various business papers, compilations 


distributor trade associations, 
of information by industry at large 
had done much to develop these man- 
agement tools. 

Regarding the future of manufac- 
turer-distributor relations, Purtell ob- 
served that “there is less resentment” 
today by distributors to manufac- 
turers’ help. He said: “I think that as 
a distributor I would accept all the 
that help me 


manage my business. But I think I 


information would 
would reject the idea that someone is 
coming in to do it for me.” 

He believed, consequently, that the 
more accustomed distributors became 
to using the new tools of management 
and adopting new management tech- 
niques, the better fitted would they be 
to evaluate and use properly what 
manufacturers offer them. 


He welcomed the dissipation of 
suspicion that used to prevail over 
manufacturer - distributor __ relations. 
Both parties now realize that many 
ideas are put forward not to serve one 
or the other, but both. 

Purtell felt that distributors, along 
with all other businesses, must pay 
great attention to management suc- 
cession. He thought that in many 
cases the problem could be traced not 
so much to lack of potential manage- 
ment timber, but to “lack of training 
to equip top management.” 

“It is difficult to get people for top 
management positions in small busi- 
ness,” he said. “And it’s also true 
that the farther a distributor firm is 
removed from its original founders, 
the greater becomes the need for pro- 
fessional management.” 

He did not infer that “professional 
management” meant the introduction 
of outsiders to the business, but that 
there is a need for present top man- 
agement to shed an “unwillingness to 
think that there will ever be a time 
when they’re not needed.” 

Asked about the impact of competi- 


“The lack of management succession is 
not peculiar to industrial distributors.” 
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tion from foreign imports, Purtell 
stated that he hadn’t been aware of 
it affecting distributors—beyond the 
fact that it involved some of their 
suppliers and customers. 

But the whole question of foreign 
imports must receive serious govern- 
mental consideration, he said. The 
fact is, indeed, that the U.S. must be 
prepared and willing to trade with 
other countries. But there remained 
the serious question of the effect of 
low-priced imports on domestic in- 
dustry. 

“I don’t think we can say to a 
country that were not going to 
import your products,” he said, “but 
we can say that there is a market here 
and we can share it with you.” He 
proposed, therefore, that quotas be 


“Management tools give distributors way 
of knowing operations, not guessing.” 


agreed upon with other countries for 
various categories of goods, to avoid 
the possibility of a country inundat- 
ing the domestic market with a prod- 
uct in which they have a marked 
labor-cost advantage. 

Looking to the future of industrial 
distribution, Purtell said that “the 
distributor will continue to be here 
only because he continues to serve 
the buyer economically.” He asserted 
that the trend to specialization among 
distributors (“at one time considered 
to be anything but a healthy situa- 
tion”) will continue as long as the 
need dictates. 

He doubted that anything like 
“chain-type” distributor organiza- 
tions would appear, because the 
human factor is so important in this 
field as to make the chain operation 
impractical. 
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New Money-maker Product For You... 


MEASURE RPM EASY - 
IMMEDIATELY — 
ELECTRONICALLY! 


self 
contained 


completely 


portable 
direct 


reading 


meter 
NEW 


Pioneer Photo 


UANGHION 





elit 


Here’s a new product with great sales potential for you. The Pioneer Photo 
Tachometer makes it possible to get accurate instantaneous RPM measurements 
on grinding wheels, drills, presses, lathes, drives and similar equipment. And 
not only will it sell big . . . you stand to make big money from the realistic 
mark-up structure built into its list prices. Selective distributor territories are 
now available . . . so we suggest your early inquiry. 











THE Pioneer’ HER 
VELECTRIC & RESEARCH CORPORATION 


Subsidiary of Penn Controls, Inc. 


739 Circle Avenue Forest Park, illinois 





SELECT 
WE WANT A 


DISTRIBUTORS 


“i yall is 
<©) new line of 
pneumatic 
production 
tools 


Impact 
Wrench 


Screwdriver 





Nutsetter 


Tapper 








if you're a profit-minded, sales- 


oriented organization with a solid 
standing in the industrial field... we 
have openings of vital interest to you. 
We're one of the oldest manufacturers 
of pneumatic motors in the United 
States with an established reputation 
for pioneering many of the innovations 
that are today’s standard in air-powered 
tools. We're growing fast and offer op- 
portunities to top-notch distributors 
who can expand our position of leader- 
ship. If you're interested in moving 
ahead with us, write on your letterhead 

telling us about your company and 
the territory covered. We promise you 
a prompt reply with complete informa- 
tion on our organization and the profit 
opportunities available with the com- 
plete line of Airetool pneumatic pro- 
duction tools. 





New York. Ch 
adelphia, Hou 


Branch Offices 


Representatives princig 
Canada, Mex 
-England 

taly 
Brantfor 


Viaardingen, The Netherlands 


Canadian Plant 
European Plant 
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Eastern Hardware Golf Association 
Holds Annual Tournament 


More than 200 members attended the 
26th 
Eastern 
held at 
Delaware, Pa. During the three day 


annual tournament of the 
Hardware Golf Association 


Shawnee Inn, Shawnee-on- 


tournament 168 members played golf. 
At the annual banquet held during 
the tournament, W. W. Conde, W. W. 


Conde Hardware Co., Watertown, 
N. Y. was elected president. Other 
officers elected for the coming year 
were Melvin Campbell, Campbell 
Chain Co., and Edward Laird, E. K. 
Tryon Co., vice presidents; Charles 
B. Leinbach, Supplie-Beddle-Steltz 
Co., secretary-treasurer. 

Board of directors, elected for a 
three year term are: James Sherman, 
Sherman Hardware Co., Utica, N. Y.;: 
Emmett Harding, Hodell Div., Na- 
tional Screw & Mfg. Co.; and John Z. 
Buckley, Parker Mfg. Co. 

Russell Hoehl, Russell, Burdsall & 
Ward, Bolt & Nut Co., the retiring 
president becomes chairmen of the 
board of governors. 

Tournament winners were: Vincent 
P. Lowe Jr., Peterson & Lowe, Balti- 
more, low medalist ; Daniel J. Mayes, 
Mayes Bros. Tool Co., Johnson City, 
Tenn., winner of the harware bowl; 
Robert Mueller, Minnesota Mining & 
Mfg. Co., winner of the Ed. Griswold 
Trophy; and Fred H. Page, Jr., Page, 
Steel & Flagg Co., North 


Conn., winner of the H. L. 


Haven, 
Gilliam 
Trophy. 

Other flight winners were: Howard 
J. Loftus, Jr., Neal & Brinker Co., 
four flight: William Velk, Union 
Fork & Hoe Co., fifth flight ; Britton 
B. Wood, Wood Shovel & Tool Co., 
flight; Charles H. 
Clemson Bros., seventh flight ; L L. 
Wilson, eight flight; Sterling Abbey, 
Lamson & Sessions Co., ninth flight; 
Walter F. Story, National Screen Co., 
tenth flight; J. Hartzel Huston, H. R. 
Huston Co., eleventh flight; Leonard 
May, May Hardware Co., twelfth 
flight; Lawrence McKay, The McKay 


sixth Dunning, 


Co., thirteenth flight: Richard Guce- 
kelberger, Harris Hardware Co., 
fourteenth flight; Harold Kelley, 
Minn. Mining & Mfg. Co., fifteenth 
flight; Arthur L. Reimer, sixteenth 
flight; Phil Embury, Swan Rubber 
Co., seventeenth flight; Harold Cress- 
man, M. S. Young & Co., eighteenth 
flight; E. D. Marvin, Wood Shovel & 
Tool Co., nineteenth flight; Frank 
May, May Hardware Co., twentieth 
flight; Ed. E. Chandless, Jr., E. K. 
Tryon & Co., twenty-first flight. 
Runners-Up in the 
were: E. M. Craft, Van Camp Hard- 
ware Co., first flight; George Kohler, 


tournament 


Campbell Chain Co., second flight: 
Charles Sutlive, Screw & Bolt Corp., 
third flight; William Austin, Red 
Devil Tools, fourth flight; John S. 
Heller, Heller Tool Co., fifth flight; 
Walter N. Wright, Valley Mfg. Co., 
sixth flight; Douglas Franck, Safe 
Padlock Hdw. Co., seventh flight; 
Harold Smith, The Carborundum Co., 
eighth flight; Robert R. Holland, 
Holland Mfg. Co., ninth flight; Rich- 
ard Bamford, Hanover Screen Cloth 
Co., tenth flight; Robert 
Chas. A. Templeton Co., eleventh 
flight; Harry Keenan, Phillips Hard- 
ware Co., twelfth flight; James Sea- 
man, W. L. Smith & Co., thirteenth 
flight; R. Stockton Taylor, Bethlehem 
Steel Co., fourteenth flight; Wm. T. 
Kelly, Lamson & Sessions Co., fif- 
teenth flight; N. E. Drazan, N. E. 
Drazan Corp., sixteenth flight; R. S. 
Hostetter, Bethlehem Steel Co., seven- 
teenth flight; Nixon Richman, F. 
Winne & Co., eighteenth flight; Karl 
F. Baumann, Warren Tool 
nineteenth flight: Art. Henricks Jr., 
A. R. Henrick Co., twentieth flight; 
Geo. W. Brownlow, Jr., L. J. Kingsley 


Co., twenty-first flight. 


Munger, 


Corp. 


Corning Appoints Robert Dean 
Salesman For Philadelphia Area 


Robert J. Dean was appointed Phila- 
delphia salesman by the plant equip- 
ment department, Corning Glass 
Works. 

Mr. Dean has been a plant equip- 
ment salesman and sales engineer for 
1957, 


quaters in Cleveland, Ohio. 


Corning — since with head- 
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Robert J. Norwalk 


Norwalk Named Vice President 
Of Star Machinery Co. 


Robert J. 


manager of Star Machinery Co., 


Norwalk, general sales 


Seattle, was elected vice president of 
the industrial supply firm. 

Mr. Norwalk joined the firm in 
1951. He became a sales division 
manager the next year and Seattle 
district manager in 1956. He has 
served as general sales manager since 
1958. 

At the same time, Leigh W. Rabel 
was elected treasurer and Peter In- 
helder was promoted to comptroller. 
Mr. Rabel will move to Seattle from 
Portland, Ore., to fill his new post. 


National Screw Appoints Stockly 
New York District Manager 


John G. Stockly was appointed dis- 
trict sales manager for the National 
Screw & Mfg Co., in the metropolitan 
New York City area. 

Mr. Stockly succeeds Glenn L. 
Money who was appointed assistant 
director, technical sales and research. 
Mr. Money now returns to Cleveland. 

In other sales appointments an- 
nounced by the firm, Lee A. Almas 
succeeds John Stockly as representa- 
tive in Rochester and upstate New 
York. Harry A. Ohlrich is assigned 
the Cleveland and _ northwestern 
Cuyohaga county. 

Both Mr. Almas and Mr. Ohlrich 
were promoted from the firm’s Cleve- 
land sales office staff, after several 


years of service. 
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‘s. . . helps build and maintain 
our reputation as a first class 
distributing organization!’’ 


UNI|TED 


j= 10) = 


Rivets 


MR. DON K. HAMILTON of STANDARD 
PRODUCTS, INC., WICHITA, KANSAS has this 
to say about UNITED “POP” RIVETS, “‘We have 
been able to use the “POP” line to save 
our customers money in assembly cost as 
well as improving the overall quality of their 
products. This helps build and maintain our 
reputation as a first class distributing 
organization!" 


check over some of the ways 


“PO pr 


PROFIT-ABILITY 
will build YOUR 
sales and profits — 


iw YOUR SAME SALESMEN SELL MORE... 
because, as an established Industrial 
Distributor, you have a sales force that is 
already calling regularly on the people who 
buy fasteners and these people are 
always looking for a new fastener that can 
help them reduce assembly time and costs! 


iw ONCE SOLD, CUSTOMERS STAY SOLD 
‘ . because ‘‘POP” Rivets offer solid 
advantages that will help your customers im- 
prove the quality, appearance and acceptability 
of their products; speed assembly operations; 
and cut the installed costs of their fastenings. 
This means more repeat business, with steadily 
increasing sales and profits! 


~~ UNITED SUPPORTS YOUR SALESMEN ... 
and backs up their sales efforts with the 
biggest, most comprehensive program of ad- 
vertising and sales promotion in the blind 
rivet field. This program pre-sells prospects 
and produces live leads for your men to 
follow up! 


IF YOU'RE AN ESTABLISHED DISTRIBUTOR 
. . . with an alert sales organization, you'll be 
interested in the complete “POP’’ PROFIT- 
ABILITY story. Write today on your company 
letterhead to: Product Manager, “POP” RIVETS, 
United Shoe Machinery Corporation, Shelton, 
Connecticut. 


— | oo CLINCHING 
HERE'S HOW THEY WORK oom! sel AOREL 
“POP” Rivets are inserted and set from 7 - 
the same side: (1) Rivet is inserted in I] J aay By" vou. 
the work. (2) Jaws of the easy-to-use 7 
setting tool grasp the mandrel. (3) Tool 
is operated. Jaws pull back. Rivet is 
set. Mandre! breaks and falls free | | MANDREL — z : 

| | BREAKS AND FALLS FREE 


FASTENER DIVISION e UNITED SHOE MACHINERY CORPORATION 
1836 River Road, Shelton, Connecticut, U.S.A. 





The SLING CHAIN that Talks 
_.. With the WARNING RING! 


CAMPBELL SENTRY SLINGS 


The WARNING RING} which is actually 
stronger than the chain itself, acts as 
a joiner link on Campbell SENTRY 
SLINGS. It tells when sling has been 
overloaded . . . it elongates visibly 
or measurably—before the chain 
itself is damaged! This positive way 
to detect an overload makes sling 
chain inspection much easier. 

New, revolutionary Campbell 
SENTRY SLINGS — fully tested for 
over a year by foundries, steel fabri- 
cators and heavy equipment makers 
—offer important advantages. The 
accompanying SENTRY SLING Check 
Gauge makes inspections simpler— 
the gauge is designed to turn freely, 
when inserted in WARNING RING, if no 
elongation has occurred. (And the 
gauge can also be used for individual 
link elongation checking.) Repair is 
quick and easy, with a new WARNING 


RING replaced at the factory. Re-test- 
ed and re-certified SENTRY SLINGS 
are then ready for service again. 


Here’s How You Benefit From 
New SENTRY SLINGS: 


@ Safety programs are easier to main- 
tain—the WARNING RING'S built- 
in safety protects men and material! 


Lower repair costs mean savings— 
normally only WARNING RING will 
need repair! 


Immediate evidence of overload 
makes inspection easier—even while 
sling is in use! 


SENTRY SLINGS, available in all 
types, are made from Cam-Alloy 
steel chain only . . . available at no 
extra cost! All carry the Campbell 
Guarantee and Certificate of Test. 


For complete information contact your Campbell distributor or write direct. 


tPat. No. 2966878 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Po.; West Burlington, lowa; Union City, Calif. 


WAREHOUSES: Medford, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, lil.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 





Kenneth A. Jones 


Faultless Names Jones 
Midwestern District Manager 


Kenneth A. Jones was promoted to 
the new post of Midwestern district 
sales manager by Faultless Caster 
Corp. 

Mr. Jones, who joined the firm in 
1941, has been a sales representative 
in Chicago. He will continue to make 
Chicago his headquarters. 

At the same time, Floyd P. King- 
ston was appointed to succeed Mr. 
Jones as a Chicago sales representa- 
tive. 

William S. Hutson will be in charge 
of the new sales office in Minneapolis- 
St. Paul. 

Both men were sales service repre- 
sentatives at the Faultness factory in 
Evansville, Indiana. 


F. P. Kingston W. S. Hutson 


Thomas C. Wilson Appoints 
California Sales Agent 
Dal Miller Co., South Gate, Calif., 


was named sales agent for the pneu- 
matic tool division, Thomas C. Wil- 
son Co., Inc. 

The Dal Miller Co. will handle and 
appoint distributors for Wilson in its 


assigned territory. 





N. H. Nordby 


CF&I Appoints Nordby To Boise 
As Assistant District Manager 


N. H. Nordby was appointed assistant 
district sales manager for the Boise, 
Idaho, district by Colorado Fuel & 
Iron Corp. 

Mr. Nordby was serving as dis- 
trict sales representative, general line, 
since 1955. Previously he worked as 
wire rope sales representative in Salt 
Lake City. He first joined the firm in 
1949. 


Bristol Appoints Allis 
Nylok Socket Screw Specialist 


Andrew E. Allis was appointed Nylok 
Socket Screw Specialist by The Bris- 
tol Co. He will have headquarters in 
Waterbury, Connecticut. 

Mr. Allis has been with the firm 
eight years as a sales engineer. He 
will now coordinate sales to assist in 
engineering and developing new ap- 
plications for Bristol Nylok Socket 
Screws. He will also assist district 
representatives throughout the coun- 
try. 


Andrew E. Allis 
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CHAN ney LOCK 


No. 420 


The ‘Want Books” 

...and ringing cash 
registers...of tool sup- 

pliers all over America 

give profitable proof of 

the growing sales of the 
Channellock No. 420. 
Hundreds of thousands 

of mechanics buy this plier 
every year. They like its tight 
grip in tight places... its all 
‘round usefulness. And you'll 
like the steady profits of 
America’s fastest selling plier. 
Stock it... catalog it... display 
it... and you’ll sell it. Send for 
our new catalog. 


CHAMPION DeARMENT 
TOOL COMPANY 
MEADVILLE, PENNSYLVANIA 


It’s easier to stock 


just one line of pliers. 








Why it’s good business 
to sell Edward valves 


By W. F. Crawford, President 
Edward Valves, /nc. 


MAGAZINE & DIRECTORY 
AOVERTISING | 


PRICE INF ORMATION 


Have you ever asked yourself, 
“why am I stocking this par- 
ticular product?’’ Maybe the an- 
swer was “great demand”’ or 
“more profit for me” or “best in 
its field’. There are a lot of 
reasons why you would want to 
keep a good stock of a good 
product. 

But there may be some very 
good reasons (reasons you 
haven’t thought about) why you 
should be stocking Edward 
valves. For instance—catalog- 
ing, sales promotion, and ad- 
vertising! 

EDWARD VALVES pro- 
vides a complete catalog service 
that makes selecting the right 
valve as easy as possible for you 
and your customers. Our con- 
tinuing direct mail program to 
your good valve customers keeps 
them informed of Edward ad- 
vances in valve design — helps 
keep them sold on Edward. And 
easy-to-use pricing information 
from Edward makes your job 
simpler, faster. And finally —but 
very important— Edward main- 
tains a consistently strong na- 
tional advertising and sales pro- 
motion program to your 
customers and prospects through 
the pages of the leading in- 
dustrial publications they read. 


WHAT THIS MEANS TO 
YOU: The value of Edward ad- 
vertising, cataloging service, 
price data and direct mail activi- 
ties can be summed up in one 
word—“‘sales’’. As any business- 
man knows, you can’t cover all 
your customers and prospects 
with personal sales calls. Often 
you don’t have enough sales- 
men to cover your regular cus- 
tomers as frequently as you 
would like. Advertising and cat- 
alog information helps you do 
this job more effectively and at 
lower cost per sales contact. Ad- 
vertising reaches those prospects 
your salesman can’t get to. 

Edward advertising and sales 
aids are just one of the many 
good reasons why you should 
make Edward valves the leader 
in your line. Ask your Edward 
sales representative to help you 
maintain a working stock of 
these fine valves. Edward builds 
a complete line of forged and 
cast steel valves for pressures to 
10,000 Ib for industrial, power, 
petroleum and marine services. 
Edward Valves, Inc., 1222 West 
145th Street, East Chicago, In- 
diana. Subsidiary of Rockwell 
Manufacturing Company. 








One of a series of informal reports to major industrial distributors 


Sponsored by 


Edward Valves, Inc. . 


East Chicago, Indiana 


Subsidiary of Rockwell Manufacturing Company 











Dallas Electronics Firms Merge; 
J. Howard Klein New President 


All-State Electronics Inc. and Central 
Electronics, both of Dallas, were re- 
cently merged. Both firms are distrib- 
utors of industrial electronic com- 
ponents. 

The assets of Central Electronics 
were taken over by All-State, which 
also absorbed the key personnel. 

J. Howard Klein, president of All- 
State, remains as president and chief 
executive officer. A. D. Martin, Jr.. 
president of A. D. Martin Properties, 
Inc., and director of Central Elec- 
tronics since 1956, is chairman of 
the board. 

H. Neville Pierce became secretary 
of All-State, Homer E. Warlich, Jr.. 
remained as vice president and gen- 
eral manager in charge of industrial 
sales, and M. A. Reed continues as 
treasurer of the firm. 


Fairbanks Opens New Branch 
For Boston Area Customers 


The Fairbanks Co. is moving its 
Boston branch office and warehouse 
to a new building at 767-A Concord 
Avenue, Cambridge, Mass. The move 
will take place on August 15. 

The new facility will enable Fair- 
banks to provide better service to dis- 
tributor customers in the area, ac- 
cording to the firm. 


Black & Decker Opens Branch 
At Grand Rapids, Michigan 


Black & Decker Mfg. Co. recently 
opened its 51st factory service branch 
at 1296 36th St., Grand Rapids. 

J. Harold Taylor is branch service 
manager. The branch is equipped to 
give complete factory service on B&D 
products, for customers in the western 
Michigan area. 


Sales Representative 


W. A. Winkel was appointed sales 
representative in the industrial-auto- 
motive division of B&D. He is as- 
signed to the San Francisco district, 
covering the area formerly assigned 
to J. A. Smith, who resigned. 
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Houston Industrial Distributors Receive Plaque From Texas A&M College Johnson Compressors Opens 
— Warehouses In Wilmington, Toledo 


New warehouses were opened re- 
cently in Wilmington, Delaware, and 
Toledo, Ohio, by the Compressor Di- 
vision, Johnson Service Co. 
The division’s lines will be avail- 
gost Mee Cay able at both points. Shipments were 
fx, previously made from Milwaukee. 
Department of Sedustris! Cducanen 


rm ON ering 


Ha intel Dutt lishment of another warehouse to 
mamas sce serve the Pacific Coast states, accord- 


Plans are underway for the estab- 


ing to the firm. 


Montezuma Bearing Opens 
EI Paso Branch Store 


Montezuma Bearing Co., Albuquer- 
que, New Mexico, opened a branch 


Leland V. Dolan, president of the Houston Industrial Distributors’ Association store in El Paso, Texas, with Robert 
hangs a plaque awarded to the association by the School of Engineering of Texas Hunt assigned to the division. 

A& 1 Colle ge The award was made “In appreciation for services o industrial edu According to the firm. the new 
cation.” A similar award was presented to the North Texas Distributors, through 


: : Nate We ‘ anc i , N a Co. 
its president, George W. Levering. Mr. Dolan will hang the plaque in his office at branch will help Montezuma Ys 


Dolan Industrial Sales, Houston, Texas during the rest of his term as president of achieve wider distribution of its prod- 


the Houston Industrial Distributors’ Association. ucts in the Southwest. 


Mr. Distributor: 
Sell the 


@ FULL LINE-—-SINGLE SOURCE 
@ GUARANTEED TOP-QUALITY 
@ PROFITABLE REPEAT BUSINESS 


@ 49 MOST WANTED AEROSOL 
MAINTENANCE AND PRODUCTION AIDS 
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KELLER POWER HACK SAWS 
NEW ... PORTABLE 
JEFFERSON 601”, 5” x 4” Capacity 


Now available with 
cast legs, 7” ball 
bearing, rubber 

tired wheels & 
convenient 
handle. 


) Complete 

“ with motor, 
switch, wired, 
ready-to-go 


$] 14.50 


F.0.B8. Factory 


MODEL 1HB, 5” x 5” Capacity, all cast 
construction 
A rugged 
saw com- 
plete with 
motor, switch, 
wired, ready- 
to-go, ONLY 


$199.00 


5 Sizes—12 Models. 
Write for Bulletin 361 


KELLER DIV. 


Sales Service Mee. Co. 


2361 University Ave. St. Paul 14G, Minn. 


Columbus McKinnon Corp. Opens New Sales & Service Branch In San Francisco 


posTs &° 


epmiss 


The new Columbus McKinnon branch at 955 Indiana St., San Francisco, provides 


sales and service to West Coast area distributors, under Arthur H. Luchs, manager. 


Adams Station, N. J., Is Site 
Of Roebling’s East Coast Offices 


The New York and Philadelphia of- 
fices of John A. Roebling’s Sons, 
Division of Colorado Fuel & Iron 
Corp., are now located at Adams Sta- 
tion, N. Z 

The structure is located at 
U. S. Route No. 1 and Adams Lane, 
five miles south of the New Bruns- 


new 


wick Traffic circle. 

John P. Kadlic and Charles A. 
Wagner, wire rope sales manager for 
New York and Philadelphia, will oc- 
cupy the new facility, along with 
Irving S. Yates, wire and cold rolled 
steel products sales manager for New 
York. 

The structure has 47,600 sq. ft. of 
warehouse space and 6,000 sq. ft. of 
office space. 


A standard stainless 
fastener with 125,000 
psi tensile strength? 
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Anti-Corrosive Appoints 
Two Sales Representatives 
Frank W. Ladky 


pointed sales representative in Minne- 
Metal Prod- 
subsidiary of The H. M. 
Harper Co. Ladky 


sota, by Anti-Corrosive 


ucts Co., 


the firm’s representative in Milwau- 


kee. 

At the same time, Beta Coker & 
Atlantic Beach, Florida. 
was appointed sales representative for 


Florida. 


Associates. 


Norvell-Wilder Promotes Collom 
To Manager Of Baton Rouge Branch 


Robert K. Collom was transferred to 
Baton Rouge, La., and promoted to 
branch sales office 
Norvell-Wilder 
Supply Co., Beaumont, Texas. 

Mr. Collom has worked in the in- 
dustrial and oil field supply fields in 
New Orleans and Lake 


Louisiana, and Houston, 


manager of the 


and warehouse by 


Charles, 


Texas. 


Associates was ap- 


Associates is also 







J. D. Craig 


Fort Worth Sales Executives 
Elect J. D. Craig, President 
5. Bb 


manager of General Industrial Sup- 
ply Corp., Fort Worth, 
president of the Fort Worth Sales 


Craig, president and general 


was elected 


Executives for the coming year. 

Mr. Craig joined the club in 1947. 
He has been on the board of directors 
for 12 years. He previously served as 
first vice president, second vice pres- 
He held each of 


these offices two years. 


ident, and secretary. 


RIGHT! 


It’s the new SPS 
socket head cap screw... 


UNBRAKO KS 812. 


And the tensile 
is certified 
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THE TRADE CALLS 


oP KEM 


STEEL BLUE 


arhine 
Dies and 
Templates| 






rt E 
TeERS BL 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North llth St. « St. Lovis 6, Mo. 
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This Handbook of 
Mechanical Packings and 
Gasket Materials was 
designed and written by 
leading Packing Engi- 
neers and consultants for 
the ‘‘non-specialists”’ in 
packing application, and 
for Distributors’ Sales- 
men handling many lines. 


Sponsored and endorsed 
by all members of the 
Mechanical Packing 
Association. 


Available to all Belmont 
Packing Distributors’ 
Salesmen. 

- 


Another reason 
why Belmont is 
“THE BIG 
PROFIT LINE”’ 
for Distributors 


D> 


The Belmont Packing & Rubber Co. 


Philadelphia 37, Pa 





Douglas G. Lytle 


Raybestos-Manhattan Appoints 
Lytle Cleveland District Manager 


Lytle 
Cleveland district sales manager for 


Douglas G. was appointed 
the equipment sales division, Ray- 
bestos-Manhattan, Inc. 

Mr. Lytle joined R/M in 1950 as 
an engineer and laboratory techni- 
cian. In 1952 he was transferred to 
the equipment sales division. Most 
recently he served as assistant district 


sales manager of the Chicago area. 


Vernon Marsh 


Marsh Elected Vice President 
Of American Pulley Co. 


Vernon Marsh was elected vice presi- 
dent of the American Pulley Co., Di- 
vision of Van Norman Industries, 
Inc. He had been factory manager. 

He joined American Pulley in 
1959, with more than 20 years in 
production and manufacturing meth- 
ods. His prior positions were with 
Kromex Co., Inc. Coleman Company, 
Inc. and Mid-States Mfg. Inc. 





IMA BIG ORANGE Baitiiliies 
THE BEST 
TRY IT! 


SELLS 
FASTEST 


SHACKLE CHAIN HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of high-strength steel and 
heat-treated. 

SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 


7) 
oO Aa 
i - oY 


GRAB HOOKS 
Available 
for Chain 


SLIP HOOKS 
Avcilable 
for Chain 
Size 4 
5/16", ¥% 


P 
, V2" and 36” 


Screw Pin SHACKLES 





Size stamped on every 
shackle 


D 
Forged of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2°, EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized. 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 








A Sales Repeater Because it’s 


DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong 
Economical because RUBYFLUID 
costs less in the 
long run. Cus 
tomers like RUBY- 
FLUID Flux—liquid 
or paste — keep 
coming back for 
more. Let RUBY- 
FLUID make 
friends and build 
business for you. 
Remember . . . 
RUBY’s Stainless 
Steel Flux was 
perfected for this 
application. Don’t 
take chances with 
substitutes. 


unions. 


Ruby Chemical Co. 
76 S. McDowell Street 
Columbus 8, Ohio 
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W. Bingham Co. Drops 
Wholesale Hardware Business 


The W. Bingham Co., Cleveland, is 
going out of the wholesale hardware 
business. 

The Industrial Supply Division of 
W. Bingham will continue operation, 
under new ownership. President S. E. 
Cram said he will probably leave the 
firm at the end of this year. 

Mr. Cram went on to say that the 
firm has been making money, but the 
average return on inv ested capital was 
only 314-4 percent. 

About 
and 100 in other cities will be affected 


300 Cleveland employees 


by this move. 


Maxwell D. Coe 


Connecticut Purchasing Agents 
Elect Coe President 


Maxwell D. Coe, director of pur- 
chases for The Stanley Works, was 
elected president of the Purchasing 
Agents Association of Connecticut. 
He presides for the coming year. 
Other officers elected were: James 
E. Steele, United Illuminating Co., 
first vice president; James E. Gib- 
bons, R. T. Vandervilt Co., second 
vice president; Ezra J. Kihlgren, Em- 
hart Mfg. Co., 
Fred A. Harvey, secretary treasurer; 
Francis G. Greaves, Marlin-Rockwell 
Corp., director from the Plainville 


national director; 


area. 

Mr. Coe joined Stanley in 1940. 
He became assistant purchasing agent 
in 1947 and purchasing agent in 
1949. 


August 1961 


UTICA DROP FORGE & TOOL DIVISION - 





UTICA 
UNWRAPS 
A NEW 
BENT CHAIN 
NOSE 
PLIER 


“Electronic Plier-of-the-Month” + July and August 


e ee f 


a 


ACTUAL SIZE 


Never before available on an industry-wide basis! This month’s 
Utica special is the #25-5 .. . a new bent chain nose plier designed 
to grip, twist and loop very fine wire in closely confined areas. It’s 
ideal for work on chassis as well as other subminiature electronic 
assemblies. Special features include 60° angle bent chain nose @ 
Beveled edges full length of jaw © Fine serrations in jaws to pre- 
vent nicking or marking © Primer coated dipped cushion grip 
handles and Bauer spring to reduce operator fatigue @ Induction 
hardened edges @ Gleaming finish @ Backed by Utica’s famous full 
guarantee. Write for complete information on the #25-5 or the 
Utica Electronic Plier of the Month program. Or ask to have your 
Utica distributor call! 


KELSEY-HAYES COMPANY, UTICA 4, NEW YORK 


UTICA 
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LOCK 


WASHERS 





“10in!’ 


The Most Compact 
Decimal Package 
for Lock Washers 


new Decimal Packaging Systen initiated 
Positive ‘ets you buy, stock or se! lock 
washers in the 9 most popular sites al! 
packaged and counted Each outer telescope 
carton contain 10 inner cartons, each of 
which contains S@.or 100 Lock Washers, de 


pending upon size 


@ in sizes X,” through 4”, each outer carton 
holds 1000 (medium section) Leck Washers 
in 10 immer cartons . . .100 in each. 


@ in sizes \,” through %”, each outer cartes 
contains 500 (medium section) Lock Washers 
in 10 inner cartons . . . 50 im each. 


Each outer carton is a Standard Telescope 
Shelf-Carton with 2-Way End Labels. Can be 
stacked in the upside-down manner which pre- 
vents spilling or in the conventional manner — 
with upright end label either way. 





HANDY HOME 
ASSORTMENT... 
IT DEMONSTRATES 
the ‘'10-in-1” idea! 


SEND FOR urry! 


The Handy Home Assortment of Non-Link Posi- 
tive Lock Washers will come to you in the 
new “10-in-1"’ Decimal Package. instead of 
ONE SIZE it contains ALL 9 POPULAR SIZES 
of Non-Link Positive Lock Washers. The outer 
carton contains 10 small inner cartons each 
containing ONE of the Popular Sizes. it demon- 
strates the ‘‘10-in-1’’ package perfectly. Send 
for it today and see for yourself! You'll find 
many uses for the lock washers it contains. . . 
at home, or in your shop 


POSITIVE 


LOCK WASHER CO. 


181 Vanderpool St., NEWARK 5, N. J. 

















E. A. Antonelli E. R. Mahoney 


R-P&C Appoints Antonelli 
New York District Manager 


Edward A. Antonelli was transferred 
to New York as district sales manager 
by R-P&C Valve Division, American 
Chain & Cable Co., Inc. He succeeds 
Harry Kain, who retired. 

Mr. Antonelli joined the firm in 
1939. Since 1955, he served as dis- 
trict sales manager of the Chicago 
district. Prior to that he worked in 
the same capacity in Atlanta. 


New Chicago Representative 


Edward R. Mahoney, with the firm 
since 1954, succeeds Mr. Antonelli as 


Chicago sales representative. 


Henry Vogt Co Appoints Morgeson 
Division General Sales Manager 


Harold B. Morgeson was appointed 
general sales manager of the valve 
and fitting division, Henry Vogt Ma- 
chine Co. 

Mr. Morgeson succeeds Walter S. 
Cannon, Jr.. who retired from the 
firm after 40 years with Vogt Co. The 
new general sales manager served in 
various capacities with the company 


since L941. 


Harold B. Morgeson 





EVANS 


Oo r/a\fo IES 
BPO 8 ed Bee) we 


Sizes from 6 ft. to 12 ft 


NOW EACH IN 


BELT 
OLSTE 


CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- 

ings in measuring tapes! Greater 
convenience and performance — 
with no increase in cost! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. Your supplier will 
gladly demonstrate. Ask him about 
this Evans ‘‘extra’’ today. 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com- 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good will. Available 
in individual gift 
package. 

Send for illustrated 

folder #5807. 


RULE CO. 


Factories at: 
Elizabeth, N. J. & Montreal, Quebec 
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Hauck Opens District Office 
For Southern Ohio 


James Benzing will head the new dis- 
trict representative's office opened in 
Columbus, Ohio, by Hauck Mfg. Co. 
The office will serve the southern Ohio 
territory. 

Prior to joining Hauck, Mr. Benz- 
ing was with Iroquois Gas Co. 


Chicago Representative 


John F. Kelly was appointed Chi- 
cago district sales representative for 
the Hauck equipment division. He 
replaces Gerald T. Murray. 

Mr. Kelly was with the Wheeling 
Corrugating Co. and Zonolite Co. be- 
fore joining Hauck. 

The Hauck Chicago office serves 
Illinois, Wisconsin, Minnesota, north- 
ern Indiana, Nebraska and the Da- 
kotas. 


A lp 


Giles E. Smith 


Chain Belt Names Smith 
To Head Cleveland Office 


Giles E. Smith was appointed district 


sales manager of the Cleveland office, 
Chain Belt Co. He succeeds John 
Smallshaw, who in anticipation of re- 
tirement will continue to serve in 
Cleveland as a special accounts execu- 
tive until April 1962. 

Mr. Smith joined Chain Belt in 
1951. He was serving in the Mil- 


waukee district office, as a sales engi- 


neer, since 1952. Last fall he was 
transferred to Cleveland. 

Mr. Smallshaw was manager of 
the Cleveland office for thirty years. 
He joined the company in 1922. 
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MASTER 
FLAMELESS 
BLOW TORCH 


QUICK HEAT 


up to 1,000° F. 


For applications requiring quick concentrated 
heat blast up to 1000° F, without flame. Soften 
form, mold and patch plastics, etc. Temperature 


varied by air intake adjustment. 

AC-DC motor. 2 or 3 wire plug 8 ft. 
cord. Intermittent duty. Othe 
with lower temp. ranges. Most of the 


110-230 V. 
heavy duty 


e models available 


big names 


in industry use MASTER HEAT BLOWERS in labora- 


tories or in production. 


Model 12750—110 volt 


AIR HEATER BLOWER 


For quick electrically heated air up 
to 750°. For accelerating drying 
processes or for localized heating. 
B.T.U. 3400. Air velocity 2000 FPM. 
110-230 V. AC only. 2 or 3 wire plug 
8 ft. heavy duty cord. Continuous 
duty. 2” dia. x 3” long discharge 


nozzle. 
300° F. 
500° F. 
750° F. 


Write today—Dept. 61-H 
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CAP SCREWS 
SET SCREWS 
MILLED STUDS ~ 
| CUSTOM 


SCREW MACHINE 
SPECIALTIES 
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cMOOTHY, ‘iar 


ROLL-A-REEL 


No pulling heavy reels 
...« no pushing . . . JUST 
LOAD and away you go! 


Easily portable 
No jacks 
Handle any reel diameter 
Heavy steel 
ame 
Slanted 
front 
Ball-bearing adjustable 
rollers 


Positive roller lock for 
unloading 


STYLE B— 4,000 Ibs. cap. for 

1 reel up to 48” wide; or for All are drilled for optional 
2 reels up to 24” wide each. auxiliary ball-bearing side 
ee gy rollers, $5.00 per set extra. 
f.0.b. Cincinnati ‘ 


STYLE A — 2,000 Ibs. cap. for 
reels up to 28” wide. Weight + 


60+. 
PRICE $46.50 
f.o.b. Cincinnati 


@ Special sizes on request. 


4630 Reading Road 


i-ie)] § i. REEL Cincinnati 29, Ohio 











YOU WIN FRIENDS 


when you sell the best hose and duct 


FLEXAUST HOSE 


for dust collection, fume control, 
air and material handling 


& 
Mj 
ip. S 


LIGHTWEIGHT - STRONG 
EXTREMELY FLEXIBLE 
DURABLE 


Made of top quality neoprene 
coated fabrics — Sizes 1%” to 36” i.d, 


Easy to install — no preliminary 
layouts or special tools required, 


FLEXAUST hose and PORTOVENT ducts are made 
strong and versatile to satisfy a wide variety of conditions in 
dust collection, fume control, air and materials handling. 
Since 1938, Flexaust distributors have benefited from thou- 
sands of repeat orders. For durable, trouble-free installa- 
tions, which please present customers and gain new ones, 
there is no substitute for these quality products. 


Send today for free technical, application and price bulletins 


THE FLEXAUST COMPANY 
Dept. ID 100 PARK AVE., N.Y. 17, N.Y. 





David Linn John Slein 


Marlow Appoints Linn, Slein 
As District Engineers 


David R. Linn and John E. Slein were 
appointed district engineers by Mar- 
low Pumps, Division of Bell & Gossett 
Co. 

Mr. Linn’s sales territory includes 
North & South Dakota, Iowa, Minne- 
sota, Wisconsin, and portions of 
Michigan and Illinois. He was form- 
erly with Deming Co., where he ob- 
tained hydraulic experience in both 
sales and advertising over the past 
ten years. 

Mr. Slein will cover Canada, east 
from Hamilton, Ontario, the New 
England States, and New York (ex- 
cept the metropolitan area). He was 
formerly with American Standard 
Corp.. where he was the New England 
states district representative for the 


air conditioning division. 


Leonard V. Quin 


Pratt & Whitney Transfers Quin 
To Cleveland Office 


Leonard V. Quin was appointed 
branch representative with the Cleve- 
land office of Pratt & Whitney Co., 
Inc. 

Associated with P&W since 1951, 
Mr. Quin comes to Cleveland from 
the firm’s St. Louis, Mo., office. 
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Roy Perler 


Perler Named To Head New York 
Sales By Yale Materials Handling Div. 


Roy Perler was appointed manager of 
the New York sales and service 
branch of the Yale Material Handling 
Division, Yale & Towne Mfg. Co. 
For the past three years, Mr. Perler 
served as regional sales manager in 
the Northeast U. S. and Canada. Prior 
to that, he spent six years as a senior 
salesman in the branch he now heads. 


Blackmer Pump Appoints Tracy 
Northeastern Region Sales Manager 


Clair J. Tracy, Jr. was appointed 
sales manager of the Northeastern 
region for Blackmer Pump Co. 

Under the firm’s new area re-align- 
ment, Mr. Tracy will maintain offices 
in Boston and cover the New England 
states, Upstate New York, and East- 
ern Canada. 

He has over ten years experience 
in the field of rotary, centrifigual, and 
turbine pumps. 


Clair J. Tracy, Jr. 
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No idle machine time here. 
Time from file to reading head— 


Ohee tecontl /* 


ViSirecord’s split-second record location has gained inter- 
national recognition as ‘“‘the world's fastest record-keeping 
system.” 

ViSirecord speed and convenience, minimizes floor space 
requirements, operator fatigue — and increases productivity 
and accuracy. 

ViSirecord speed eliminates costly idle machine time on 
automated applications, and complements machine effi- 
ciency — the programmed edge-punched card input easily 
keeps pace with the most modern machines. 

ViSirecord’s split-second refiling, accomplished during 
machine's operating cycle, eliminates idle machine time. 

Your ViSirecord Systems Specialist is ready and able to 
provide proof of related accomplishments achieved by thou- 
sands of satisfied customers. 

Meanwhile write for Case Histories and list of satisfied 


companies in your industry. as! 


*Observation of experienced operators by 
General Electric Co. Receiving Tube Dept. 


ViSlrecord, inc. 


375 PARK AVENUE, NEW YORK 22, N. Y. 


© 1961 VISIrecord, inc. 


Systems Specialists in Principal Cities 











“IDEAL 


BANDSAW WELDERS 
For All Types Of Steel 





Model BAS-3, Electric Fiash Welder. For High 
Speed Steet With Automatic Annealing Controls 
For ‘” to 2%” Wide Bands 


SEVEN MODELS 


* For Carbon Steel 
* For Nickel Chrome 
* For High Speed Steel 


For bands from 72” 
to 6” in width. 


Shear attachment for cutting 
true 90° butt ends in bands 
and grinding wheel for dress- 
ing welded joint optional. 





“BEXOR” Bandsaw Blades 


—— 


Top Quality. Favorably Priced, Better Profit Mar. 


gin. tn 100° and 250° coils. 





HACKSAW BLADES 
Hand sizes in tungsten alloy and high 
speed steel. Light and heavy power 
in high speed steel. 

DISTRIBUTORS WANTED 


Write for literature and com- 
plete information today to 


E. R. SAMSEY & CO. 
TOLEDO 14, OHIO 











New Order Index Of Industrial Supplies & Machinery Up 3.2% In April 
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The index of new orders placed by distributors with suppliers continued to increase 
in May, according to the American Supply & Machinery Manufacturers’ Association, 


The index increased six points or 3.2% to 194, continuing the recent upward trend. 


HAWKINS JOINS MURRAY CO. 


Louis Hawkins joined Murray Equip- 
ment Co., Detroit, as sales engineer. 
Mr. Hawkins, a conveyor engineer, 
will specialize in speed reducers, 


chain drives and_ variable 


speed 


equipment. 


Pratt & Whitney Appoints Hurst 
Assistant Sales Manager 


Francis J. Hurst was appointed as- 
sistant sales manager, carbide and 
distributor products at Pratt & 
Whitney Co., Inc. 

Mr. Hurst joined P&W in 1951. 
Since then he held positions as sales 
correspondent, Kellerflex sales engi- 
neer, and supervisor-industrial dis- 
tribution. 


Francis J. Hurst 


Wholesale Executives Complete 
Executive Management Courses 


Ninety wholesalers 
Wholesale 


Course. a week of intensified study 


completed the 
Executive Management 
at the Ohio State University and the 
Wharton School of Finance & Com- 
merce, University of Pennsylvania. 
The course, sponsored by the Na- 
of Wholesalers, 


included subjects on: modern leader- 


tional Association 
ship: human relations; insurance for 
wholesalers; employee and salesman 
selection, training and supervision; 
work simplification; budgeting; fi- 
nancing and others. Classes started 
at 8:30 and ran through to 5:15 
daily. The course included evening- 
long wholesale operating case studies 
on four nights. 

The course will be presented at 
Stanford University Graduate School 
of Business, September 10-16. 


H. M. Harper Opens Warehouse 
To Serve Florida Customers 


The H. M. Harper Co. opened a new 
warehouse at 1920 West 4th Ave., 
Miami, to serve customers in Florida. 

According to Roderick Martin, Jr., 
branch manager, the Miami building 
is the fourth new warehouse opened 
by the firm in the past six months. 
The most recent one was in Montreal, 


Quebec. 
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INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for May is 86, according 
to the Industrial Fasteners Institute. 

This substantial upturn, 11 per- 
centage points above the first quarter 


HIGH PROFITS on... 
ORDER after ORDER 


from FAST REPEAT SALES 


average, is the first upturn since De- 


cember 1959, according to the Insti- 
tute. 


Anti-Corrosive ZINC. RICH Coating 


Drastically Cuts Maintenance Costs 


DRYGALV is easily applied by brush or spray—outlasts all 
other anti-corrosive materials. Composed of 95% metallic zine, 
DRYGALV permanently protects iron and steel from the cor- 
rosive effects of weather and industrial fumes. DRYGALYV has 
the same cathodic protection as galvanizing. Result: Perma- 
nent elimination of rust and corrosion; and years cf cost-free 
repairs. 





DRYGALV OFFERS HIGH PROFITS TO DISTRIBUTORS 


Dan W. Pfister —AND AUTOMATIC REPEAT SALES 








Write for Details 


AMERICAN SOLDER & FLUX CO 


PHILADELPHIA 40, PA. 
Since 1910 








Oe ake 


1901 WEST WILLARD STREET 


Soldering Fluxes e Welding Compounds e Soldering Equipment + 


“es 


Larry Griehs 


Pfister New Deming Representative 
For New Jersey-Pennsylvania Area 


Dan W. Pfister was appointed repre- 
sentative for New Jersey and north- 
eastern Pennsylvania by Deming Co. 
He replaces Walter Brown who passed 
away recently. 

Mr. Pfister will make his head- 
quarters in Princeton, New Jersey. 


Transfer Griehs 


Larry Griehs was transferred to the 
New England territory. He was pre- 
viously Deming representative in 
Indiana, Ohio & Kentucky. 

He joined the firm in 1957. His 
headquarters will be in Northboro, 
Massachussets. 
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par 2g There's a world of new profits 4 
with KRUEGER Al?- Purpese Ssish 
Steel Bench S&S TOOLS 


Every plant, shop, office and school is a 
prospect with these easy-to-sell features 


Standard or Adjustable models — 
there’s no problem selling Krueger 
bench stools once you demonstrate 
their structural features, plus the ad- 
justable leg and backrest models which 
permit employes to position seating for 
maximum individual comfort and re- 
sulting efficiency. Sturdily constructed 
of seam-welded steel tubing, firmly 
braced for solid rigidity. Self leveling 
feet assure firm floor contact. Large 
comfortable seats. 





WOBBLE-FREE, LIFE-LONG 
STRUCTURAL FEATURES: — 


© 18-gauge %” o.d. tubular steel 
legs. 

® Strong, tubular ring cross-brace 
and foot rest 

© Large, round or square steel seat 
with recessed Masonite panel. 
Also, ultra-strong Fiberglass one- 
piece seat/backrest. 

© Fully curled safety edges on seat 
and backrest. 











COMPLETE LINE of 17 models — Also, versatile ‘‘low boy"’ 
filing stool. Write for catalog and dealer information, today! 


KTaO Gy 


METAL PRODUCTS ©GREEN BAY ® WISCONSIN 








never hefore...so many sales features 
in a machinists’ vise! 


Guaranteed 
Unbreakable! 








New Columbian Machinists’ Vises are smashing sales records 
everywhere. 

Reasons? Superior design, finer workmanship and a host of popular 
features unmatched in any other vise. The latter include ““T’’ section 
hardened tool steel replaceable jaw faces . . . steel handle balls forged 
from handle stock . . . self-lubricating graphite bronze thrust bearing 
... unbreakable malleable iron castings . . . easy conversion of 3—3% 
—4-—4'%-—5-inch stationary vises to swivel base type with addition 
of swivel kit. A-2204A 


Cleveland 4, Ohio 








THE COMMBIAN VISE & MFG. CO. 

















SPECIAL TOOLS FOR SPECIAL JOBS FJ 


K-D 446X EXTERNAL SNAP 
RING PLIERS TO RAISE 
PRODUCTION LINE EFFICIENCY 


Adjustable jaw stop permits setup to 
easily handle one ring size over and over 
Adjustable handle stop prevents overex- 
pansion of rings 

Sturdy tempered steel construction assures 
thousands of flexings without loss of precision 
Interchangeable tool steel points have reverse 
taper shanks to grip rings surely and firmly 
Popular size point sets come with tool—.039, 
.047, .074 in.—15°, 45° and 90° angles 
for easy insertion 

Point sizes .020, .060, .090 in. also available 


One more solution to a problem job in 
industry by K-D Tools—the nation’s 
largest maker of quality specialty tools 
for professional auto repair and main- 
tenance. Watch for K-D’s solution to 
your problem! 


K-f TOOLS °/ Making Hard Jobs Easy Since 1919 


K-D MANUFACTURING COMPANY 


Lancaster, Pa. 























Thomas Walsh 


Wilton Tool Appoints Walsh 
Central District Sales Manager 


Thomas Walsh was appointed Central 
district sales manager of the Wilton 
Tool Co. Minneapolis and Kansas 
City will be his key market areas. 

Prior to joining Wilton, he was 
with Miller Falls Co., Johnson Bronze 
Co., and Barada & Page. 


Adamas Appoints Representatives 
For Three Areas 


Dave Lindley, Tulsa, Oklahoma; 
William K. Neff, Affton, Mo.; and 
Herb Noreen, Fort Worth, were ap- 
pointed representatives for Adamas 
Carbide Corp. 

Mr. Lindley will cover Oklahoma 
for the New Jersey firm. 

Mr. Neff will be representative for 
the eastern portion of Missouri, 
Arkansas. and southern Illinois. 

Mr. Noreen will be the Adamas 
representative in northern portion of 
Texas and the state of Louisiana. 


Carpenter Steel Appoints 
Harton As Florida Manager 


Charles H. Harton was appointed 
Florida manager by the Carpenter 
Steel Co., recently. 

Mr. Harton joined Carpenter as a 
salesman in 1938. He was promoted 
to assistant district manager, In- 
dianapolis, in 1943. 

In his new post he is in charge of 
the sale of products in Florida. 
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From a small tin hut on Bazaar Street, Nairobi, in 1922, Alibhai 


Shariff & Sons recently moved into quarters on Government Row. 


EAST AFRICAN I. 


Alibhai Shariff & Sons, Nairobi, a firm that 


grew from a tiny shop to a huge investment. 


It takes an awful lot of inventory to 
perform the industrial supply func- 
tion in East Africa but, if the success 
of Alibhai Shariff & Sons, Ltd., in 
Nairobi, Kenya, is any criteria, the 
The 


Shariff company, one of the oldest 


risk is worth the investment. 
and leading hardware firms in East 
Africa, imports and stocks merchan- 
Britain, 
United States, Australia, Hong Kong 
and South Africa, and is a leading 
supplier of industrial supply require- 


dise from Europe, India, 


ments. 
Although the English distributors 
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stock and sell heavy machine tools, 
most industrial supplies are handled 
by Asians who operate the wholesale 
The 


sells 


and retail hardware firms. 
Shariff stocks 


building materials and hardware of 


company and 
every description with various types 
of tools—electric, engineering, car- 
pentry, paints, polishes, household 
goods, brushware, lampware and auto 
mechanic needs of all types. 

The company was founded by 
Alibhai Shariff and his son, Esmail, 
in 1922 after emigrating from West- 


continued 





‘conomy 
purchased every ¢ 
through Distribute 


ub ' te 

SHOPLIFTER new Mark II model 
The original lifter of its type and first 
choice with users for over 20 years... 
full 750 Ib. working capacity. New low 
price of $195.00 f.0.b. Chicago, includes 
complete safety features. Several other 
models available. 


ELEVATING 
TABLES 

A most useful tool 
in any shop as a die 
handler, constant 
height table, load 
leveler, or portable 
work table. Ask for 
bulletin ET-245. 
Price $245.00. 


SHOVE-L TRUCKS 


A really different broad 
blade truck . . . designed 
for all-purpose use. Six 
models with choice of 
wheel size in both metal 
and rubber. Priced from 
$34.00. 


DRUM TRUCKS 
For all 30 gallon and 
55 gallon metal drums. 
Available with natural 
rubber or neoprene 
tread wheels. Priced 
from $64.00. 


RED ROCKER BARREL STANDS 
Everybody needs them! Safe 
and easy one-man draining 
of 55 gallon drums. 18” and 
24” drain heights . . . with 
and without wheels. 


Write for catalog and dealers discounts! 
4532 W. Lake St., 

Chicago 24, lil. 

ES: ET 
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PURE MANILA ROPE 


for every industrial use 


FILPACK 


STANDARD 


Made with care, precision and expert 
engineering, FITLER PURE MANILA ROPE 
deservedly has a high reputation for 
quality and outstanding service on a 
wide variety of jobs in industry. A few 
uses where FITLER PURE MANILA has 
proved itself are as: Handlines, Safety 
Rope, Ladder Rope, Elevator Rope, 
Lashing Rope, Guy Lines, Firescape 
Rope, Hoisting Rope, and Truck Rope. 


SPECIFICALLY DESIGNED 

FITLER MANILAS designed for specific 
jobs in industry include: Transmission 
Rope, Truck Rope, Shovel Line Rope, 
Hammerfall Rope, Lineman’s Rope, 
and Car Puller Rope. 


COVERS EVERY FIELD 


Unexcelled for durable, long wearing, 
flexible and waterproofed rope, FITLER 
PURE MANILA is designed for maximum 
service and use in the marine, fishing, 
farming and drilling fields as well as 
industrial. rrrcer has a full line of 
sizes and stock. 


Sold by 


Industrial Distributors Everywhere! 


The EDWIN H. FITLER CO. 


Est. 1804 
Division of Columbian Rope Company 
New Orleans 17, la. * Philadelphia 24, Pa. 
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This Nairobi industrial distributor sells goods in nearly every part of East Africa. 


AFRICAN 1. D. continued 


ern India, where the father had op- 
erated a little hardware store in which 
the present Aga Khan purchased tools 
as a boy. Another of Alibhai’s sons, 
Madatally, is managing director to- 
day, having joined the firm in 1926. 
The company’s first building was a 
May, the firm 


magnificent new 


small tin hut. In 
opened a seven- 
story building in which it occupies 
the first floors and displays its stocks. 
tenants the other 


Business occupy 


floors, some of them manufacturers 
representatives. 

Kenya’s industry is growing from 
modest beginnings but, judging from 
Shariff's stock list of industrial sup- 
plies, it is substantial. The list in- 
cludes power drills, bench grinders, 
orbital sanders, jig-saws, taps and 
dies, twist drills, reamers, die stocks, 
pipe 


vises, hammers, saws, hand tool, in- 


tools and threaders, planes, 
dustrial rubber goods, transmission 
slotted 


abrasives, 


items, threaded products, 


angles, paints, sprayers, 


and plumbing-heating supplies. 


Many items stocked at Alibhai Shariff & Son's are imported from all over the world. 
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Eugene J. Kelley 


Skil Appoints Kelley As Manager 
Of West Coast Warehouse 


Eugene J. Kelley was appointed man- 
ager of Skil Corp.’s West Coast ware- 
house in San Leandro, Calif. He will 
be in charge of warehousing for a 
seventeen state area. 

Prior to this appointment, he was 
service manager in Los Angeles. He 
has been with Skil in various posi- 
tions since 1935. 


Thomas R. Merritt 


Wright Hoist Appoints Merritt 
To Head Southern Sales District 


Thomas R. Merritt was appointed dis- 
trict sales manager of the Southern 
sales district, Wright Hoist Division, 
American Chain & Cable Co., Inc. 

Mr. Merritt, whose headquarters 
will be in Atlanta, Ga., succeeds J. W. 
Allen, who resigned. 

Atlanta headquarters are located at 
1055 West Marietta St., N. W. 

Prior to this promotion, Mr. Mer- 
ritt served as a Wright sales repre- 
sentative in the Southern district. He 
started there in 1958. 
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Fasteners 


..- your solid profit line! 


Are you running into... 
® inability to get a complete range 
of fasteners 
fastener failures that are tough on 
you and your customer 
rejects and returns that load 
stockrooms 
missed deliveries 
lack of engineering service and 
company “‘back-up”’ 
... these are problems that keep real 
profits off your books! 
Switch to the Mac-it line and 
get... 
® a complete line of standard and 
special fasteners and dowel pins 
@ sound materials, workmanship 
and inspection controls 
® guaranteed in-use performance 
® complete engineering service 
® on-time deliveries 
Write, wire or phone today for full 
facts on the solid profit line of 
Mac-it fasteners and dowel pins. 


MAC-IT PARTS COMPANY 
Dept. 15, Lancaster, Penna. 


ete een an 


i 
4 
2 
he 
i. we 








Wheeling COUPLINGS 
for the ‘Right Connections’ 


Indeed, the ‘right connections’ 

for SERVICE and QUALITY! 

Service because ... your orders are 
shipped the same day we receive 
them. Quality because . . . Wheeling 
“X-L" Pipe Couplings are 
quality-controlled and precision 
engineered to A.I.S.1., A.P.L, 

A.A.R., or other specifications 

in diameters %"’ to 16” in all types. 
Send for our free condensed 

catalog today. Remember, 

Wheeling Couplings have 

eXceL-ed since 1918. 


WHEELING MACHINE PropUCTS CO. 
WHEELING, WEST VIRGINIA 
West Coast Factory - - Woodlake, California 





WHY COMMANDER MULTI-DRILLS 


EASIER 
SELL! 


MULTI-DRILLS are self-liquidating adjustable multiple 
spindle drill press attachments for production drilling. 
They multiply the speed, efficiency and production of 
men and machines many times over. They can quickly 
pay for themselves—often in the first week of operation. 
MULTI-DRILLS are available in many models de- 
signed to drill from 2 to 15 holes (and more) at one 
stroke of a drill press. Thousands of MULTI-DRILLS in 
use today are proving that the user can save time and money 
by multiple drilling with a Commander Adjustable MULTI-DRILL. 


MFG. 


4218 WEST KINZIE STREET CHICAGO 24, ILLINOIS 





PRODUCTS 


SHOP EQUIPMENT AND STEEL SHELVING 


Your customers seeking top quality steel equipment can be 
selective and satisfied with BAY’s complete line. New products 
with exclusive features maintain the same high BAY standards 
of proper design—produced right, unconditionally guaranteed. 
And, BAY’s system of limited franchise distribution and com- 
plete distributor protection insures freedom from wanton 
price cutting—maintains BAY’s top quality line for distributors 
to sell. Check our new catalog and prove it to yourself. 
Modular Benches e Steel Shelving « Work Benches e Stock Carts 
¢ Handicabinet* Benches « Service Trucks « Stacking Boxes ¢ Parts 
Bins ¢ Small Parts Cabinets and Cases 





BAY PRODUCTS DIV. 
BAidwin 9-1805 AMERICAN METAL WORKS, INC. 


1843 W. Cambrio St., 
Philadelphia 32, Pa. 





How the case turned out 


starts on page 64 


Just as the silence following Peacock’s 
query was beginning to assume an 
embarrassing aspect, an answer—if 
not “the” answer—occurred to Cutt- 
ingham. “Look, Mr. Peacock,” he 
said, “I can talk myself blue in the 
face telling you about our services 
and facilities, but unless you actually 
have a chance to see them for your- 
self you'll have no reason to take my 
word for it that they are the best in 
the state. So why don’t you do this: 
Why don’t you plan to come out and 
visit us some time at your conven- 
ience, and let us show you around the 
place. Personally, I'd like you to meet 
our people and get some idea of how 
they can serve you. How about it?” 

Peacock answered, somewhat 
vaguely, that it sounded like a “good” 
idea, and that as soon as he had some 
spare time he would definitely “try 
to get out and visit you”. However, 
he never brought the subject up again 
when George made subsequent calls 
on him, and neither did George, who 
didn’t want to create the impression 
that he was “pushing” the P.A. into 
anything. 

When production finally began at 
EMP, George began to get a trickle 
of orders which, to this day, isn’t 
much more than that. 

Ep. Note: Here’s a problem within 
a problem. Obviously, Cuttingham 
did not resolve the first one,-espe- 
cially since it is one of the responsi- 
bilities of a purchasing agent to check 
on the capacity of a supplier (see 


“Evaluate The P.A.” ID, June 1961). 


“We'd be pleased to send you a nickel’s 
worth of our number two lock washers. 
You want them plain or gift-wrapped?” 
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To Help You Sell 





COMPRESSORS — Allis - Chalmers 
Mfg. Co., Milwaukee, Wisconsin— 
Bulletin on Type VC water-cooled 
centrifugal compressor. 


V ALVES—American Chain & Cable 
Co., Inc., Reading, Penn.—Catalog 
on R-P&C bronze, iron body and cast 
steel gate, globe and angle, and check 
valves, bar stock valves, and forged 


steel gate valves. 


TRANSMISSION EQUIPMENT — 
American Viscose Corp., 350 Fifth 
Ave., N. Y.—Bulletin on Avisco belt- 


ing fabrics. 


V ALVES—Atlas Valve Co., Newark, 
N. J.—Catalog on Atlas No. 811 
Control Pilot, designed extremely for 
accurate control of diaphragm valves. 


BEARINGS — Automatic Welding 
Co., Pittsburgh, Penn.—Bulletin on 
automatic roller and idler rebuilder. 
PUMPS—B-I-F Industries, _Provi- 
dence, Rhode Island—Bulletin on a 
method of combining fluid meters 
Also a 
bulletin on liquid flow meter. 


and proportioning pumps. 


CASTERS — The Bassick Co., 
Bridgeport, Conn. — Brochure on 


“Ball Casters”. 


PLASTICS — Cadillac Plastic & 
Chemical Co., Detroit, Michigan— 
Catalog on CADCO Teflon plastics. 


COMPOUNDS — Wall 
Corp., Detroit—Technical data sheet 


Colmonoy 
on metallized overlays. 


Costa 
“Tenth 


GAUGES — Deltronic 
Calif. 


Plug” gaging sets. 


Corp., 


Mesa, Catalog on 


— Duff-Norton Co., Pitts- 
-catalog sheet on track main- 


JACKS 
burgh 
tenance jacks. 


V ALVES—Erie Mfg. Co., Milwaukee 
—Bulletin on new motor operated 
valves for fan coil units. 
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V ALVES—Henry Pratt Co., Chicago 
—Bulletin on new designs in “Rubber 
Seat” butterfly valves. 


MACHINE TOOLS—Walker-Turner 
Div., Rockwell Mfg. Co., Pittsburgh 


—Bulletin on 7 inch grinder. 


INSPECTION EQUIPMENT—Rob- 
ertshaw-Fulton Controls Co., Rich- 
mond, Va.—report on functions and 
techniques of “Vibra-switch” mal- 
function detectors. 


ABRASIVES — Roto-Finish Co.., 
Kalamazoo, Mich.—bulletin on selec- 
tion of right abrasive. 


STEEL—Sharon Steel Corp., Sharon, 
Pa.—Brochure on applications of 


coated strip steel. 


VALVES — Rockwell - Nordstrom, 
Rockwell Mfg. Co., Pittsburgh— 
Bulletin on flow characteristics of 
valves. 


SHEARING ATT ACHMENTS—Nia- 
gara Machine & Tool Works, Buffalo, 
N. Y.—Report on magnetic sheet 
support for power squaring shears. 


PROTECTIVE CAPS — Protective 
Closures Co., Buffalo, N. Y.—Bulletin 
on protective “Polyethylene” caps and 
sleeves. 


PNEUMATIC SYSTEMS — Sprout, 
Waldron & Co., Muncy, Pa.—Bulletin 
on positive and negative pressure 
pneumatic systems. Also, bulletin on 


applications of pneumatic unloading 


systems with hydraulic drives. 


PULLEY — Stephens-Adamson Mfg. 
Co., Aurora, Ill—Brochure on one- 


piece steel pulleys. 


TUBING—Swift Lubricator Co., El- 
mira, N. Y.—Bulletin on “Pyrex” 


tubing and rods. 


PLASTICS—Synthane Corp., Oaks, 
Pa.—Brochure on general machining 


laminated plastics. 


FASTENERS—U. S. Expansion Bolt 
Co., York, Pa.—Manual on multi-use 
fastening system. 





don’t let that 


TOOL BOX 


sale get away 


More turnover’s a cinch, partner, when 
you stock and display Kennedy's com- 
plete line of tool boxes, tool chests 
and roller cabinets. Many models and 
combinations to fit every need... 
built to stand up under rugged in-plant 
duty. And Kennedy quality stands out 
sO no buyer can miss it. The extra 
value pays off in faster turnover, extra 
profits. 


Kennedy steers business your way. 
Month-after-month we're telling your 
customers the Kennedy value story — 
in leading trade journals in the auto- 
motive and industrial fields. Better 
lasso your share of this ready business 
by stocking up, displaying the Kennedy 
line and talking it up with your pros- 
pects. Write for complete distributor 
information on the Kennedy line today! 


Kennedy Kits 


Pioneers in the manufacture of tool boxes, tool 
chests and roller cabinets. 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM25 
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A Personal Message 


from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


SIMPLES ADDITION! 


Add up the benefits 
and you'll see why 
it’s easy to sell 
Veelos quality 


Your customers get many plus 
benefits when they install genuine 
Veelos v-belts on their drives. 

Here are just a few of the ex- 
clusive advantages you can offer 
when you sell Veelos: 

1. Your customers can carry less 
v-belt inventory. Four reels of 
Veelos in O, A, B and C widths 
provide up to 316 different 
v-belt sizes. 

. Cuts machine vibration up to 
90%. Veelos is uniformly bal- 
anced through its entire length. 

. Adjustable to any length... 
adaptable to any drive. This un- 
usual versatility makes Veelos 
usable on many drives. 

. Ends slipping . . . delivers full 
power. Scientifically beveled 
sides provide greater belt grip. 

. Can be installed in minutes. Link 
construction permits easy in- 
stallation, easy change-over, with 
far less machine downtime. 

. Constant, equalized power de- 
livery. Uniform tension is easily 
maintained by removing links. 

. Runs cool for longer belt life. 
Circulation of air around and 
through Veelos links prevents 
internal heat build-up. 

Only genuine Veelos provides all 
these plus values. Add up these 
benefits and you'll see why it’s 
profitable to sell Veelos. If you want 
more ‘“‘reasons why,” drop me a line. 


P.S. Send for our folder, ‘Selling 


Veelos Quality is as easy as + — X 
+.” It’s free for the asking. 


VEELOA 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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CONVEYORS — Harry J. Ferguson 
Co., Pa.—Bulletin on 
portable conveyor sections with nylon 


Jenkintown, 
wheels or aluminum rollers. 


TUBING — Kilsby-Tubesupply, Los 
comparing 
with 


Angeles — Brochure 


“drawn-over-mandrel” tubing 


seamless tubing. 


STEEL PRODUCTS—La Salle Steel 
Co., Chicago—a case study portfolio 
on “fatigue proof” steel bars. 


Maxwell & 


-Bulletin on 


GAGES 
Moore, Stratford, Conn. 
calibrating all types of 
Also, 


on direct acting, reverse acting, and 


Manning, 


checking 


pressure instruments. bulletin 


control valve pressure regulators. 


BELTS—Manheim Mfg. & Belting 
Co., Manheim, Pa.—Wall chart giv- 
ing measuring, coupling and installa- 
tion directions for variable speed 
belts. 


WELDING—McKay Co., Pittsburgh 

Folder of case histories on benefits 
derived from McKay’s electrodes and 
wires. Also, catalog on welding mild 


and alloy steels. 


POWER TOOLS—Mobile 


Inc., Indianapolis—Catalog on hy- 


Drilling, 


draulic-powered drill rigs, tools and 


accessories. 


MACHINE TOOLS—Mueller Indus- 
tries, Mt. Prospect, Ill.—Brochure on 
line of standard screw machine tools. 
DIE CASTING—Newton-New Haven 


Co., West Haven, Conn. 


—Folder on 
Prototype” die casting service. 
Inc., 


Tools, 


TOOLS 


Dayton, Ohio—condensed catalog on 


Northwestern 
all firm’s standard items. 


TAPES & ADHESIV ES—Permacel, 
New Brunswick. N. J.—Brochure on 
pressure-sensitive and heat sealing 


cloth tapes. 


SAFETY DEVICES — Sherwin-Wil- 
Co., Cleveland—Brochure on 
safety marking for plants and equip- 


liams 


ment. 


PIPE—Corning Glass Works, Corn- 
ing, N. Y.—Two color films about 
installation of 


effectiveness and 


“Pyrex” drainlines. 


CONVEYORS — Conveyor Systems, 
Inc., Morton Grove, Ill.—Catalog on 
a complete line of portable trough 
conveyors. 


LIGHTING—Fostoria Fos- 


toria, Ohio—Brochure on industrial 


Corp., 
area-lighting equipment. 


-General Time 


TIME CONTROLS 
Corp., Torrington, Conn.—Manual of 
basic timing instruction and applica- 


tions of controls. 


PACKINGS—Greene, Tweed & Co.. 
North Wales, Pa.—Monthly 


bulletin on selling ideas for packings 


news 


for the maintenance of plant equip- 


ment. 


FLAT FINISHERS—Hammond Ma- 


chinery Builders, Inc., Kalamazoo, 
Mich.—catalog on abrasive belt flat 


finishers. 


INSPECTION EQUIPMENT—Her- 
Co., Ohio— 


Bulletin on oversize granite surface 


man Stone Dayton, 


plates for precision measurement. 
HOSE — Hewitt-Robins, Stamford, 


Conn.—Bulletin on “Teflon” 
flexible hose; applications, properties 


new 
and construction. 


V ALVES—Hills-McCanna Co., Car- 
pentersville, [ll—Bulletin on air 


operators for diaphragm valves. 


GEARS—Instru-Lec Mount 
Vernon, N. Y.—Folder on specifica- 


Corp., 


tions and engineering information on 


precision differentials and end gears. 


DIODES — International Resistance 
Co., Philadelphia—Bulletin on sele- 
nium dual diodes for detector and 
rectifier circuits. 


GAGES —J. T. Slocomb Co., So. 
Glastonbury, Conn.—Folder on de- 
sign and direct 
reading micrometer. Also, price sheet 


construction of 


covering line of micrometers. 
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se 


ALLFLEX 


VIBRATAMERS! 
Custom- 
Engineered 


FAST to 


solve your 


problems. 

In Stainless Steel, 
Bronze, Monel 
write, wire, phone 
today for 


“VIBRATAMER” 


ae DATALOG 601 
JIT 


3782 Ninth St., Long Island City 1, N.Y. 
Telephone: Stillwell 4 4-5173 


HARRIS FLOATS 


Dependable Service 
and 











on Copper 
and 


Stainless 
Steel 
Ball Floats 


2 to 12 Inch Diameters 
in stock at all times 
For more than a half century, leading indus- 
trial distributors have made Harris their first 
and principal source of supply for floats. 

A complete range of the most popular sizes 
of both copper and stainless steel ball floats 
is always in stock for prompt shipment. 

Harris builds special floats in a variety of 
shapes and sizes of Stainless Steel, Copper, 
Copper-Plated Steel, Aluminum, Nickel, Monel 
and Chrome-Plated Steel. 

Write for Complete Information 


ARTHUR HARRIS & CO. 


208 No. Aberdeen St. Chicago 7, Wil. 
Established 1884 
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Dates to Remember 





July 25-Aug. 10 
Chicago International Trade Fair, 
McCormick Place, Chicago. 


Aug. 1-4 
Fourth Annual Advertising Age 


Creative Workshop, 


Palmer House, 


| Chicago. 


| Sep. 6-8 


Joint Nuclear Instrumentation Sym- 
posium, Sponsored by ISA, AIEE, 
IRE, Raleigh, North ¢ 


‘arolina. 


| Sep. 11-12 


Industrial Distribution Conference, 
American Supply & Machinery Manu- 
facturers’ Association, Statler-Hilton 


Hotel, Cleveland. 


Sep. 11-15 


16th Annual ISA _ Instrument-Auto- 
mation Conference & Exhibit, Los 
Angeles 


Sep. 21-22 


Woodworking Distrib- 
utors’ Association, 2nd Annual Meet- 
ing, Sheraton-Blackstone, Chicago. 


Machinery 


Sep. 25-28 
American Welding Society, Fall 
Meeting, Adolphus Hotel, Dallas. 


Sep. 25-28 
Industrial Building 
Congress, New York Coliseum, New 


York City, N. Y. 


Exposition & 


Oct. 2-6 
The 16th Annual National Hardware 


Show, New York Coliseum, N. Y. 


Oct. 12-13 


17th Annual Society of the Plastics 
Industry, Inc., New England Section 


Conference, Portsmouth, N. H. 


Oct. 15-19 


Prestressed Concrete Institute, Na- 
tional Convention, Denver, Colo. 


Oct. 19-20 


National Conference on Industrial 
Hydraulics, Sherman Hotel, Chicago. 





CAUGHT 
IN THE 
PROFIT 

SQUEEZE? 


(Ohm Oars 
with 


RADE MARK 


RANK. 


long-lasting 
Belting 


THE FRANKLIN COTTON MILL CO. 
1118 Central Parkway + Cincinnati 10, Ohio 
“80 years of better belting service” ~ 





JET-AGE 
SERVICE 


ORDERS 
SHIPPED 
WITHIN 


HOURS 


LOUISVILLE 
ALUMINUM 
INDUSTRIAL 
MAINTENANCE 
EQUIPMENT 


STRONG 
EXTRA SAFE 
DURABLE 


FAST 48 HOUR SHIPMENT 
GUARANTEED BY LARGE 
STOCK of America’s Finest, 
Most Complete Line of Quality 
Aluminum Ladders, Platforms, 
Stages and Seaffolds for In- 
dustrial and Commercial use. 


Write or Phone for Details and Catalog 


2 H Z 
( Vo) oa hh 


_ 
+ 


OUISVILLE 


1101 W. Oak St. Lowisville 10, Ky 





Mechanical Power Transmission 
Equipment Distributors, Annual Con- 
vention, Edgewater Beach, Chicago. 


Oct. 23-27 


American Society For Metals, 43rd 
National Metal Exposition & Con- 
gress, Convention & Exhibits Build- 


ing, Detroit, Michigan. 


Oct. 29-31 


Fluid Controls Institute, Inc., Fall 
Meetings, Hotel Hershey, Hershey, 


Pa. 


Nov. 1-3 


Central Supply Association, 67th 
Annual Meeting, Palmer House, Chi- 


cago. 


Nov. 7-9 


Electric League of Western Penn- 
sylvania, 8th Industrial Electric 
Exposition, Penn-Sheraton Hotel, 


Pittsburgh, Pa. 


Nov. 15-17 


National Associated Marine Suppliers 
Inc., Third Annual Marine Supplies 
& Equipment Show, Hotel Roosevelt, 
New York City. 


1962 
Jun. 5-7 


57th Annual Triple Industrial Supply 
Convention, NIDA, SIDA, ASMMA, 
Waldorf-Astoria Hotel, New York 
City, New York. 





“Well! I see we've chatted quite a while. 
The first payment on your order is due 
already!” 


m Reduce Inventory 
wm Cut Service Calls 
mw Increase Tubing Sales 


Bill 
Flexible 
Metal Hose 


THAT'S CUSTOM-MADE 
FOR EVERY 
INDUSTRIAL 
APPLICATION 


For All the Facts Write 

a for the U.S. Flex 
Sales Guide 

to Specific 

Industries 


GJ. a2." 6G xX 


U.S. FLEXIBLE TUBING CO. 


223 MAIN STREET, BARTLETT, ILLINOIS 








The right gauge for 
your specific needs 


A complete line of gauges in stock 
available for early delivery. Gauges 
from 10-inches water pressure to 
30,000 P.S.I. to meet your specifica- 
tions on any equipment. 


@ Pressure @ Combination 

@ Vacuum @ Diaphragm 

@ Compound @ Hydraulic 

@ Altitude @ Special Purpose 

@ Dial Thermometer 
(Vapor Tension or Bi-Metal) 

Let Marshalltown answer your gauge 
problems . . . write for information 
and prices. 

MARSHALLTOWN MANUFACTURING, INC. 


MARSHALLTOWN, IOWA 
A Subsidiary of the Electric Autolite Company 
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low tee tahdn on Machine Tool Distributors: 


by Distributors ? 3 
Wait till you show 
sonia oka: (...and sell) this Multiple 


¢ Auto Parts Co. 


Columbia,*Tennessee Tapping Machine! 


Cameron & Barkley Co. 


Orlando, Florida New ANOKA. Gives 


Kaufman Glass Co. 


Wilmington, Delaware BIG Capacity at Price 
J. D. Rohrbach Co. Never Equaled! 


Lancaster, Pennsylvania 





Test rep . Sell today’s automated needs. 
Union egg tenn Sho tented on production runs 
varlsbad, New Mexico or 2 years, the new A A 
Carlsba tr Multiple Adjustable Tapping 
John M. Watt’s Sons Inc. Machine is the highest capacity, 
Bridgeport, Pennsylvania es a a a 
v ’ ») é at its price. Has capacity of 6 
N.C. 3%" taps in free cutting steel, 
; can be operated in any position. 
San Diego, California Works singly or with two or more 
units from different sides—or in 
clusters with other apparatus— 
through single built-in auxiliary 
switch. Six spindles adjustable to 


Winn Supply Co. 


Adamas Carbide Corp. recently ap- 


a . a ee Mat thin any pattern. Powerful 2 hp motor. 
pointed the following five distribu Net just oa attachment; « 

s: complete machine in itself! 
ee ‘= Salenstuete end. sell this DISTRIBUTO 
¢ Cutting Tools, Inc. “heavyweight” producer for a 





RS: Good terri tories 


t 
n. Write now for complete produc 


ope ' 
" . M ; boos rofit story: 
St. Louis, Missouri cales ” and profi 


Texas Aircraft Supply Co. COLUMBIA TOOL AND DIE WORKS 


Grand Prairie, Texas 
" _ 716 39TH AVE. N.E. « MINNEAPOLIS 21, MINN. 
Delta Supply Co. 


Fort Worth, Texas 

Lee Mathews Machinery Co. 
Kansas City, Missouri 

C. W. Crossen Co. 


Davenport, lowa 


Worthington appointed two new dis- INDUSTRIAL GLOVES 


tributors of mechanical power trans- 














mission products: 
¢ A. C. Supply Co. 


Philadelphia, Pennsylvania EXCLUSIVE PATENTED ® 


* Border Machinery Co. : 
El Paso, Texas . | FIR 
SAF RIP 


Gregory Industries, Inc., appointed ETY G 
two new distributors of Nelson MOULDED INTO FINGERS 
f AND PALM 





Fastening devices: 
¢ Elgee Electric Co. 
Columbus, Ohio 


¢ Art Heasley Fasteners & Tool Co. Longer wear in every pair! Available 
. in various sizes, gauges, lengths, 
colors and surface finishes. Natural 
rubber or genuine Dupont neoprene 
Cummins Diesel of Northern Ohio, a latex. Contoured fingers for more 


Inc., Cleveland, Ohio, was appointed comfort, better fit. FREE 


a distributor for Hydra-ride accumu- : SEND FOR TEST OFFER! 
, - CATALOG Write us on your 
NO. G-11 firm’s letterhead 


for sample gloves 
of complete for test pur- 


A. Biederman, Inc., was appointed ee A glove line poses. 


distributor in California, Arizona and SEIBERLING LATEX PRODUCTS, New Bremen, Ohio 


Nevada by Astromics Co. 


Houston, Texas 


lators by Parker-Hannifin Corp. 
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INDUSTRY 1S SOLD 
ON BELT-SAVERS 


BE SURE YOU 


HAVE THE FACTS 
GET BULLETIN 35-E 


SPROUT-WALDRON 


BELT-SAVER 
PULLEYS 


SPROUT-WALDRON 
 § MUNCY, PENNA. 
IN/505 














Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.T.M. A-83 and A-106 
FROM STOCK: 
Ye” to 1%” Standard and Extra 
Strong Weights, Black Grade 
“~" 


"2" to 12" Double Extra Strong 
Weight, Black, Grade “A.” 
TO ORDER: 


Grode “8B” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


NIPPLE WORKS, Inc. 


Fittsburg 


SPRING CARDEN AVE 


PITTSBURGH PA 





Brady Supply Corp., Elmira, New 
York, was appointed a distributor for 
Allis - Chalmers 


transformers, 


regulators, power 


switchgear, circuit 
breakers, and capacitators in parts of 
New York and Pennsylvania. 


| Stem & Heider Co., Rochester, New 


York, was named a distributor for 
pumps in 17 New 
York State counties, by Allis Chal- 
mers Mfg. Co. 


Allis-Chalmers 


Electric Co., Boise. 


Idaho, was named a distributor for 


{ fton-Lemp 


transformers in portions of Idaho and 
Oregon by Allis-Chalmers Mfg. Co. 


All Weather Air 


Brooklyn, New York, was appointed 


Products Co., 


exclusive New York, Westchester and 
Long Island distributor by Stoddard 
Industries, Inc. 


Transmission Equipment Co., Pitts- 
burgh, Pa., was appointed as new dis- 
tributor in the Pittsburgh area by 
Ohio Gear Co. 


Young & Vann Supply Co., Birming- 
ham, Alabama, was appointed exclu- 
sive Birmingham distributor by Nu- 
Matic Grinders, Inc. 


Ensign Electric & Mfg. Co., Hunting- 
ton, West Va., was appointed a dis- 
tributor for Allis-Chalmers motors in 
the firm’s Charleston district. 

Continental-Emsco Co., Dallas, was 
appointed a distributor by the Mar- 
quette Division, Curtiss-Wright Corp. 


Minnesota Bearing Co., Minneapolis, 
was appointed a distributor for fork- 
lift trucks and towing tractors by the 
Mobilift Divi- 


sion, Motec Industries, Inc. 


Materials Handling 


Macridge Petroleum Equipment Sup- 
ply Co., S. A. L., Beirut, Leban, was 
appointed an authorized Near East 
distributor for Tube Turns Division, 
Chemetron Corp. 


Tripoli Sales Co., Libya, was ap- 


pointed authorized distributor in 


Libya for Tube Turns Division, 


Chemetron Corp. 


Huot) 551 No. Wheeler St. © St. Paul 4, Minn. 
—_— 


DO YOU WANT TO SELL 
MORE DRILLS? 


This HUOT 
DRILL DISPENSER 


holds a large supply of drills 


keeps them in order! 


@ Built-in inventory helps sell re- 
stocking orders 

@ Roomy, round-bottom compart- 
ments—no drill-hiding corners 

@ Heavy-duty drawers in compact 
7 x 7 x 14 cabinets that stack 
neatly 

@ Three models for lettered, num- 
bered or fractional drills 


Write for catalog pages and circulars 
HUOT MFG. COMPANY 

















"Frankly, Chief, Since 
We Started Using 
PALMETTO PACKINGS — 
I'm Bored!" 





PACKING IS IMPORTANT 3¢ 


*—to your customers .. . and to you, the 
Palmetto Distributor. Popular Palmetto 
helps you create profitable repeat busi- 
ness at low selling cost! 


GRENE, TWEED 


wa 
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Obituaries 





K. D. McCain 


K. D. McCain, 
Briggs-Weaver Machinery Co. 


K. D. McCain, 47, sales promotion 
manager for Briggs-Weaver Machin- 
ery Co., Dallas, died June 17. 

Mr. McCain joined the industrial 
distribution firm when he moved to 
Dallas 16 years ago. 

He was a former national director 
of the National Industrial Advertis- 
ing Association and past president of 
its Dallas Chapter. 

He is survived by his widow; two 
daughters, Mrs. Thomas Luce III and 
Miss Penelope McCain of Dallas; his 
parents, Mr. and Mrs. C. C. McCain 
of Glen Ellyn; three sisters, Mrs. Mal- 
colm Anderson of Glen Ellyn, Mrs. 
Roger Martin of Syracuse, Ind., and 
Mrs. Jim Collins of Evanston, IIl., 
and one grandchild. 


Robert M. Keefe, 
H. K. Porter Co. 


Robert Mark Keefe, 31, former 
executive of the H. K. Porter Co., 
died Saturday, June 17. 

Mr. Keefe, who lived in Philadel- 
phia from 1955 to 1959, was a mem- 
ber of the Ceramic Society of Penn- 
sylvania and the Engineers Club. 

He is 
Carolyn; three daughters, Kathleen 
Ann, Mary Lyn and Kelly Frances; 
and his parents, Mr. and Mrs. Thomas 


M. Keefe. 


survived by his wife, 
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NOW make big OEM. 


with 
Dareo 


SPROCKETS 


You Can Offer... 


a full line of sprockets for A.S.A. 
35, 40, 41 & 50 chains... 

made by Dayton Rogers pre- 
cision process that assures 
quality ... 

at prices that will let you com- 
pete with factory prices even 
to large O.E.M. users . . . 

plus special sprockets, holes, hub 
types, etc. 


Write TODAY for 
complete details in- 
cluding prices and 
protected territory 


Dayton Rocers 
S Manip a lit (Za a Company 


MINNEAPOLIS 7P, MINNESOTA 














if you could peep 


ll 


You would find other 
distributors of hose and 
belting are turning to 
Mercer Rubber to add 
to their profit picture. 
How about vou? 
Write now to 

Mercer Rubber Co. 

136 Mercer Street 
Trenton 90, New Jersey 

















at 
Stainless Stan ¥, ce st* 
says: Sal 
“Star Screws 
have clean, 
bright-and- 
shiny heads” 


ONE-SOURCE RESOURCE 
mr PAINLESS STEEL 
FASTENERS -.""" 


* Cap Screws 


means more . ~ See 
profit for you > <ers, tn 


* Dowel Pins 

(less paper work!) a. 
© 8,000 types and sizes Screws 
@ immediate delivery, * Nuts 

any quantity * Set Sockets 
@ Speedy Service on —— 

“specials”. * Stud Bolts 
@ Threaded Rod & Studs * Taper Pins 


Right Off the Shelf® + Worn... 


Write, wire, phone NOW for copy of 
Star's new catalog. 
OCSTAR STAINLESS SCREW CO. 
(me = 645 Union Bivd., Paterson 2, N.J. 
G-2m Telephone: Clifford 6-2300 


t= Direct N.Y. Phone: Wisconsin 76310 
Direct Phila. Phone: WAlnut 5-3660 
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HARRISBURG 
FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


Division of HARSCO CORPORATION 


COUPLINGS 





F. Gordon Borowsky, 
G. 4. Garrett Co. 


F. Gordon Borowsky, 54, president 
of the G. K. Garrett Co., died June 24, 
in Boston, Mass. 

Mr. Borowsky, and his father who 
survives him, built the Garrett Co., a 
manufacturer of lock washers, clamps 
and metal products. He was also 
president of Nicetown Plate Washer 
Co., and a partner in A. G. Borowsky, 
a sales representative firm. 

Mr. Borowsky was honored for his 
philanthropic and community de- 
velopment work last April when he 
received the Allied Jewish Appeal’s 
community award. He is a past gen- 
eral chairman of the AJA. This year 
he was named chairman of the United 
Jewish Middle Atlantic 


region. member of the 


appeal’s national campaign cabinet. 


Appeal’s 
He was a 
He was a board member of the 


Einstein Center, the Federation of 
Jewish Charities, the American Tech- 
nion Society and a member of the 
Locust Club. 

He is survived by his wife Ruth, 


his father. and two brothers. 


Orie E. Bean, 
Union Hardware & Metals Co. 


Orie E. Bean, 76, for 50 years man- 


ager of the steel department of Union 


Hardware & Metals Co., Los Angeles, | 


died June 12. 

Mr. Bean was born in Macomb, Ill., 
but resided in Southern California 
most of his life. 

He is survived by his wife Mary 


and a daughter, Mrs. Jeanne Bell. 


Sherwood F. Prescott, 
Norton Co. 


Sherwood F. Prescott, 54, grinding 
wheel sales representative for Norton 
Co., died in his Ohio, 
office May 19. 

He had been with Norton 32 years 


Cincinnati, 


and served in the Cincinnati area 
since 1937. 
He is survived by his widow, two 


children and five grandchildren. 


GRIPS ANY 
MATERIAL FROM 
0” to %" THICK 


Amazing blind fastener with threads 
has unlimited uses for maintenance and 
in original equipment manufacturing. 
Grips any material up to %” thick 
and needs only %” expansion space. 
Made of steel, cadmium plated, or 
brass with 6/32, 8/32, 10/32, 10/24, 
12/24 and %"—20 thread sizes. 


MOLLY JACK NUT IS EASY TO INSTALL 


1 -S] ei 


Run in screw to Jack Nut now is 
collapse spider installed and 
anchors backing ready to receive 
by exerting pull attachment 
on threads. screw. 
SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & Al SUPPLY ors 


= * ® 


=, MOUy 


230Y N. Sth St, Reading, Pa. 





























sodering, fluxing or brazing problems, 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


9331 BERENICE 
SCHILLER PARK, ILLINOIS 
(In the Metropolitan Chicago Area) 
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ADVERTISERS IN 


THIS ISSUE 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





it was tough enough for the dis- 
tributor Oshkosh to 
interest the warden of nearby Wau- 


salesman from 


pun, Wisc. State Prison in a portable 
hack- 


from a 


electric 
saw 
catalog when 
the warden 
had a main- 
tenance prob- 
lem of cutting 
1, in. steel 
plates. But the salesman did and ar- 
ranged for a demonstration by a 
Milwaukee Electric Tool 
When the pair returned to the prison 
for the they 


closely questioned by the guards at 


salesman. 


demonstration, were 
the main gate and when the guards 


found out they were carrying not 
only a portable hacksaw but plenty 
of blades as well, the two had to do 
some fast talking. Finally, they talked 
the guards into checking with the 
warden. The warden said it was okay 
but the guards flanked the two sales- 
escorted them to the 


men and 


warden’s office and remained there 


during the demonstration. They then 
escorted the pair out the main gate; 
taking chances. 


they weren't 


PS. 


any 


The warden bought the tool. 


Business man of the week on the 
front page of the business and finan- 
cial section of the Dallas Morning 
News Sunday edition recently was 
Darrell Manley, 36-year-old “eager 
beaver” president of Briggs-Weaver 
Co. 
obtained a B.S. in electrical engineer- 
ing from Texas A. & M. in 1948, had 


his mind set on becoming an indus- 


Machinery Seems Darrell, who 


trial supply salesman from the start. 
“I knew | wanted to be a salesman in 
field in the 
Southwest and Briggs-Weaver was my 


the industrial supply 


first choice”, he says, which shows 
that some college students knew about 
the industrial supply field even before 


a course in the subject was initiated. 
And Darrell didn’t mind working in 
the warehouse but he became a heavy 
machinery salesman within a year. 
Darrell is an avid collector of Civil 
War 
propped behind his desk and litho- 


mementos. A Union sword is 


graphs of Civil War battles adorn the 
walls in his office. 


That’s what the 


distributors scanning their attendance 


Five busy bees. 


list at the Conference Booth program 
in Atlantic City 
manning the American Pulley Com- 
pany booth. 
Walter C. Bass, executive vice presi- 


called the quintet 
The quintet included 


dent; John C. Bannon, assistant sales 
manager; E. R. Boate, Eastern sales 
M. F. Bell, Central sales 


manager; D. E. Boose, Western sales 


manager; 


manager. All their last names begin 


with “B”. 


Sales executive of the year, the NSE 
went to the 
Schruth, 


veep and advertising director of the 


International Oscar, 


always quotable Peter E. 


Satevepost, who, in accepting the 
award called salesmen “the force of 
persuasion behind our technology.” 
He added that the sales executives 
would be a key figure in meeting 





“Our regular buyer won't be in today. 
He has a busted jaw!” 











future marketing challenges and 
“salesmen will always be at the best 
vantage point to anticipate change. 
Let’s hope that they'll always have the 
sense to recognize it, the imagination 
to interpret it and the will to see man- 


agement does something about it.” 


Cutting tool manufacturers prob- 
ably are all excited about a miracu- 
lous new chemical now being manu- 
factured in small quantities at the 
Du Pont Co. 
Belle, W. Va. 
Why 
should cutting 


plant. 


tool people be 
excited about 
a chemical? 
Simple. Du 
Pont says this chemical, called Bay- 
mal, can be used to make cutting 
tools almost as hard as a diamond! 
Funny part about Baymal is that it 
can be used to make synthetic fabrics 
water repellent and stain resistant. 
The chemical is a white powder made 
fibers of 


aluminum oxide and small traces of 


billions of tiny 


up of 
other chemicals. 


The past loomed up big momentar- 
ily for George Woodland at Chain 
Belt recently. He received a memo- 
randum from his district manager in 
Philadelphia which read: “Dear 
George: Walt Haydock (Robert L. 
Latimer Co., Philadelphia distrib- 
utor) has a complaint that | am sure 
you can solve. On an audit of their 
books they that 
order #4118 acknowledged May 2, 


have determined 
1904 has never been received.” At- 
tached was a penny (get that price) 
post card order form acknowledging 
Latimer’s order. And, get this. The 
card was postmarked “May 2, 1904, 
4 P.M., Milwaukee” and “May 3, 
1904, 10:30 P.M., Philadelphia.” 
Have we made progress? J.A:W. 


INDUSTRIAL DISTRIBUTION 





The right setting for sales—as well as meals— 
is a relaxed atmosphere...and that’s where 
the Nicholson or Black Diamond file line 


comes in. 


Serve up your “blue chip” line of files as 
an opener on every sales call. Top-quality 
Nicholson or Black Diamond files are as 
familiar to your industrial customers as knives 
and forks. When you get them talking about 


their file needs—get them saying yes to your 


order pad... you have an ideal setting to sell 
your other “blue chip” lines. 

Always put Nicholson or Black Diamond at 
the top of your sales menu. It will help you 


bring home more bacon. 


Nicholson File Company, Providence 1, R. I. 


Files * Rotary Burs * Hacksaw and Band Saw 


Blades « Ground Flat Stock « Industrial Hammers 


NICHOLSON <> 


evOle 
p<, © 
® eo s.a.* 
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Think Delivery... 





HOLO-KROME’S SAME-DAY SERVICE ON THERMO-FORGED* SOCKET SCREWS 
PREVENTS DOWNTIME ON YOUR CUSTOMERS’ PRODUCTION LINE 


Downtime costs profit dollars...that’s why on- 
time delivery is so important to your customers. 
And that’s why Holo-Krome’s famous Same-Day 
Service is one of your strongest sales features. 
Make sure your customers know that packaged 
goods are shipped the same day the order comes in 
most specials in four weeks or less. 


YoeVaaKed®X 


*Trade Mark of The Holo-Krome Screw Corporation 


Think delivery . . . Sell the Same-Day Service your 
customers get with top quality THERMO-FORGED 
socket screws. And if you’re not now a Holo-Krome 
distributor, write and see if there’s a franchise open 
in your territory. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 





